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shoe business in America deceive 
himself with the idea that the 
public, in clamoring loudly for lower- 
price shees, and getting them, are unjust—or are fools. 

The American people as a body have never yet 
formed a malicious conspiracy against anybody or 
anything. They are notoriously easy-going and 
eternally fair-minded. 

But they are, collectively, shrewd. Also they are, 
collectively, very powerful. 

Without organization of any definite kind, and in- 
spired by no motive other than the desire and deter- 
mination to buy their foot-coverings at more nearly 
the prices they can pay, they are about to see their 
efforts rewarded; for it seems very clear that the so- 
called “‘peak’’ of high prices for American-made shoes 
has been definitely passed, and that from now on the 


general price-movement will be downward. 
* * * 


ET no one in any branch of the 


What does it mean? How can this demand be met? 

If we dig for the real answer, and note it, it may be 
a helpful guide for all time to come. 

I think the answer lies in a certain monumental 
fact which I ventured to state in a circular addressed 
to the Trade some weeks ago—namely : 

The American People . . . have 
always been able to get about 
anything on earth that they 
wanted. They are ALWAYS 
the final controlling factor in 
our business life, if they wish 
to be. 





i ° TIT nn Cy | 
4 = = 


October 23, 1920 


The People Want What They Want 
When They Want It 


By EVERIT B. TERHUNE 
General Manager 
Boot and Shoe Recorder 
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Or to employ a colloquialism, the 
American people want what they want 
when they want it! 

Gentlemen of the shoe business, let 
us seize this one big fact out of all the commercial 
cross-currents and complexities of the past months 
and burn it permanently into our memories—for it 
can become a tremendous safeguard! 

* * * 

True, in making their up-hill fight for more moder- 
ately-priced shoes the public have often been illogical, 
indifferent to certain apparently unshakable economic 
conditions, distinctly unkind in drawing inferences, 
and loudly suspicious of honestly-given explanations. 

But we should not interpret these things as con- 
scious injustice on the part of the public. Barring 
isolated cases of individuals not entitled to any con- 
sideration at any time, the American people in their 
demand for lower shoe prices have honestly felt them- 
selves justified in so doing. That excuses many of 
the inconsistencies that have marked their campaign 
for relief. 

A stubborn pocketbook silences all argument. Its 
owner is, in the last analysis, judge and jury. The 
average American citizen who conceives a quoted 
price to be greater than his or her ability to pay is 
usually quite as pliable in an argument about it as a 
well-built stone wall. 

* * Ba 

The reputable shoe-making and shoe-selling in- 
terests need make no apologies to the public for their 
policies and actions throughout the entire period of 
high costs and high prices. 
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The costs of production, of shipping, and of opera- 
ting decent shoe stores, speak most eloquently for 
themselves fo thal portion of the Public which can 
grasp them. 

Mark this last statement, if you please, because it 
hints at one of the two vital misunderstandings that I 
am very sure are close to the very bottom of this 
whole two-year shoe-price upset in the American body 


politic. 


* .* * 


In the light of today’s situation, we can with entire 
propriety agree, I think, that each side of this historic 
~price-controversy made a mistake: 

The shoe-buying public sincerely mistook justified 
cost-increases for profiteering. They were wrong. 

The shoe-making and shoe-selling interests sincerely 
mistook the public’s lemporary period of extravagance 
for a more or less permanent ability to spend. They, 
too, were wrong. 

The public’s pocketbook, having had its long, 
riotous, pleasurable fling, suddenly became stubborn. 
It quit yawning and clicked its teeth. 

Really, this tempering the shoe-price wind to the 
shorn consumer-lamb can be sensibly accounted for 
in no other way. 

The public rarely quarrels with the prices for 
luxuries, no matter to what heights they may soar; 
‘but when it comes to necessities, the inability to pay 
or the definite unwillingness to pay inevitably fixes a 
limit—and no economic justification for prices above 
that limit will ever obtain standing in the great court 
of the American people! 

Heaven witness that I am by no means seeking to 
assume super-knowledge of this curious, perplexing 
business epoch through which we have been passing! 
But the newspaper side of the Industry happens to 
give one a particularly favorable point from which to 
get an unbiased view of the undercurrents, and I con- 
sider it high time that misunderstandings cease to be 
called injustices and begin to be turned to the ad- 
vantage of both ends of the proposition, each provably 
honest and sincere—namely, the Footwear Industry 
and the Public! 

* * * 

I have just spoken of the public’s mistaking justi- 
fied cost-increases for profiteering. This is con- 
spicuously true. It is one of the lamentable features 
of the whole episode. But it is not totally inexcusable. 

We must, in all fairness, attribute it to ignorance. 
Which is one more proof of the fact that the public 
never have understood as much about the inner side of 
the great business of making and distributing the 
country’s footwear as they would have to know in 
order to appraise mounting shoe and leather costs at 
their real significance. 

Thus, being largely in the dark as to exactly what 
makes up the production cost of a pair of shoes, or the 
expense of placing it on sale in a retail store, and what 
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profit the dealer is actually entitled to, the public 
became inflamed at the monotonously rising prices, 
In yielding to the temptation to cry “Profiteering,” 
they took encouragement for this from the semi- 
occasional and wholly isolated cases of excess profit- 
taking which unfortunately but naturally were ex- 
ploited in the daily press; they thought they saw fur- 
ther justification in the numerous instances of shoes 
being offered in cut price sales at prices even below 
cost-in order to avert the greater danger of actual 
business insolvency. 

They had no ready means of realizing that, consider- 
ing the initial costs of raw materials, the costs of the 
expert labor required for fabricating, the tremendous 
capital involved, the highly competitive ingenuity 
required for creating new styles, the steadily stiffening 
costs of distribution, and the ever-impending hazard 
of unsold goods, a pair of average quality American- 
made shoes is relatively the lowest-cost article of «p- 
parel that a person can put upon his body! 

The public, engrossed as usual with their own af- 
fairs, have been in no position to realize that the mak- 
ers of American shoes, and the retailers of those shovs, 
are admittedly the two least-organized bodies’ of 
commercial individuals in the country — and always 
have been. 

They could not clearly see that no “ trust” binds 
these two great wings of the Industry in a monopolis- 
tic conspiracy against the American pocketbook, or 
that no “agreements” of any kind whatsoever be- 
tween shoe producers and shoe retailers have ever in- 
fluenced shoe prices by so much as a hair’s weight. 

* * * 

We are having graphic demonstration of the fact 
that the public need better education in footwear 
matters so that they may compare them with their 
own private business enterprises and note the similar- 
ity of commercial and economic requirements; so that 
they may realize how and why the current retail 
prices for shoes are, as a general proposition, in- 
evitably determined by costs when the shoes are made; 
so that they may understand better why a fluctuating 
market for shoe leathers today cannot, by any stretch 
of their personal yearning, result in a change of prices 
day after tomorrow, but can be reflected only in shoes 
built perhaps this month and offered for sale nez! 
month or next season. 

It would of course be a glorious thing for the con- 
sumers of shoes if they could automatically obtain in 
their local shoe stores the reductions in prices corre- 
sponding with any reductions in the prices for leathers. 
and other materials prevailing the previous day, or 
the previous week at the markets in the shoemaking 
districts. 

In their ignorance of the real facts, many consum- 
ers sincerely believe they should enjoy precisely 
this privilege. Isn’t it about time they be made to 
realize that it is often two to five months before ‘he 
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local dealer actually receives in the store the shoes 
ordered the day the consumer called? 
* * * 

To many consumers the price of a pair of shoes is 
st:‘l-a dark mystery. When shall we attain the cour- 
age to talk freely to the public about the details of 
such carefully guarded matters as selling-costs? The 
cu;tomer’s ignorance about this unavoidable expense 
h: s actually been a factor in creating suspicion during 
th: period of rising prices. 

‘Tow long shall it be before the public can safely be 
en rusted with the information that the production 
of a pair-of shoes, its transportation to the point of 
saic, and its delivery to the wearer are the simple 
st: ps in the transaction and not only cost money but 
co-t the kind of money that prevails today? 

shall we ever be able with safety to tell the public 
that by no trick of legerdemain can any living shoe 
m.nufacturer produce shoes at less than the cost of 
the materials used, plus the cost of putting them to- 
ge'her, plus the cost of having a factory and office in 
which to do the work, and plus a reasonable profit? 

‘an we some time set up a real safeguard against 
the public’s misunderstandings and unwarranted 
suspicions by making it clear that by no clever busi- 
ness stroke can any living shoe dealer escape paying 
for the transportation of the shoes to his store, or for 
the rent of his store, or salesmen’s salaries, or insur- 
ance, light, heat, depreciation of stock, and so forth, 
plus the fair profit that gives him his livelihood and 
shields him from embarrassments with his bankers 
and other creditors? 

* * * 

In the light of forward-moving events in the world 
of shoes, and of most other commodities the past 
three months, I may perhaps be pardoned for taking 
satisfaction from this prediction made in my last 
statement to the Trade: 


We shall have a CLARIFYING 
of Industrial relations, a 
STRAIGHTENING-OUT of 
commodity values, and per- 
haps of trading prices and prof- 
it ratios—but a panic... NO! 


No calamity is involved in the public’s enforced 
demand for lower-priced shoes. No cataclysm attends 
the footwear industry’s response thereto with genuine 
efforts to keep the people’s stubborn pocketbook 
smiling. | 

It is, gentlemen of the Trade, merely a vivid 
case of the public waking up to their own unlimited 
extravagances and causing an unusual amount of 
annoyance and readjustment for a great industry 
that sought to supply their unmistakable wants. 

Or to put it the other way, it is a clear illustration 
of what invariably happens when abnormally high 


wages, easy money, unlimited credit and a sudden’ 
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decline of normal conservatism strike a people sud- 
denly. 

If there be any criticism of a twenty-dollar price 
for a pair of standard quality staple shoes, let it be 
remembered that public demand is the principal cause! 

* * * 

This upset in the American footwear business may 
raise the question, ““How, then, do the public want to 
be served with shoes?”’ Is it going to continue to be 
on the basis of actual costs of the goods plus a decent 
earning for the folks who make and deliver them—or 
shall the people turn away from the comfortable, con- 
venient stores, where they select what their personal 
tastes dictate, from a clean stock of many styles, and 
take their patronage to less pleasant shops where un- 
certain merchandise is passed out hurriedly, indif- 
ferently, carelessly, at prices which too often capital- 
ize someone’s misfortune or poor business judgment? 

The question answers itself. American people, 
regardless of their frequent cheerful vacillations be- 
tween extravagance and frugality, have too long en- 
joyed and been benefitted by the comforts of a foot- 
wear service unequalled anywhere else in the world to 
be willing, through misunderstanding its economics, 
to abandon it. 


Don’t Miss a Sale 


HE day has come to see how low you can make 
your prices and at the same time make a fair 
profit. Forget all about “how much you can get.” 
The mask must be pulled off and business must be 
done on a new basis. 

The shoe and leather industry is rapidly approach- 
ing the absolute bottom of prices. The only thing 
that forced it was the pressure of merchandise, 
made up, on hand and depreciating daily. . 

There has been too much forced sustaining of price 
levels. The man quoting the price knew that he 
was uttering a lie as to real value. The man who 
heard it knew that he was uttering a lie; and the 





' public, by its sales resistance, proved that the effort 


to hold up prices was a mistake. 

There has been too much spattering of one’s own 
business with praise and slamming the stuffings out 
of the other fellow’s business. The truth has finally 
prevailed and although it hurts like mischief it is 
going to do business a whole lot of good. The last 
few weeks the tanner has learned that bed-rock is 
the only basis for new business. The manufacturer 
certainly discovered it just as quickly. Now the 
merchant is learning that shoes bought on high have 
a fitting-stool value that is as low as the cost, if not 
below. 

If you have a shoe store and want to keep in busi- 
ness, have a range of prices on old merchandise that 
will permit you to live up to our heading, ‘don’t 
miss a sale.”” Get what the merchandise will bring. 
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Text furnished by Milwaukee Conven- 
lion Publicity Committee. 


ITHOUT a doubt,‘ the clerk on the floor is 
7 the man who builds prestige or destroys 


reputation for the merchant. It is the retail 
shoe clerk who, after all, sells the shoes, welcomes 
new customers, builds up trade and prestige, or it 
may also be he who tears down and destroys that 
very trade and prestige which the owner and proprie- 
tor of a store is so anxious to build up. 
<very up-to-date shoe merchant today realizes 
that the proper training and education of his clerks 
on the floor is an absolute necessity. It is not a mat- 
ter of selling single pair shoes to a customer, but it is a 
point today to sell service; to have a customer come 
back again and again; to have a customer go out and 
be the best advertisement for this shoe retailer. 


Arthur Evans to Make Address 


Little or no attention has been in the past paid to 
retail shoe salesmen at our State Conventions or 
National Conventions. The Milwaukee Convention 
will be different and, realizing the important position 
the shoe clerk occupies today, the second day of the 
Convention will be known as “Retail Shoe Clerks’ 
Day.” 

The entire program on this day will be devoted to 
the education of the Retail Shoe Clerk. Arthur 
Evans, President of the Retail Shoe Clerks’ Institute, 
will address these retail salesmen on all points of sell- 
ing and building up of the right kind of trade. The 
Retail Shoe Clerks’ Institute is recognized by the 
National Shoe Retailers’ Association as the official 
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school of instruction for persons desiring to becom 
efficient in the business of fitting and selling footwear, 
In his lectures Mr. Evans will cover everything perf 
taining to shoes, explaining the different types an 
styles, as well as the right way of fitting and the right 
and wrong way of handling customers today. Ther 
will also be lectures supplemented by exhibits and 
demonstrations of leather. Careful attention and 
explanations will be made as to the qualities of side 
leather, calf skin, kid skin, colt skin and cabretta. The 
peculiarities, as well as the wearing qualities, of each 
one of the above will be carefully explained to th 
shoe clerks. Leather in the process of tanning, 
showing the hide in its raw stage, all the way through 
to chrome and bark tannages will be carefully den- 
onstrated on this day. 


Talks on Advertising 


Then, there will be talks on advertising and sales 
promotion work; shoe store systems will be completely 
discussed and all of the above will be talked about and 
explained to the shoe clerks by means of a “play 
within a play.”” On specially constructed platforms 
the most prominent actors and actresses of the coun 
try will act out scenes as to the right and the wrong 
way of handling complaints, of selling shoes to dis- 
satisfied customers, of organizing Welfare and Ef-@ 
ficiency Organizations in the shoe store. There will 
be special window trims, displays, decorations and J 
attractions. i 

Thousands of questions that come up dail: in 
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becom 
he experience of a clerk will be answered and 


emonstrated on this day. The entire day’s 
rogram will be built up around the idea that 
e right way to build up trade in a shoe store 
$ to give service. 

Just as the entire Milwaukee Convention will be 
i ae ifferent from any previous one, so the Style Show 
of side ill be different from anything that has been staged 
1. The efore. There will be enacted for the special benefit 
of coll these clerks hunting scenes, wedding scenes, May 
to th arties, outdoor scenes, etc., and in each and every one 
ill be shown appropriate footwear for the occasion. 
t is not only the new styles and the correct styles 
Mf the season that will be featured, but it will be plain- 
‘shown just how to fit and what kind of a shoe to 
commend to a customer coming into your store 
sking for footwear for occasions from funerals to 
redding and hunting scenes. 





Ot wear 
Ng per 
€S and 
1e right 

Ther 
its and 


nning, 
rough 
- dem- 


| sales 

a School for Retail Salesmen 

t ane . : 
ply Of course, every one of these features will be of in- 


erest to the merchant and proprietor of the store 
imself, but it is certainly evident that if the mer- 
hant or proprietor can impart this information and 
owledge to his clerks, his position, as far as the 
ervice to his customers is concerned, will be greatly 
rengthened. It is the one sure way of increasing 
your trade. Your clerks on the floor must take the 
@ame interest in the welfare of your store and your 
tstomers as you do yourself. Your clerk must feel 
he responsibility that rests on him in promoting the 
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interest of the store and in treating each and every 
customer in such a way that he will come back in the 
future. 

The entire day will be a school for the retail shoe 
clerk. He will also have the opportunity of seeing the 
magnitude of the shoe industry and of carefully exam- 
ining representative lines of the entire country. It 
will enthuse him in his job and will make him a better 
man for your store. 


Entertainment Also 


Added to all of the above will be original enter- 
tainment aplenty. It would hardly do to over- 
burden the minds of the visiting clerks with all knowl- 
edge and no fun. Just as a child learns quickest and 
best when lessons are taught by means of play, just 
so the retail shoe clerk will receive valuable informa- 
tion by carefully mixing entertainment with educa- 
tion. 

This second day of the convention, “Retail Shoe 
Clerks’ Day,” promises to be so big that steps are 
now being taken to run special excursions to Mil- 
waukee from within a radius of 250 miles. This is 
done merely to make it more easily possible for shoe 
merchants to send their clerks to the Milwaukee 
Convention for this big ‘Retail Shoe Clerks’ Day.” 
There is also a possibility that Milwaukee retailers 
will close their stores on this second day of the Con- 
vention, giving every clerk on the floor in Milwaukee 
the wonderful opportunity to take in the greatest of 
all conventions. 
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The Canvas Footwear Outlook for Summer, 1921 


Tremendous Development of the Vulcanized Canvas Shoe Makes That Type 
of Outdoor Footwear an Important Part of the Merchant’s Stock 


HE heavy brown canvas shoe, with a vul- 
canized rubber sole thereon, enjoyed such a 
tremendous sale last season that there is every 

indication of this type of footwear becoming a prom- 
inent part of Summer stocks the country over. This 
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McKay Lasted Vulcanized Canvas Footwear 
The Process Analyzed 


shoe was first designed for athletic use, tennis, baske' - 
ball, or gymnasium work, but during the war it wis 
strongly featured as an economical foot coverin:. 
It was made in a heavy weight and sold in numbers t» 
working men. It took only one season for it to reach 
high popularity and it was translated into the chi'- 
dren’s sizes. Here it made its biggest hit. 


In White Stock 


Naturally when the item of economy was cor- 
sidered, this type of footwear also had its appeal ia 
women’s light-weight white stock and it was made u) 
in smart oxfords, pumps and even in strap effects as 
Summer shoe that was clean, comfortable and ex- 
tremely flexible. Many shoe stores found that their 
early offering in May was soon absorbed by the pub- 
lic and the follow-ups practically cleaned out their 
stocks by September. 

The advertisements featuring this type of footwear 
were usually along the following lines: “Easy to 
Wear”; “Hard to Wear Out’; “For Work or Play”’: 
and “At Such a Low Price that Two or More Pairs 
Can Be Obtained for the Price of One Pair of Leather 
Boots.” 

Pliability and Durability 

Publicity also emphasized the fact that the shoes 
were not stuck together, but that they were built 
like an auto tire, and cured by the same steam pres- 
sure process, making upper and sole a single unit. 
This brought out the fact that the sole and upper were 
inseparable and that water would not penetrate. 
The shoes had pliability and durability, and found 
merit all over the country. 

In boys’ footwear, the canvas uppers were rein- 
forced by regular athletic ankle bone circles and in 
some cases the toe cap, brogue strap and lace stay 
were of leather. 

For workmen the heavy types of canvas footwear 
in tan cloth lead; in women’s wear the white canvas 
oxford and pump come into first position, with some 
novelties in straps, and a few boots. For children the 
boot type leads in tan and white with especial demand 
for the reinforced leather styles—a wide range of 
sport shoes with a variety of colors and special soles 
—smooth or with suction. _ 

This new type of vulcanized footwear illustrates 
what inventive ingenuity can do in transforming th: 
old-time tennis shoe or sneaker into an attractive 
and ‘‘salable-in-volume” article for mid-Summe: 
service. The grading up of materials, shapes ani 
workmanship is now in process. 
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Special Rubber Machinery 


The making by machinery of rubber shoes, and 
canvas shoes with rubber soles, is in its infancy, but 
experiments have proved that it has a big future. 
Step by step the development of rubber shoe ma- 
chinery is growing. In fact, it is not over-fanciful to 
predict that eventually all rubber footwear will be 
m:nufactured by machine. 
ru»bers, rubber boots, arctics, gaiters of all kinds, and 
the canvas product. 

[he movement began in 1916 when the Hood Rub- 
ber Company and an agent of the United Shoe Ma- 
chinery Corporation conceived the idea of the adapta- 
tion of shoe machinery to rubber footwear manu- 
facture. The main thing is to provide means to 
facilitate the making of rubber footwear, the demand 
for which is increasing daily, to make a superior prod- 
uct, and in a more efficient and economical manner. 

The problem of increased output is today con- 
fronting the entire trade. Retail shoe merchants will 
recall without very much difficulty the big shortage 
in rubbers and arctics of last Winter. Arctics sold at 
the stores in large numbers at $7.00 and $8.00, and in 
many cases it was impossible to get them at any price. 
As a contrast, the leather shoe industry, by the use of 
machinery, was able to meet the most unusual de- 
mands made by the government for army and navy 
shoes during the World War. 


Continuous Production Required 


The rubber trade is not a small man’s business. It 
takes a big and expensive plant to produce rubber 
footwear. The production must flow continuously 
day after day, thousands and thousands of pairs. 
When large quantities of shoes are required, human 
effort must be aided by machinery. In handwork, 
individuality enters into the proposition to the extent 
that no two shoes are exactly alike. Consequently, 
there is a lack of uniformity; then again, in the morn- 
ing a man usually does better work than in the after- 
noon. In the afternoon, as he becomes tired, there 
are more apt to be flaws, and his work reflects his 
physical condition. A machine gives the same grade 
of work in the afternoon as it did early in the morning, 
insuring a standardized product. This standard can 
be maintained by the worker, day after day, and for 
every part of the day. 

Prior to 1916, the great majority of makers pro- 
duced rubber footwear in almost the identical manner 
of 50 years ago. In fact, with only minor changes 
here and there, they followed the same methods which 
had originated with the industry. Progressive rubber 
men have seen wherein they can increase output, re- 
duce cost, and improve their product by the use of 
machinery. It has been possible to adopt certain 
fundamental principles which are standard in the 
making of leather shoes, but the industry still adheres 


This will include light 7 
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to many of the old principles of rubber footwear 
manufacture. , 


Rubber Sole Turn Shoe 


The rubber sole turn shoe has a composition rubber 
sole, vulcanized under pressure, and made complete 
before it is attached to the sole. How extensive this 
method of manufacturing will become remains to be 
seen, but experiments are proving its decided supe- 
riority on nearly every type of turn footwear. bh. 

(Continued on page 64) 


Goodyear Rubber Sole Turn Shoe 
Construction Detailed 
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The Prodigal 


The Past of supply and demand with torches may have 
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The wages fat I earned last year 
Are spent and wasted. 

The things I ate and drank! Oh dear— 
How good they tasted! 

But now that days are slack and chill 
And idle stand the shop and mill, 

I ought, like ev’ry Jack and Jill, 
To be lambasted. 


* 7 + 
The Present 


For me they kill no fatted calf. 
That fact I note. ‘ 
They give us prodigals the laugh, 
And get our goat. 
What’s gone is gone; what’s spent is spent; 
And all my grouch and discontent 
Won't bring me back one wasted cent— 
Why rock the boat? 


«. ~ ao 
The Future 


Who eats must work, root hog, or die; 
So boys—Get Busy. 
The Wastrel never yet got by. 
Sell your Tin Lizzie! 
Put on your overalls and sweat; 
The shop and mill are your best bet; 
Let bench and tool make you forget 
The dead days dizzy. 


* * * 


The Sunny South, where they grow cotton, 
is a vivacious, if somewhat violent section of the 
Republic, and while its economic theories may 
be orthodox, the practices are as unpleasant as 
they are prehistoric. While most of our humble 
citizens are struggling to smash the high prices 
of the necessaries of life dear, delightful Dixie 
is riding around nights with torch and shotgun 
to encourage the high prices to mount higher. 
The motto of Cotton is Excelsior. Boosting 
prices with shotguns and illuminating the law 


their merits, but the morals of such methods do 
not impress the Pie Belt. 


* * * 


The French are an attractive and imaginative 
people who are willing to experiment in the im- 
possible. They may agree with the practical 
Yankee that it is difficult to get milk out of a 
hitching post, and with the Irish that it is use- 
less to attempt to remove the breeches from a 
Highlander; but they are willing to try and 
extract money from the broken, bankrupt and 
economically busted Germans. There are a few 
other things we should like to see our good, 
Gallic friends try when they get tired with their 
German experiment—getting dividend out of an 
Oklahoma oil well, or a Boston copper mine, or, 
making Satan’s headquarters a place to store 
explosives and to preserve snowballs. 


* * * 


The Boston hotels and restaurants which are 
being hounded by the Distrist Attorney are 
rapidly approaching bankruptcy and claim they 
are only making from 300 to 600 per cent profit. 
The “‘overhead”’ is rapidly ruining these feeding 
philanthropists and that overhead appears to 
be the stars and skies. This is a cruel world. 


* * * 


Blood will tell. The descendants of Morgan 
the Buccaneer are in the banking business; the 
offspring of Jesse James are running a school for 
applied salesmanship; the kin of Captain Kidd 
run cold storage houses in Boston; and one of 
Billy the Kid’s sons runs‘a retail shoe store, 
while the other is in the egg business. Talent 
tells. Why use a gun to make money when 
brains will do the trick? 


* * * 


The announcement—a pleasing one—comes 
from Paris that women will wear clothes this 
Winter; not many or much, but some; and that 
lady’s ears will be visible to the naked eye. It 
is said that ladies covered up their ears so that 
they could not hear the remarks made when they 
exposed the rest of their geography. This sounds 
like slander. 
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Can Method of Inventorying Be Changed? 


National Call for Permission to Establish a True Value 
of Inventory Based on “Market Value’’ 


N a letter to members of the National Boot 
l and Shoe Manufacturers’ Association, Secretary 
Sol: Wile presents an excellent synopsis of the 
nec: ssity of reconsidering valuation of inventories. 
The danger to capital assets in consequence of 
hea: y taxes which have been and have to be paid on 
paper profits (that have long since vanished) makes 
this topic, “Valuation of Inventory,” of vital import- 
anc’ to business men in all kinds of industry. It 
is purticularly important to retail merchants who con- 
tem late even larger shrinkages in value. An effort 
is t) be made to secure an immediate relief during 
the first week of the coming session of Congress, so 
tha! benefit may be derived before the fourth in- 
staliment of the tax becomes due in December. 


Association Letter No. 215 


Mr. Wile’s communication is in part as follows: 
My attention has been called by a member to 
the great importance to retail shoe dealers, as _ well 
as retailers of other commodities, of the method of 
inventorying at the close of the present calendar year. 

He wrote: 

‘Many retailers—not only for shoes but in clothing 
and kindred lines—have heretofore inventoried their 
goods at cost, and under Treasury Ruling 2504, 
Regulation 45, Article 1582, 1919, the Treasury 
Department specifically permits inventories at either 
cost or market, whichever is lower. However, having 
adopted either policy, one cannot change without 
the specific permission of the Treasury Department. 

‘Now, most retailers have probably taken their 
inventory at cost, but the enormous shrinkage in 
values for the year 1920, if continued on the basis 
of cost, would not reflect a true value of the inventory 
and in many instances would have a tendency to 
financially embarrass the retailer. 

“Tt has occurred to the writer that a concerted 
effort by our association, as well as the National 
Association of Retailers, should be made to have the 
Treasury Department issue a specific ruling that, 
owing to the violent deflation in values, the depart- 
ment will allow—even if the present practice has 
been to take same at cost—to take their inventory 
at the market value. 


Inventories on Market Value 


“The Internal Revenue Department in justice to 
the retailer should make such a ruling and | think 
can be induced to make such a ruling, if proper 
pressure is brought to bear. It is a matter of great 


importance to shoe manufacturers, as it protects the 
value of their outstanding accounts.” 

Pursuant to which I immediately communicated 
with the Secretary of the Treasury, requesting a rul- 
ing of the Treasury Department, allowing ‘‘inven- 
tories to be taken at the market value, even though 
the practice had been to take the same at cost,” 
to which a reply was received from the office of the 
Commissioner of Internal Revenue that “‘the same 
will receive consideration at the earliest practicable 
date.” . 

1 have again communicated with the Commissioner 
of Internal Revenue, calling attention to the fact 
that the time is approaching for the taking of inven- 
tories, and it is vital that an early and general ruling 
be made. 

The following communication, proposing the pass- 
age of a joint resolution during the first week of the 
coming session of Congress, that will afford relief in 
connection with tax payments for the year 1919, has 
been received from the Committee of the National 
Trade Organization Secretaries. 


Action in December Congress 


“Recently an informal conference was held with 
the Internal Revenue Bureau at Washington in 
regard to the matter of early relief for industries 
which, in making their income tax returns for 1919, 
inventoried their products at last year’s high prices 
that have sustained a heavy drop. The net result 
of the conference was this, namely, that the Internal 
Revenue officials would be only too glad to grant 
relief if it were in their power to do so. But, since 
Sections 204, 214 and 234 of the national tax law 
limit relief on account of readjustment in prices to 
the year 1918, it will be necessary in order to secure 
immediate relief to ask Congress to pass a Joint 
Resolution during the first week of the coming session. 
This would change Sections 214 (12) and 234 (14) 
to read “for any taxable year” instead of the present 
wording “for the taxable year of 1918.” 

“Tt is understood that there is considerable senti- 
ment in both the House Ways and Means Commitiee 
and the Senate Finance Committee for such legislation. 
When the question of providing for readjustment of 
prices was originally brought up in Congress there 
was strong feeling against limiting the law to the 
year 1918. As a matter of fact an amendment re- 
moving this limit passed the House last Spring and 
would have passed the Senate had there been suffi- 
cient time before adjournment. 
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Annual Tanners’ Council Meeting Held in Chicago 


Convention Featured by Election of Officers and Discussion of 


Trade Conditions 


Chicago, Oct. 22. 
FWNHE Tanners’ Council met at the Congress 
Hotel, Chicago, October 21-22, in annual con- 
vention. The attendance was most representa- 
tive, covering every branch of the tanning industry. 
Of particular interest was the general discussion on 
trade conditions. A big feature of the convention was 
a round table discussion of the following topics, with 
these men as leaders: ‘“‘Sole Leather,” J. J. Desmond; 
“Upper Leather,’”’ W. T. Hollis; “Goat and Cabretta 
Leather,” C. W. McNeely; “‘Patent Leather,” B. W. 
Straus; ‘‘Harness Leather,’’ Frederick 
Carlisle; “Bag and Strap Leather,” 
B. V. Harrison; “Upholstery Leather,” 
William Hatton; “Fancy Leather,” 
G. B. Bernheim; “Sheep and Lamb 
Leather,” E. L. MacDonald; ‘‘Glove 
Leather,’ R. M. Evans. 


Reports of Officers 


The convention opened Thursday 
morning with an address by President 
F. A. Vogel, followed by the reports 
of the treasurer, Harry I. Thayer, 
and secretary, E. A. Brand. The 
following speakers were heard on the 
day’s program: “‘National Tax Laws,” 
Hon. Martin B. Madden, Represen- 
tative in Congress; ‘Business Con- 
ditions,’ H. H. Merrick, president 
Great Lakes Trust Company, Chicago 
(Special Paper) ; “Immigration and In- 
dustry,” William H. Barr, president Inter-Racial 
Council. 

The banquet was a big feature of the Thursday 
night session. On Friday afternoon, the election of 


. 


officers and directors was announced. The election of — 


Harry I. Thayer to the presidency was unanimous and 
stands out as the tribute of an industry to an active 
worker. It was generally remarked at the convention 
that the Tanners’ Council had selected a strong man 
to occupy its most important executive position in 
the rather trying year that seems imminent. 


Election of Officers 


The line-up of executives for the new year is as follows: 
President, H. I. Thayer, Thayer Foss Company, Boston, 


Mass.; Vice-Presidents, L. J. Robertson, L. F. Robertson & — 


Sons, New York’City; C. P. Vaughan, Dungan, Hood & Co., 
Philadelphia, Pa.; Wm. McAdoo, Jr., Central Leather Com- 
pany, New York City; J. G. Hoffmann, III, J. G. Hoffmann & 
Sons Co., Wheeling, W. Va.; Treasurer, Benj. V. Harrison, 


HARRY I. THAYER 


Newly Elected President of the 
Tanners’ Council 


Benj. V. Harrison Company, New York City, and J. G.Curtis 
Leather Company, Ludlow, Pa. 


Division Directors 


Sole and Belting, J. J. Desmond, J. W. & A. P. How: 
Company, Corry, Pa.; Eastern Upper, W. T. Hollis, O. | 
Kepner Company, Boston, Mass.; Western Upper, W. 
Eisendrath, Monarch Leather Company, Chicago; Pat: 
Upper, M. J. Lowry, Avery & Lowry Co., Boston, Mas..: 
Harness, H. V. Bretney, The H. V. Bretney Compan, 
Springfield, Ohio; Bag and Strap, L. T. Byron, W. D. Byron | 
Sons, Williamsport, Md.; Upholstery, F. C. Fabel, Americ 
Oak Leather Company, Cincinnati; Sheep and Lamb, E. |.. 

Macdonald, L. B. Southwick Compan, 
Peabody, Mass.; Goat and Cabretta, C. \’. 
McNeely, Perkins & McNeely, Philad:'!- 
phia, Pa.; Fancy, G. B. Bernheim, }:. 
Neumann & Co., Hoboken, N. J.; Glov», 
R. M. Evans, Richard Evans & Sons. 
Johnstown, N. Y. 


Directors-at-Large Elected 
for Two-Year Term 


H. N. Hill, Cleveland Tanning Comp:- 
ny, Cleveland, O.; T. S. Keirnan, Griess- 
Pfleger Tanning Company, Chicago, III.; 
G. W. Olmsted, J. G. Curtis Leather Com- 
pany, Ludiow, Pa.; L. H. Simons, William 
Amer Company, Philadelphia, Pa.; A. W. 
Wellington, United States Leather Com- 
pany, Boston, Mass.; A. R. White, Fear 
& White, Gloversville, N. Y.; J. E. Wilder, 
Wilder & Company, Chicago, Illinois; J. 
W. Willis, New Castle Leather Company, 
Wilmington, Del. 


Directors-at-Large Who Have One 
More Year to Serve 


F. G. Allen, Winslow Bros. & Smith Co., Boston, Mass.; 
W. S. Anderson, Penn Leather Co., 324 North Third Street, 
Philadelphia, Pa.; S. L. Bullivant, Northwestern Leather 
Company, Boston, Mass.; W. R. Fisher, A. C. Lawrence 
Leather Company, Boston, Mass.; P. E. Foerderer, Robert 
H. Foerderer, Inc., Frankford, Philadelphia, Pa.; J. W. 
Helburn, Helburn Thompson Company, Salem, Mass.; V. G. 
Lumbard, Ohio Leather Company, Girard, Ohio;.A. K. Salz, 
Kullman, Salz & Company, San Francisco, Cal. 


_ Sole and Belting Leather 


J. J. Desmond, J. W. & A. P. Howard Co., Corry, Pa., 
Chairman; F. J. Kitchell, Ashland Leather Company, Bos- 
ton, Mass.; J. T. F. McGarry, William F. Mosser Company, 
Boston, Mass.; W. S. Anderson, Penn Leather Company, 
Philadelphia, Pa.; Wm. McAdoo, Jr., Central Leather Con- 


pany, New York, N. Y. 


Eastern Upper Leather 


W. T. Hollis, C. D. Kepner Leather Company, Boston, 
Mass., Chairman; Lucius Barnet, J. S. Barnet & Sons, Lyn", 
Mass.; H. B. Dillinback, Beggs & Cobb, Inc., Boston, Mas: ;. 
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p. W. Rankin, Hunt-Rankin Leather Company, Boston, Mass. ; 
Sig Kothschild, Barnet Leather Company, Boston, Mass. 


Western Upper Leather 
WwW. B. Ejisendrath, Monarch Leather Company, Chicago, 
Ill., (hairman; A. F. Gallun, A. F. Gallun & Sons, Milwaukee, 
Wis.: M. C. Weimar, Armour Leather Co., Chicago, IIL.; 
F. L. Roenitz, American Hide & Leather Company, Chicago, 
Il.; &. H. Foot, S. B. Foot & Co., Red Wing, Minn.; F. J. 
Rue;ing, Fred Rueping Leather Company, Fond du Lac, 
Wis.: F. H. Fiedler, Albert Trostel & Sons, Milwaukee, Wis.; 
|]. Horween, Horween Leather Company, Chicago, II\.; W. S. 
Pow ll, C. Moench & Sons Co., Chicago, Ill.; M. S. Miller, 

Chicago Tanning Company, Chicago, I]. 


Patent Upper Leather 


M. J. Lowry, Avery & Lowry Co., Boston, Mass., Chair- 
man: A. F. Gordon, Forsyth Leather Company, Boston, 
Mas;.; H. B. Dillinback, Beggs & Cobb, Inc., Boston, Mass.; 
Lew:s Straus, The M. Straus Sons Corp., Newark, N. J.; 
R. F. Cox, Thompson-Adams Leather Co., Philadelphia, Pa. 


Harness Leather 


H. V. Bretney, The H. V. Bretney Company, Springfield, 
Ohio, Chairman; D. M. Hart, Kullman, Salz & Co., Chicago, 
Ill.;). G. Hoffmann III, J. G. Hoffmann & Sons Co., Wheeling, 
W. Va.; W. H. Schroeder, N. R. Allen’s Sons Company, 
Kenosha, Wis.; C. Findeiss, C. Findeiss & Sons, Zanesville, 


Ohic. 
Bag and Strap Leather 


L. T. Byron, W. D. Byron & Sons, Williamsport, Md., 
Chairman; E. J. Gutmann, Gutmann & Co., Chicago, IIL; 
William Hatton, Eagle-Ottawa Leather Company, Grand 
Haven, Mich.; Benj. V. Harrison, Benj. V. Harrison Com- 
pany, New York, N. Y.; A. H. Vogel, Ptister & Vogel Leather 
Co., Milwaukee, Wis. 

Goat and Cabretta 


C. W. McNeely, Perkins and McNeely, Philad@& hia, Pa., 
Chairman; P. E. Foerderer, Robt. H. Foerderer, Inc., Frank- 


Sole leather, like every other commodity, has been 
affected by the readjustment from war times to peace 
conditions, but not to the same extent. First: because 
hides from which sole leather is made did not advance 
as fast or as far as calfskins and other hides that go 
into upper leather. In the second place, and. what is 
much more important, sole leather did not advance 
anywhere nearly as much as sole leather hides, tanning 
materials and labor. The graph which | have pre- 
pared shows this condition very vividly: 

While sole leather tanning materials advanced 284 
per cent, hides 249 per cent, and labor 245 per cent, 
No. 1 Union Steer Backs advanced only 155 per cent. 


Logically then, sole leather should not begin to de- - 


cline until hides, tanning materials and labor have 
dropped back the difference between their advance 





Sole Leather Stocks Now Normal 
Tanners Content to Work in Hides No Faster Than They Make Sales 


By J. J. DESMOND, J. W. & A. P. Howard Co., Corry, Pa., Before Tanners’ Council 
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ford, Philadelphia, Pa.; G. W. Chandler, Surpass Leather 
Company, New York, N. Y.; J. B. Blatz, Amalgamated 
Leather Company, Wilmington, Del.; M. J. Sloss, Castle 
Kid Company, Camden, N. J.; L. H. Simons, William 
Amer Company, Philadelphia, Pa.; W. R. Verner, Quaker 
City Morocco Company, Philadelphia, Pa.; J. W. Willis, 
New Castle Leather Company, Wilmington, Del.; A. L. 
Fitzpatrick, Burk Brothers, Inc., Philadelphia, Pa.; J. I. 
Ford, Wilmington Leather Company, Wilmington, Del. 


Fancy Leather 


G. B. Bernheim, R. Neumann & Co., Hoboken, N. J., 
Chairman; W. H. Barrett, Barrett & Co., Newark, N. J.; 
. C. Drueding, Drueding Bros. Company, Philadelphia, Pa.; 
Frankenberg, National Sponge & Chamois Co., New York, 


Y.; L. J. Robertson, L. F. Robertson & Sons, New York, 
x, : 


ZAP 


Glove Leather 
R. M. Evans, Richard H. Evans & Sons, Johnstown, N. Y., 
Chairman; J. W. Mendel, Gloversville Leather Mfg. Com- 
pany, Gloversville, N. Y.; A. R. White, Fear & White, 
Gloversville, N. Y.; M. S. Miller, Chicago Tanning Com- 
pany, Chicago, Ill.; A. H. Vogel, Pfister & Vogel Leather 
Co., Milwaukee, Wis. 


Upholstery Leather 


F. C. Fabel, American Oak Leather Company, Cincinnati, 
O., Chairman; H. N. Hill, Cleveland Tanning Company, 
Cleveland, O.; A. Rothschild, Stengel & Rothschild, Newark, 
N. J.; F. J. Radel, Radel Leather Mfg. Company, Newark, 
N. J.; R. S. Ward, General Leather Company, Newark, N. J. 


Sheep and Lamb 


E. L. Macdonald, L. B. Southwick Company, Peabody, 
Mass., Chairman; F. G. Allen, Winslow Brothers & Smith Co., 
Boston, Mass.; F. A. Chilton, Richard Young Co., Boston, 
Mass.; W. R. Fisher, A. C. Lawrence Leather Company, 
Boston, Mass.; W. J. Burns, Traugott Schmidt & Sons’ 
Detroit, Mich. 





and the advance made by sole leather. While hides 
have made a big drop in price, labor has not been 
reduced at all yet, and tanning materials but little. 

Compared with this situation in sole leather, you 
will note that raw calfskins advanced 405 per cent 
and finished calfskins 400 per cent. It is accordingly 
only natural that the drop in both the raw and finished 
product should have been very much greater than it 
has been in sole leather and sole leather hides, which 
did not advance anywhere nearly so much. 


A Normal Supply of Soles 


From the standpoint of statistics, the sole leather 
situation is very sound. It is true there is much more 
than the normal stock of finished sole leather in the 
hands of tanners. On the other hand, the shoe manu- 
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facturers have never had any less stocks of sole leather 
on hand than they have today, and what is more im- 
portant, the stocks of sole leather, if we include the 
leather in process and the hides in hands of tanners, 
with the finished leather in the hands of tanners, 
is just normal. 


A Question of Prices 


The shoe and leather industry began first to feel 
the effects of the readjustment because of the per- 
sistent propaganda in the newspapers about profit- 
eering in shoes and leather. That there has been 
profiteering among the retailers of shoes is evidenced 
by some cases which have been bared by the Depart- 
ment of Justice. That this profiteering is not ended 
is proved by my own personal experience; Mrs. Des- 
mond was asked $24.00 for a pair of shoes for 
herself, just three weeks ago, and $12.00 for a pair of 
shoes for a seven-year-old child from a retail shoe 
dealer. It seems to me that the National Association 
of Retailers owe it to themselves as well as to the in- 
dustry to put an end to this among their members who 
are guilty of these practices, which have been in large 
measure responsible for present conditions in the 
industry. ; 

The general situation is well summed up by a large 
Canadian sole leather tanner, in a letter to me in 
which he described conditions in the sole leather in- 
dustry in Canada: “It seems to me absolute rot to 
expect prices of leather to drop to a pre-war basis 
for a considerable time to come, unless the business 
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is to be done at an absolute loss. We will be prepared 
to expect to meet competition when we are obliged to. 
but I feel that tanners will decide that the most sane 
method is to unload judiciously and be content to work 
in hides no faster than they make sales, at the most. 
Any other policy would be suicidal.” 


Effects of a Buyer’s Market 


The same tanner also says that he can state with 
almost absolute certainty that the production of sole 
leather in Canada during the year 1919 was decidedly 
less than in 1912, 1913 and 1914. His own production 
in 1919 was less than one-half capacity, and he states 
that some tanners did very much less than this. 

I quote from an authority: 

“Price cuts in themselves have never stimulated 
purchases, especially when the market was so pro- 
nouncedly a buyer’s market. The main result of such 
price reductions has always been a further restriction 
in purchasing, due to the doubt in the buyer’s mind 
whether the bottom has yet been reached, and it has 
generally resulted in still further liquidation.” 

It seems to me business suicide to offer goods below 
replacement prices with the hope of doing volume. A 
banker tuld me last week of a large shoe jobber in New 
York who had gone to Boston with the full intention 
of making substantial purchases of shoes. He spent a 
week in Boston, and notwithstanding that he had 
orders for shoes, did not place his business, and de- 
cided to hold off with the hope of getting still lower 
prices. 


Some Benefits Thro’ Liquidation 


The Kid Industry Has Weathered Readjustment and Is First to Find a 
Rock Bottom Price Basis 


By C. WILSON McNEELY, Perkins & McNeely, Philadelphia, Before Tanners’ Council 


A lot can happen in six months. A lot has hap- 
pened. It is an unpleasant task to relate the story 
of the kid business since the last report at the Spring 
meeting of the council at Atlantic City. At that 
time I can remember there was an almost unanimous 
opinion of confidence in the export situation. Sterl- 
ing had risen above $4.00 to the pound and it was 
generally believed that it would remain at that 
figure or better. It must be borne in mind that the 
foreign demand for American glazed kid is the 
barometer by which we should base our trade condi- 
tions. Normally we import 99 per cent of our raw 
material and export 30 to 35 per cent of the finished 
product. Now, instead of our expectations being 
fulfilled, it will long remain in our memory what took 
place—inflation of prices reached the breaking point 


and a world-wide deflation set in which, up to the 


present, has not subsided. 


Ours was probably the first of the great industries 
to feel the effects of the downward trend, just as it 
was the first to benefit. A great many are bewailing 
the fact of the trying period that we are now passing 
without giving due consideration to what would have 
happened had the crisis not come when it did. It 
seems to me we should all thank our lucky stars that 
the Federal Reserve Board drew in its reins and 
halted the mad rush onward, or that the psychology 
of the public swung in the other direction by curbing 
their wild desire to purchase anything at any price, 
or whatever agency finally brought about the climax. 
What if prices had continued going up? Think of 
the quantities of raw material that would have been 
purchased at those almost unbelievably high figures. 
As it was, 1 believe no very large amounts were pur- 
chased at the highest quotations. Had the high 
quotations of the first six months continued through- 
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out this fateful year and then the ‘“‘back-to-normal” 
period set in, we would have experienced the greatest 
financial world panic of all times, which would have 
dealt such a terrific blow to stagger the strongest 
of us. We all knew that at some time we would have 
to face a “back-to-normal”’ readjustment and for 
that reason we were more or less prepared. Perhaps 
non’ of us conceived that it would come as suddenly 
or in as large proportions, but those who know 
something of human nature must realize that people 
will aot buy on a falling market. 

Tie glazed kid trade is weathering the storm in 
an «dmirable way and when the atmosphere is 
cleared, when public confidence is restored, when the 
public feel they can buy at a price based on a bottom 
of solid rock, you will then see glazed kid again come 
into its Own. 

Fcllowing the sharp decline in foreign exchanges 
during the Summer, exports to continental Europe 
and England have practically come to a standstill. 
Domestic business has been very indifferent, sales 
only being made at great sacrifices to tanners. There 
have been no market prices, a variance of quotations 
for some grades of 20 to 30 cents per foot has been 
frequent. Replacement values seem to have entered 
very little into the selling price. Confronted with 
this situation the glazed kid tanners have been loath 
to purchase raw stock,econsequently skins which had 
risen from four to seven times their pre-war prices 
have now receded to about double their normal 
prices, and in some cases even less than double. 


Some Prices Sub-Normal 


A condition exists which cannot continue very 
long, namely sales are being made on black and 
colored kid at prices under what the tanner can 
purchase raw stock and turn out based on today’s 
prices. There has been some talk going around 
that shoe manufacturers are expecting to purchase 
at pre-war prices. Let me point out the impossi- 
bility and undesirability of such a condition. Let us 
suppose goatskins go back tv pre-war prices, you 
must figure the greatly increased costs of manufac- 
ture which would prohibit 1914 prices. Not only 
labor but all materials used in manufacturing and 
doing business are still far above normal. Prosperity 
depends on’ well paid labor, and we should strive to 
promote and keep our employes as the best paid of 
any country in the world. If we insist on the best 
day’s work for the best day’s pay we will, by our 
efficiency and American genius, be able to compete 
successfully abroad as we did before the war, pro- 
vided discriminatory tariffs are not made against us. 
On today’s basis, if we figure our raw stock at double 
and manufacturing costs at over twice pre-war prices, 
our selling prices should be about twice 1914 figures, 
providing high-priced stocks in the hands of tanners 
are to be sacrificed at today’s level. It would, there- 
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fore, seem probable to dispose of stocks on hand 
at somewhat higher prices than twice pre-war figures, 
and when present-day raw stocks are ready for sale 
a price of twice 1914 figures would insure the manu- 
facturer only a fair profit. On this basis not more 


. than a $1.00 average would be added to a pair of 


shoes for the upper leather and for low cuts less. | 


The Stocks on Hand Record 


Naturally with the falling off of demand, curtail- 
ment of production has been a necessity. During 
1919 production for this country reached its highest 
peak of all times. It is estimated 23,000 to 25,000 
dozen skins were turned out per day while, at present, 
we could safely say 8,000 to 10,000 dozen per day 
are being manufactured, which is less than pre-war 
production. 

There are many who believe there is an over- 
production of kid leather and I take this occasion 
to quote statistics compiled by our government. 
The following figures give the supply of goatskins 
and calfskins in the United States for 12 years from 
1909 to 1920 inclusive. We will divide into two 
periods, six years before the war and six years during 
and since the war. Imports of goatskins only are 
considered because domestic supply is negligible. 
Imports and domestic supply of calfskins are ac- 
counted for. These classes of raw material comprise 
two-thirds of all the upper leather manufactured in 
the United States. Average yearly imports of goat- 
skins, 1909-1914, 46,660,000 skins; average yearly 
imports of goatskins, 1915-1920, 53,046,000 skins. 
This shows a surplus 6,386,000 skins per year for the 
last six years over the first six. Figured at 5 feet to 
the skin this shows a yearly gain of 31,990,000 square 
feet. 

Now the average yearly imports and domestic 
production of calfskins: 1909 to 1914, 20,993,000 
skins; 1915 to 1920, 13,098,000 skins, or a falling 
off of 7,895,000 skins per year. Figured at 10 feet to 
the skin this shows a yearly decrease of 78,950,000 
square feet. 

As I said before, two-thirds of the supply of 
leather entering into the manufacture of the light 
weight and dress shoe comes from these skins. In 
view of these statistics there can hardly be a large 
surplus of this leather today. Exports of leather 
have increased from a yearly average 1909-1914 of 
$37,646,000 to $106,598,000, 1915-1920, which is 
183 per cent. The one conclusion from these figures 
would seem to point out that the present falling off 
of business is not from an over-production of leather 
but from inflation of prices. Exports have been 
larger in the last six-year period than in the 
first, which makes the amount of decrease for 
domestic consumption even greater than the above 


figures. 
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A kangaroo case and windows arranged by E. C. Friedman of Hofheimer Bros. of Norfelk, Va., for ‘‘Nor- 

folk Week,” commencing August 30. This display was made at the Granby Street store. The firm of Hof- 

heimer Bros., one of the leading retail shoe firms of the South, has two exclusive shoe stores at Norfolk, one 
at Portsmouth and one at Richmond, Va. 





Speaker Before New York Association Says Price Changes Will Be 
in Cents, Not Dollars 


Merchants Advised to Place Spring Orders Now 


EMBERS of the Retail Shoe Dealers’ As- 
M sociation of New York were advised at 

the regular October meeting on Tuesday, 
the 19th, at the Bush Terminal Sales Building, to 
place from 30 to 35 per cent of their orders for Spring 
footwear with manufacturers now in order to start 
the wheels of the shoe industry turning again. The 
adviser was H. T. Vincent, of the firm of McElwain, 
Morse & Rogers, prominent shoe wholesalers. 

The chief reason that retail merchants are not pur- 
chasing shoes now, when normally much of the Spring 
business already would have been booked, lies in their 
lack of confidence in prices, explained Mr. Vincent. 
Of the many factors influencing business, this, in his 
opinion, is the only deterrent at present. He sketches 
the favorable factors as follows, election, easing of 
money rates, and indications that the present over- 
loaded retail stocks will be normal around January 1. 

“Generally speaking,”’ he said, “retail and wholesale 


business has been satisfactory, but the business booked 
by the manufacturer of shoes has been far from satis- 
factory. Manufacturers today are trying to book 
business on a basis of present - replacement costs of 
materials and labor. In some cases they are dis 
counting further drops. It appears certain that 
future prices quoted by manufacturers cannot 
fluctuate in dollars, but will be at the most readjusted 


in cents, dimes and quarters. This cannot affect retail & 


prices to any great extent, and in my opinion, manv- 
facturers’ prices are near stable and offer a safe basis 
upon which the retail can trade.” 

Members of the association voted to hold a banquet 
in January at which the most prominent shoe manu- 
facturers, tanners and others in the trade will !e in- 
vited to express their views of the situation for the 
benefit of the local dealers. 

John Slater, president of the association, appcinted 
practically the same committee as last year. 
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Unique Money-Back Guarantee Protects 
Customer Against Price-Drop 


Frank Werner, proprietor of the 
Wal'.-Over Shoe Store and the Wer- 
ner “hoe Den of San Francisco, has 
foun | a way to meet the widespread 
anticipation of a drop in prices. He 
had ‘eaflets prepared for distribution 
and also featured in his advertising 
the ‘ollowing statement: “Buy what- 
ever shoes you need now; I will re- 
fund any future reductions.” Notices 
in the Werner stores urge customers 
to scve their sales slips, as, should re- 
duct-ons im price come between now 
and January Ist, the customer can 
daini a refund, by bringing back his 
sales slip. 

Since the Frank Werner Company 
inaugurated their refund movement, 
several firms that deal in widely dif- 


FRANK WERNER 


Proprietor of Walk-Over Shoe Store 
and Werner Shoe Den in San 


Francisco 


ferent lines have agreed to sell such 
goods as automobiles, pianos, etc., 
under contract to give the purchaser 
the benefit of any rebate that may be 
announced by the house, between 
now and the first of the year. Speak- 
ing of the new departure, W. Russell 
Werner, local manager of the Frank 
Werner Company, said: 

“Even on the first day, the an- 
nouncement brought in 18 to 20 
customers who stated that they had 
been holding back from purchasing 
because they were convinced that 
prices would drop. We find that the 
effect, in general, has been to stabilize 
our retail shoe business and to give 
the public confidence that they are 
losing nothing by buying now.” 














Officers Elected By Milwaukee Merchants 


Milwaukee, Wis., Oct. 18—The annual meeting of 
the Milwaukee Retail Shoe Dealers’ Association was 
held Thursday evening, October 7, in the Association 
of Commerce rooms in the Athletic Club building. The 
election of officers was one of the main pieces of busi- 


the work which the officers have been doing, it was de- 
cided to re-elect each of them. Further reports con- 
cerning arrangements for the big meeting early next 
year were presented to the association, one of the 
most interesting being that of Barney Coens, who is 


ness before the meeting, and it resulted in a re-elec- 


A. B. CASPARI 


President of Milwaukee Retail Shoe 
Dealers’ Association 


tion of all mem- 
bers of the board, 
as follows: Presi- 
dent, A. B. Cas- 
pari, of Caspari & 
Virmond Co.; vice- 
president, O. A. 
Hensel; second 
vice-president Har- 
ry Lucas; treasurer, 
Jos. A. Schumach- 
er; secretary, W. 
Wuerl. 

These men have 
been in charge of 
all arrangements 
for the annual N. 
S. R. A. convention 
which will be held 
next January in 
Milwaukee, and in 
order to complete 


chairman of_ the 
entertainment 
committee. 
Further informa- 
tion concerning the 
objects of the re- 
cently. organized 
Wisconsin Federa- 
tion of Retailers 
was imparted by 
Oscar H. Morris, 
its executive sec- 
retary, who also 
is secretary of 
the state associa- 
tion of dry goods 
merchants and a 
candidate for mem- 
ber of the State 
Senate from one 
of the Milwaukee 


districts. 
’ 


JOSEPH A. SCHUMACHER ° 
Treasurer of Milwaukee Retail Shoe 


Dealers’ Association 
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THE CANVAS FOOTWEAR OUTLOOK FOR 
SUMMER, 1921 
(Concluded from page 55) 

Two rubber concerns are making Goodyear rubber 
sole turn shoes. Aside from the process above noted, 
they are made the same as any turn shoes, and are 
really no different except for the bottoming material. 
They may be defined as a moulded sole proposition. 
The sole is completely vulcanized before it is at- 
tached. 

This turn process is well adapted to tennis shoes 
and to the better grades of canvas footwear. And at 


Regular Old-Time Tennis Shoe 
Less Parts and Less Operations 


Oct. 23, 192 


this point, it might be well to emphasize the excg). 
lence of the present tennis product. Ther 
is absolutely no comparison between the tennis shoe 
of a couple of years ago and the tennis shoe of | rday, 
In the beginning, people bought the tennis sho 
because it was cheaper than the leather shoe. As the 
better tennis shoe made its appearance, the de:nand 
has grown, and today its popularity is not influ:nced 
by price, but by the fact of its merit. As a play shoe 
for children, rubber men say, ‘“‘there is noi hing 
superior for practicability and serviceability and 
economy.” ; 


Not Competing With Leather Shoes 


Statements have appeared in newspapers and 
business papers to the effect that canvas shoe: are 
being made to compete with or to supersede le.ther 
shoes. This is not so. The rubber footwear nianv- 
facturers have been supplying their particular trade 
with from approximately 40,000,000 to 50,000,000 
pairs of canvas shoes yearly. These have been 
absorbed by the public without interfering in the |east 
with the consumption of leather shoes. Now this same 
market will absorb these same 40,000,000 to 50,000,000 
pairs of canvas shoes, but made along superior lines. 

From a service standpoint, the shoes are superior 
to the old type. They have more character, more 
style, and greater wearing qualities. With the intro- 
duction of machinery, these qualities will surely be 
enhanced. In lasting a shoe by hand, extreme care 
must be taken in bringing the canvas to the wood, 
whereas with machinery the canvas is more easily 
pulled to the different shaped lasts and in a more 
uniform manner. 


McKay Lasted Vulcanized Shoe 

A large number of McKay lasted vulcanized shoes 
are being made, and in the same manner as is the 
regular canvas McKay up to the point of laying on the 
sole. At this point, instead of attaching by thread, 
as in the straight McKay process, the sole is vul- 
canized. Otherwise the process is the same as in the 
McKay shoes. 

At the present time, two rubber companies are 
making the two, four and six buckle cashmerette 
gaiters by machinery. These companies feel that 
these gaiters are not only a success from the standard 
of increased production, but that they possess wear- 
ing qualities superior to those of the hand-made gaiter. 





Less Shoe Repairing 


Boston, October 19—The shoe repairing business is 
quieter than it has been. One big shop states that 
it is doing only about 70 per cent of its regular vo!ume 
at this season of the year. The good weather and 
a general tendency on the part of the public to «ease 
spending, except in cases of dire necessity, ai» Te 
sponsible, according to a repair expert. 
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Above—Cobblers 
at work inj the 
streets of Constan- 
tinople. 

Center—A movie 
man’s idea of a real 
American cobbler. 


Below —A_ cob- 
bler’s shop in Ues- 
kub, Macedonia. 
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Cobblers the 





World Over 





Above—In Stock- 
holm, Sweden, the 
cobblers send small 
boys to collect boots 
to be repaired. 

Below—A Japan- 
ese cobbler in, the 
streets of Tokio. 
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OHIO FAIR PRICE 


Table of minimum Shoe Cost Prices for Known" Mark-up” percentages 
RE’TAIL PRICES 
% || 5¢ 75$| 1.20} 1 82/200) Q 4 720 % 
35 25/295 97 5/1 $0 | 162% ] 95 |960)3 25/3 90/455 /520 |6 50) 780/645 |9 25/10401170]/ 35 
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see other 


This Chart is issued gratis by 
(Copies cheerfully furnished.) 


THE OHIO VALLEY RETAIL SHOE DEALERS ASSOCIATION 


Are you supporting this Association by your HENRY F. HAGEMANN, Secretary, 
membership in its activities for your benefit? 408 Johnston Bidg., 
If not, let us have your application now. Cincinnati, Ohio. 














Helpful Price Chart Is Issued in Ohio 


Gives Minimum Prices Which Can Be Paid for Shoes Falling in 


Various “Mark-Up’’ Classifications 


DISREGARD USUAL CASH DISCOUNTS. It 


Ohio Valley Retail Shoe Dealers’ Association, 

has issued the above chart giving the mini- 
mum shoe cost prices for known “Mark-up” per- 
centages. This chart becomes especially useful to the 
retail merchants of Ohio, since the percentage of 
profit they are allowed is controlled by the Ohio 
Fair Price Cormission. 

On the reverse side of the chart, Mr. Hagemann 
gives the Ohio Fair Price List as of August 5, 1920. 
This list stipulates the amount of percentage allowed 
on shoes of various prices. It reads as follows: 

This chart affords a quick and accurate aid in esti- 
mating the least that can be paid for any article to 
retail at a stipulated price and not exceed the Ohio 
fair price percentage limitations. 


| J (orio F. HAGEMANN, secretary of the 


Ohio Fair Price List — August 5, 1920 
Fabric shoes, up to and including $7 sellers, 3814 per cent. 
Men’s and women’s shoes, up to and including $12 sellers, 
40 per cent. 
Boys’ shoes, up to and including $6 sellers, 37 per cent. 
Youths’ and little gents’ shoes, 9 to 2, up to and including 


$4 sellers, 37 per cent. 
Infants’ shoes, 0 to 5, up to and incliding $2 sellers, 35 per 


cent. 
Child’s shoes, 5. to 8, up to and including $3 sellers, 35 per 


cent. 
Child’s shoes, 814 to 11, up to and including $4 sellers, 37 


per cent. 
Misses’ shoes, 1114 to 2, up to and including $5 sellers, 38 1-3 


per cent. 
Big girls’ shoes, 214 to 7, up to and including $8 sellers, 38 1-3 


or cent. 
All shoes over 12, 45 per cent. 


is not allowable, however, to increase a discount for 
the sake of a higher bill price. 

FOR UNLISTED RETAIL PRICES add two or 
more retails, also costs together; thus, if you wish to 
sell.a pair of shoes for $2.25, the cost on the 35 per 
cent basis is estimated by adding $1.30 and 164 
cents together; total cost $1.4614, as per costs under 
retails of 25 cents and $2.00 on chart. 

AVERAGING COSTS. Means if you have a 
staple style of shoe in stock which you have sized up 
frequently at different costs, and have 30 pairs on 
hand now, which cost as follows: five pairs costing 
$3.00; seven pairs costing $4.50; six pairs costing $6.00, 
and 12 pairs costing $7.50, making in all 30 pairs 
costing $172.50, giving an average cost of $5.75 per 
pair, your mark-up should be based on this average 
cost. 





Laces for Blind Eyelet Boots 


Most boots, and a good many low cuts, too, have 
blind eyelets. So it has become necessary for the 
lace makers to tip their laces especially for blind eye- 
lets. The tips are small, so they will slip with ease 
through the blind eyelets, and above all things they 
should have no shoulder, nor rough edge, to catch in 
the eyelet when unlacing the shoe, for that will pull 
off the tip. 
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Cleanliness---- Knowledge----Truth----Service 


Four Greatest Assets of the Retail Shoe Salesman, Says Speaker at Meeting 
of Walk-Over Boosters’ Club in Chicago 


bad—are assets or liabilities—according to the 

spirit that dominates them. A successful store 
isnecessarily a “co-operated” organization. The sales- 
force mnust have the interest of the store as well as 
their own interests at heart. The proprietors must 
have the interests of the employe as well as the 
store’s interests constantly in mind. Mutual good 
will must prevail and a mutual goal should be kept in 


sight. 


Ree- salesmen’s organizations are good or 


not another retail shoe sales organization of the same 
size that is on the whole any better than ours. It is 
an asset of great worth. Each of you have individual 
assets, you cannot increase the stores’ assets unless 
your own are increased. 


And the Greatest of These Is Service 


“Some of the greatest assets which a salesperson 
can possess are cleanliness, knowledge, truth and 
service— 

“Cleanliness in mind and 





This spirit of mutual in- 
terest and helpfulness is the 
bed rock on which the Walk- 
Over Boosters’ Club of Chi- 
cago has been builded. The 
organization is composed of 
theemployes of the three 
Walk-Over stores of Chicago 
and the store at Elgin, 
Illinois. 


Monthly Meetings Held 


Monthly meetings are held 
at which are discussed ways 
and means of bettering store 
service and increasing the 
efliciency of salespeople and 
managers and of getting 
more business done right. 

The store managers at- 
tend the meetings, but the 





Natural Tan Oxford 





Simplicity and elegance—the only ornamenta- 

tion is a single line of perforations over the cap 

line. A man’s shoe selected from line of 
Helmers, Bettmann & Co., Cincinnati 


body— 

“Knowledge of the goods 
we sell— 

“Truth, that we do not 
misrepresent the goods or 
the store— 

“Service. which is the most 
important of all, for no mat- 
ter how much we know 
about the goods or how 
much we believe in their 
worth, they will remain un- 
sold unless they are pre- 
sented with willingness, 
courtesy and smiles. 

“In my opinion the great- 
est liability which a sales- 
person may have is indiffer- 
ence. The best way to 
demonstrate to a prospec- 








program is entirely in the 
hands of the employes. 
The organization has proven itself to be of the right 
kind and is a real asset to the store. 

Once a year the management gives a dinner and 
dance for the employes. The 1920 affair was held 
October 16 at the Morrison Hotel. C. L. Baumar, 
manager of the Dearborn Street store, acted as 
toastmaster. Several of the salespeople took part 
in the program, demonstrating very clearly that they 
had talent in other directions besides selling shoes. 


Address by C. H. Fliessbach 


The principal address was made by Mr. C. H. Fliess- 
bach, general manager of the group of stores, who 


chose for his subject, ‘Assets and Liabilities.” Some 
of the high points of his address can well be con- 
sidered by every merchant and salesman. 

“The greatest asset or liability of any store is its 
salesforce,”’ declared the speaker. I believe there is 


tive customer that you are 
indifferent is to approach 
him slowly with a frown on your face and both hands 
in your pockets. 

“Conditions are different, in many ways the re- 
verse, of what they were a year ago. At that time the 
public was anxious to buy merchandise, because 
prices were on the up grade. It was a seller’s market, 
and people would put up with treatment for which 
they will not stand today. We are facing a buyer’s 
market. The buying public has suddenly been 
crowned king, and we as salespeople must listen and 
heed the dictates of the buying public. There may 
not be as great need for a multitude of salespeople as 
existed a year ago, but there is a greater need than 
ever before for thoroughly trained, intellectual and 
efficient salespeople. The salesperson possessed of 
the greatest number of personal assets will prove the 
greatest asset to his employer and will be in a better 
position to pile up material assets for himself.” 
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Tries “Dollar-a-Pair-Profit” Scheme to Increase 


Shoe Sales 


Utica, N. Y., Oct. 18. 
ACOB BALL, the local shoe repairer who retails 
J shoes as a side line (which puts him in a class by 
himself), has made an announcement that has 
started some of his competitors thinking. 

Mr. Ball’s new shoe merchandising policy is shoes at 
one dollar per pair profit. Declaring that the new 
policy is not a sale, but an idea which will be carried 
on in his store the year round, Mr. Ball explains his 
project to the public in a very attractive and novel 
advertisement. 

“Shoes at a $1.00 per pair profit,” screeches the 
top line of the ad, which 


legitimate one, by the way, for a still smaller one. ith 
the idea that it will enable us to ‘turn over’ our s!ock 
a greater number of times, or, in other words, to do a 
much larger volume of business. 

“What does this mean to you? It means that yoy 
can buy your shoes from us cheaper, much ches per, 
than you can buy shoes of equal quality from any 
store in Central New York, no store excepted. ur 
prices have always been lower, considerably lo yer. 
than our competitors. From. this date for. 
ward, they will be still lower, and you can. if 
you will, reap the benefit. 


Quality Talk Alw ays 





goes on to explain the 


Good 


whys and wherefores. : ; 
In a Class by Himself “Que high standard of 


**Get It Right” 


we are wandering far just the same. 
away from the beaten 





‘ Jacob Ball of Utica, N.Y., is a shoe repairman 
“Just read that again who sells shoes as a side issue, instead of being 
—carefully!” it contin- a shoe merchant who repairs shoes as a side 
ues, “Get it right! The issue. This, as our Utica correspondent points 
finest shoes made for men out, puts him in a class by himself. And that 
and boys at $1.00 per he intends to stay in that class is evidenced by 
pair profit. Briefly, that his merchandising policy, shoes at one dollar 
is the new merchandising per pair profit. We publish the text of his ad- 
policy of the Ball Shoe vertisement, not because of the apparent origi- 
Store. ’ nality of his merchandising policy, because we do 
In as oS not believe it is new, but wholly, solely and en- 
new policy, we are not tirely because he has constructed a piece of copy 
unmindful of _the fact which rings true from beginning to end. He 
that we are doing some- doesn’t explain what he means by “one dollar a 
thing very unusual; that pair profit” but it sounds good to the consume: 


shoe quality will not be 
lowered. Never. We 
will continue to buy as 
carefully, as cautiously 
as ever. We will con- 
tinue to sell workman- 
ship, perfect to fit. We 
will have at all times a 
complete stock, consist- 
ing of models to meet 
the requireménts of every 
man and young man. 
“The store that sells 
shoes at $1.00 per pair 
profit solicits your patron- 
age. We urge you to 
visit our store. We urge 








path and taking chances, 
perhaps, that others 
would not venture to take. But we have absolute 
faith in our new plan; we are wholly confident that 
it will prove successful for the sole reason that it will 
prove of genuine benefit to you—the public! 


Getting Public Sympathy 


“‘We believe that the patience of the public, in re- 
gard to high prices, has about reached the breaking 
point. We believe that it is high time that every manu- 
facturer, wholesaler, jobber and retailer should do 
their utmost to bring prices, in so far as is possible, 
back to a reasonable, normal, before-the-war level. 
We are ready to do our share, willingly, as is clearly 
evidenced -by the inauguration of our new selling 
policy. We are going to sell shoes at $1.00 per pair 
profit! In doing this, we are simply sacrificing our 
usual percentage of profit, a fair, reasonable and 


you to compare our shoes 
and our prices with those 
of any other store. We know of no better way of 
convincing you that this store should be your store.” 

The prices advertised by Mr. Ball range from $6.00 
to $10.00 on men’s shoes. 


Make the Customer Think 


“No one remembers what he sees, or what he hears 
or what he reads. He remembers only what he thinks.” 

That’s an important point in salesmanship. _ Frank- 
ly, the quotation came from a primer for political 
speakers. But it applies equally well to store mer- 
chandising methods. 

So the window display, the advertising ani the 
salesmen’s arguments should be of a sort tha! will 
make people think. To make people think is 2n art. 
Luckily, it can be acquired by practice. Its basis is 
this, ‘‘An ounce of fact is worth a pound of argument.” 
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The better the fit the better the wear. 
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Shoe Fitting 


*““Recorder’’ Lesson No. 19 






and profit then become a pleasurable 


acknowledgment of service. 


in 1920 


Price 


69 

























New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “‘first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “the first 
duty of the retail shoe sal. fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 



























THE INSTEP CORDS—NO. 19 


N Lesson 19 the illustration indicates two of the 
| points on the foot most liable to injury by folds 
and bunches in the linings. Sometimes these 
folds are formed in a shoe that is too deep for the 
thin foot that is fitted to it. The result is, especially 
if the leather is heavy, that at each bend of the foot, 
the upper creases deeply into the foot, causing painful 
blisters. 

Fit an innersole in the shoe, one extending from 
the heel to just in front of the ball. Have the for- 
ward end skived down to a feather edge. This will 
take up the extra depth and have a tendency to do 
away with the cutting of the folds of the leather. 


Careless Sewing Causes Trouble 


Take a lace boot. Often where the tongue is 
sewed into the vamp there will be a bunch caused by 
carelessness. If you ever get a case like this, open 
the vamp seam, take the tongue out and 
skive away the extra thickness, after which stitch 


The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met with Every Form of Foot Trouble 


the tongue in again and you will have no further 


trouble. 


Folds in the leather may be treated by shrinking. 
Wet the shoe inside, then wet the stretcher, rubbing 
it over with soap. Pull the lining smooth, then put 


in your stretcher, taking care that there are 
wrinkles in the lining. 


Tie the lacings tight at the second hole before 
you screw the stretcher up. This will take away the 


strain at the throat of the vamp. 


Don’t Stretch the Shoe 


Be careful that you do not stretch the shoe all out 
of shape, and that you do not strain the stitches. 
Let it remain till dry and the wrinkle will dis- 


appear. 


Observation teaches us that humps and folds are 
more often found in comfort shoes, especially in the 
low-priced grade. But we are glad to note that even 
this type of footwear has improved greatly in the 


past few years. 
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Children’s Shoe Department in Store of J. N. Adams & Co., Buffalo 


Buffalo Store Uses Fitting Platform in 


Children’s 


N the third floor of J. N. Adam & Co.’s store, 
QO Buffalo, there is an attractive children’s shoe 

department, which draws a heavy patronage. 
S. S. Intrater is the buyer. A picture of the depart- 
ment appears herewith. The furnishings appeal to 
both the mothers and the little ones. 

One feature is a platform on which are a number 
of chairs occupied by the youngsters while they are 
being fitted. The chairs are fastened to the plat- 
form and to avoid further accidents a chain is fastened 
at the arms of each chair so the children cannot 
tumble out. The chairs are usually filled with little 
customers and more are ready to take their places. 

Another feature is a table on which are books and 
playthings. Here the youngsters amuse themselves 
while their mothers are shopping in some other part 
of the store. Saleswomen who like and understand 
the young customers are in attendance and are 
ready to give them every attention. There are four 
expert shoe fitters in this department. Medium and 
the better grade of footwear is handled. The com- 
pany’s own labels appear on the boxes. According 


Department 


to Mr. Intrater, mothers are more particular about 
their children’s shoes than about their own. 


The Red Goose Flew 


Second Annual Airplane Trip over Long Beach 
Store—5,000 Feathers Dropped 


Long Beach, Calif.—C. M. Dobyns, Manager of 
the Triangle Shoe Company, 8th Street and Pine 
Avenue, “pulled off” a clever bit of publicity recently 
in the form of an airplane flight, during which 5,000 
red goose feathers were dropped over his store. The 
boys and girls of the city were invited through news- 
paper advertisements to be present at the home of The 
Triangle Shoe Company, Inc., on Friday afternoon, 
September 17, at four o’clock, when Aviator Earl S. 
Daugherty, accompanied by Mr. Dobyns, would 
circle over the store of the latter. 

To the boy under 16 bringing in the most red goose 
feathers, a pair of shoes was given. Robert Swartz, 
who gathered 369 feathers, and Francis Jones, with 86 
feathers, were the prize winners. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CoO. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


a SHOE CO 


Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 

Dependable Shoes for Women. 

FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose S' 


JAMES CLARK LEATHER CoO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
ie he °? Distributors of Mudge Old 
Ladies oes. 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN .BROS. SHOE Co. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
Masterbilt, Super-Tred and Billiken 
Snves. 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—*‘Pedigo Style” 
PETERS SHOE CO. ~: tas - 


Peters ** Shoes 
Diamond Jewel, Weath- 


ROBERTS, F oc wong) & RAND SHOE co, 
Smog Society and “‘Tess and Ted 
oes. 


ee gee ¢ co. Chet’, 
‘o1 irls’ 
Saenthipeeiiins tagen 


TOBER-SAIFER SHOE CoO. 
Novelty Boots and Oxfords. 

WIZART? LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances, 


DAVID P. WOHL SHOE CoO. 
Novelty Shoes for Women, 


Boys’ and 





I ei ni 
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FE’ Lb. Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 





















“Some” Boots 


REAL KID 
ARISTOCRATIC AND NEW 










No. 1837—Vici Flexible McKay........... 


No. 1835—Vici Kid Flexible McKay....... 7.50 
A to D on the Floor 


No. 1839—Blue Kid, Plain Top............ 9.00 
A to D on the Floor 


F. L. Doerr Shoe Co. 


DEPENDABLE FOOTWEAR 
SAINT LOUIS, MO. 















Style 1837 
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Dorlds Shoe Market 
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Footwear 
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STAAPED ON THE SOLE OF EVERY 


CENUINE Billiken. SHOE. "3 AME Ly 


ATHER 
THE ALL LEAT 
































“Live Wires” 


REAL KID 
NEW AND CHARMING 





No. 1838—Vici Flexible McKay........... 


No. 1836—Brown Kid Flexible McKay..... 7.50 
A to D on the Floor 


No. 1840—Blue Kid, Plain Top............ 


Covered Full Louis Heel 
A to C on the Floor 


F. L. Doerr Shoe Co. 


DEPENDABLE FOOTWEAR 
SAINT LOUIS, MO. 









Style .1838 
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A GOLDEN HARVEST 


Not only solid Comfort, but unusual Dura- 
bility and correct Style characterize the 


LUNDIN SHOE 
The trade built on these fine Men’s Dress 
Welts brings the Shoe Merchant a golden 
harvest every season. 


LUND-MAULDIN Ca, 
MANUFACTURERS 


**The LUNDIN Shoe Is 
right all through” 


SAINT LOUIS, 
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Zz Seasonable Shoes in Stock ; 


At Prices Meriting Your Consideration 











AUDUAVHAAAUVUANUDNATNANLAAYO MALIN 








Both Styles Good- 
year Welt. 14-8 Mil- 
itary Heel. AA-C 
Widths. 


No. 5759—Mahogany Oxford... ‘$6.00 No. 5761—Light Tan Oxford... $6.50 


Both Styles Imita- 
tion Turn, 14-8 Cu- 
ban Heel. A-D 
Widths. 





No. 4863—Brown Novilla Kid.. $6.50 No. 4762—Black Glazed Cab.. $6.00 


We have many other attractive Fall Styles 


Write for our “In Stock” Catalog — Just off the Press 


James Clark Conpany 


SHOES , LEATHER- ‘aa 
Sain # eOuck . Us Se. 
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Pixs 


Are Always 
In Style 


The Laws of Nature 
Never Go Out of Style 


Billikens are built along the lines of nature, but wih 
a touch that makes them nifty, stylish and artistic. 
In Billikens we combine the genius of the artistic with the laws of 
common sense, and in this manner produce a perpetual style, p:r- 
fect and lifelike. 


If you would buy shoes that are always in style buy the Nature 
Shaped Billiken—The National Shoe for Children. 


Amr 


i, 
MO 


Penance eee name deme oe 


ee ee 


Made only by 


M‘ElroySloan 


ST.LOUIS onee Compeny MISSOURI 


SRE SSH” 2 eee 
SENSE 


Ue, A 


GAIPALGIIT 





ll-Inch Boot 


will be in big demand soon— 
order now and have them 
ahead of the other fellow. 
3605—New Overlap Pattern 
Black 1l-inch Boot —18-8 
Leather Louis Heel—Imita- 
tion Turn Sole. A, B, C and 
D widths—2% to 9....$7.75 

















3608—Exactly same as 
above in Brown Kid. A, 
B, C and D widths— 
2% to 9 


ulde Newbery 
Comforts 


od SS 9S 


Increase your sales—feature ‘‘Aulde Newberry 
Comfort” Shoes. 


Our In-stock dept. will supply you—as your 
wants demand. ™ 
Vici Kid Boot, Plain Toe or Tip, sizes 4-8, 5-9, 
Eand EE, Price - - <- =< $4.00 








Style 3605 


$7.75 Sold in 24 pair case lots only. 


FERN«¥ POOR CO. Inc. 
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Novelty Footwear In Stock 


ii ceTiailer Shoe rm 


\ 1312 Washington Avenue St Louis, Mo. 
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Increase Your Fall FOOT COMFORTS 


Business by Showing 
(DOUBLE EIDERDOWN SLIPPERS) 







In Stock Now 





36—Gray Ripple Wool, with White Put i as 
Eiderdown Lining and Collar. gg ede nye ec eosiaaa 






38—Gray Ripple Wool, with Red 
Eiderdown Lining and Collar. 


40—Red Ripple Wool, with White 
Eiderdown Lining and Collar. B&P 















42—Pink Ripple Wool, with White 
Eiderdown Lining and Collar. 






44—Blue Ripple Wool, with White 
Eiderdown Lining and Collar. 





| 48—-Gray Ripple Wool, with Pink 
Eid-‘rdown Lining and Collar. 





e : . 7 . 100 —Plain Double Eiderdown in 
a Gray Ripple Wool, with Blue  yen’s sizes, 6-12, per doz. $9.50 Gray, Pink, Blue or Red. 

Eiderdown Lining and Collar. re 8.75 Men’s, $8.25. Women’s, $7.75. 

: Misses’, $7.25. Children’s, $6.50. 








Women’s sizes, 3-7 ** 














60——Gra Ripple Wool, with Gray Misses’ sizes, 11-2 “ * 8.25 
| Eid Pern ine pie Collar. ve Children’s “* 3-10% ‘* 7.50 RUBBER BOOT SOCKS 
cates. = ie =. Per Dozen 
00 \—Specially Kni Khaki C orway. eee 
en ins TERMS 2% 10 DAYS Seneca....---...+---. 285 “ 
F. O. B. Oswego, N. Y. ONWONG - once ssc ccsss Ge 
Y | Standard Shoe Sizes 
I ’ 
| The B. & P. FOOTWEAR CO., Inc. 
| a 
) Factory No. 1, Dept. 3 OSWEGO, ~. ¥. et» 
= k a “Just the thing for Bed, Boudoir and Lounging Slippers’’ 
Winter storms will soon be here, they will 
mean a call for good, sturdy, style footwear. 
( The Style Illustrated Is One Example 


Our new catalogue just off the press shows 
many others—-shall we send you a copy? 










8.00 
Fine Brown Kid Field Mouse 
Top, 3 Foxed, 9-inch Lace, 










NMayedv a dl! pe EL a Pe 


— BLEECKER'S g 























Zee THE LIV IVE E HQUS 5 14-8 Military Heel. Widtt 
a wip WIRE > C, D. ll ary ee 1dths 
LTI 'APLE 
‘NOVELTIES & STAPL . 5008—Same in 11-in. Height, 
148 150 Duane Sracer 17-8 ee Louis Heel. 
8.50 


NEW YORK, NY. 
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THE MENZIES SHOE CO., Milwaukee, Wis. 
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enz ‘Ease’ Testimonial Adverts 


lan in M n” 
we, ) y down 


These merchants realized that ig returns ‘to 
here was a plan adm ably th the past---is doing 
adapted to any size of ill do it for you 


plan that would sell shoes. f 

The booklet illustrated “How 
Itis based on the old testimonial Van Alstine Sells Work Shoes” 
plan and the idea that a satisfied tells the whole story. Write for 
customer 1s the best man to rec-__it---it’s free and no salesman 
ommend a pair cf Menz “Ease” —_ will call on you unless you re- 
shoes. quest him. 





The Menz “Ease” men are out with the new 





season’s line of work and semi-dress shoes 








This season the Menz “Ease” line consists of the old standby 
quality work shoes, sweetened by the addition of Semi-Dress shoes 


at an interesting price. 


The Menz “Ease” man will call if you say so --- a postal will do. 


THE MENZIES SHOE CO., Milwaukee, Wis. 
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POPULAR PRICED SATINS 
IN STOCK 


“Popular” means “‘acceptable or pleasing to people in 
general.” That is why we say Hartman SATI NS are 
popular. Their exceptional value makes them so. 


For afternoon and evening wear 


SATINS Order by Stock No. B-800 
are on the high wave of popularity. Glossy Black Satin Turn Pump: 
No. 117 last, 16-8 4% LXV heei, 
To meet the demand, we are making them now in large aluminum plate, B, C, and ID 
quantities. All clean, fresh goods, and you can draw, as_ widths. Same style in White 


needed, from our In Stock Department. Satin. Sold in 36 pair lots only. 
BIDS vind ncnuurteoeetdeblactchutes $3.00 





Anticipate your wants and wire your orders today. 
SPECIAL 


A limited quantity of same style 
HARTMAN SHOE COMPANY | ‘ses! sc 
Pumps. A, Band C. In Stock ata 


HAVERHILL : : : MASS. special price of $2.00 per pair. 





























2 x GRIFFIN] | 
2 ois Sa ee 
ba SHOE CREAT pe ¥ ‘Towne 


GRIFFIN ay 

GRIFFIN “In-Er-Tube”’ 

Fusvatedgg RAPID’ Brack 
hee BLACK SHOE 


i Tana 














~ GRIFFIN LOTION 


CREAM 
A quick dye that dyes to CREAM In white, black, light tan, 
Havana brown, dark brown, 


a jet black any color Polishes easy, requires no light gray and dark gray. 


leather. Leaves no dis- liquid, keeps indefinitely, a ae eae —, 


agreeable — : : “ size, remains soft to the last. no injurious acids. It is to 
per gross, .30, per the leather what cold cream 
Per gross, $15.00 is to the skin. : 


9 
dos. $2.00. Per doz., $1.30 3 oz. Size, $21.00 per Gross, 
$1.80 per Doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - . NEW YORK, U.S. A. 
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BUY FROM THE NAVY— | 


Prepare Now for Cold Weather— 
THE NAVY OFFERS 


79,000 Pairs of Arctics 


Look at the Price Look at the Goods ' 
You Will Buy 


These Arctics are all of standard manufacture — guaranteed to be in good 
condition. A full line of sizes from 6 to 12. Price, F.O.B. point of loca- 
tion — subject to prior sale and to price change without notice. 











Terms: 10% with order (checks must be certified) remainder when shipped 


Minimum Order Accepted Is $250.00 








6 BUCKLE ARCTICS 





This merchandise can be quickly turned into profit at these prices. 
QUICK ACTION IS ADVISED. 

Table of discounts for quantity prices made at one time on this 

commodity is published herewith. Price for sample Arctics is $2.50 

per pair and postage. Special Price 


75,000 Pairs All Rubber Arctics $ 
6 buckle—lined with heavy wool in front and back—sizes from 6 to 12. 
Pr. 





TABLE OF DISCOUNTS Send orders to SENIOR MEMBER, 
Board of Survey, Appraisal and Sale 
For Quantity Purchases At Any of Following Addresses 


‘ N Yard, Boston, Mass. 
$2,000.00 and over— 2 per cent discount eee Yard Philadelphia, Pa. 


- ~ , N Yard, Charleston, S. C. 
$5,000.00 and over— 5 per cent discount Neer Yard. Mare Island, Calif. 


. d, Puget Sound, Wash. 
$10,000.00 and over—10 per cent discount Nay? ae Wablesien. D. C. 


. hird Naval District, Fleet Supply Base, South 
$25,000.00 and over—15 per cent discount a ae ""ioshivn Tt. Y. eae bce , 


“ Naval Training Station, Great Lakes, IIl. 
$50,000.00 and over—20 per cent discount — Newey ard, Norfolk, Va.” t 








BUY FROM THE NAVY— 





a 


—== 





Buyers’ Easy Reference Directory 


No. 7177 
IN STOCK 
Black Kid, 8 inch Polish, 


Cuban Heel, Flexible 
Goodyear Welt, B to E. 


$6.00 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. No. 7177 


"hose totally different {a 








A SE me 














ALL LEATHER 
WELTS 


Y, TRACY. CREA nm 


WELTS 
THE ENTHUSIASM 


ALIFETIME OF 
EM AND ENERGY OF 
A YOUNG FIRM 


SHOEMAKING 
EXPERIENCE 





HARNEY, TRACY, CREHAN CO. 
FACTORY ° 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 





R. A. CHENOWETH & CO, 


147 Lincoln Street, Boston, Ma:;. 
Migrs. of TOP GRADE TURNS 


A 
Winning Styl 





Blind Eyelet 
‘ Shoe Laces 


. They pay the dealer a liberal profit and 
also earn for him the good will of his 
customers. 


Ask your jobber. Write us for samples. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


St. Marys 


332 Summer St., 








SHOE FINDINGS THAT ARE PROFITABLE! 


“* SILVERITE ”’ 


Wool Soles — Bound and Cord Edge 
HEEL Cushions, Insoles—HEEL Linings 


Write for Catalogue and Price List 
L. G. & S.. S. CO., Mfgrs., 81 High St., Boston, Mass. 








Trade-marks in Foreign 
Countries 

















Oct 
wll 


He: 
pric 
Pies 
sto 
eas’ 
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MEET THE DEMAND 
OF THE PUBLIC 


FOR HIGH GRADE SHOES 
AT POPULAR PRICES 


Herz they are—good quality shoes at present-day 
prices—just what your customers want. 


Pie’ Piper Shoes have proved their merit in every 
store that is handling them. Fine merchandise and 
eas) salability. 


$4.00 


Misses’ 
No. 954—Mahogany lace boot, 
modified English last, oak bend 
outsole, rubber heel. Sizes 1244 
to 2. Widths C, D, E 
STOCK. Price. 


Also made with "Neolin goles. 


Women’s 


No. 951—Same as above. Sizes 
2% to 7 IN STOCK. Price, -{ 
$5.00 


Also made with Neolin soles. 


$ 55 | } Immediate 
Delivery 


not to rip, real nature shape last. Sizes 514 to ae Comparison will prove that you can’t equal 


No. 413—Mahogany lace, best oak bend soles, no 
tacks or nails, perfectly smooth inside, guaranteed 


C, D and E widths IN STOCK. Price : : 
Sines 814 to 12. Price these quality shoes at the prices we quote. 


No. 403—Gun Metal, lace, same prices as above. Therefore, place your order now. 


Manufactured Exclusively by 


Maathon Shoe Co; 


WAUSAU, WISCONSIN 
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MEN’S BETTER GRADE HOUSE SLIPPERS 


INI Ss ToOockK 
FOR IMMEDIATE SHIPMENT 


Thirty Styles Listed — Prepare Now 
in for 
Catalog No. 16 Holiday Requirements 


WINE CALF OPERA 
No. 343 
Sizes 6-11. M-F $4.00 





Special Values 


No. 343. WINE CALF OPERA..... $4.00 
No. 346. BROWN CALF OPERA... 4.00 
Sizes 6-11. Widths M-F. 


BosToN orFice: [,, B. EVANS > SON CO. _ new york orricz: 


110 SUMMER ST. WAKEFIELD, MASS. BUSH TERMINAL BLDG. 



































Theyp, 
dhoe 


Style 704 


Boarded Russia Calf 
Brogue Bal 


Price $7.50 
Style 804 


Boarded Black Calf 
Brogue Bal The 


Price $7.50 Newport 





















































ni Stock—The above styles are now ready, A to D wide, for immediate ship - 
meni, from factory 


[ : 
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NOW READY! 


We have a new catalog on win- 
dow backgrounds and accesso- 
ries. It contains prices and de- 
scriptions of plateaus, uprights, 
display tables, shoe stands, di- 
viders and backgrounds, besides 
showing several unit trims of 
class and distinction. 





Let us have your ‘name and 

















address for a copy. 





The Decorators Supply Co. 


Archer Avenue and Leo Street 


CHICAGO, ILLINOIS 
U. S. A. 
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The Stepping Stones to 
Profitable Business 
with shoes made of 


ROVILLA KID ——— 


TEL EE RIL LL LEAL bh hhh tied 


i 


They look good. 
They feel good. 
They sell good. 


Because 
They are good. 


Shoes made of Novilla 
Kid assure a most liberal 
profit to manufacturer, 
retailer and wearer. 


Write us to-day for 
full particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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Supplies and Prices 
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Established Qualities of Kid Leather 








her Market 
of Leather 
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Tests Made by Scientist Upset Some Previously Held Beliefs as to Strength 





That kid leather is much stronger 
than most people believe it to be and 
that it does not stretch to the extent 
which has been generally accepted as a 
fact are the interesting discoveries 
made by the Standard Kid Company 
during a series of impartial tests made 
recently. The tests were made by 
Professor George B. Haven, a member 
of the faculty of the Massachusetts 
Institute of Technology and chairman 
of the Textile section of the American 
Society for Testing Materials. 

The results of these tests, showing 
the comparative strength of various 
leathers and the varying degrees of 
“stretch” developed under tension are 
set forth in an 
interesting book- 
let published by 
the Standard 
Kid Company. 
The text matter 
is as follows: 

“There was a 
conundrum in all 
the old paper- 
covered joke- 
books — ‘Which 
is heavier, a 
pound of feath- 
ers or a pound 
of lead?’ and, 
because it- is 
haman nature to 
jump at conclu- 
sions, more 
people would re- 
ply ‘Lead’ than 
would observe 
that a pound is 
a pound no 
matter what ma- 
terial is on the 
scales. || This nat- 
ural inclination 
to decide with- 








and Degrees of “Stretch’’ 


out thought or investigation is notice- 


able in the popular beliefs regarding 


shoe leather. 
Comfort and Style 


“Kid has always been considered the 
best leather for comfort shoes, and so 
widespread was its use for this purpose 
that for a long time its style possibili- 
ties were overlooked. 

“Today more stylish shoes are made 
of kidskin than of any other leather. 
That it is comfortable and good 
looking is now well known, but it 
has other virtues which even today 
remain unrecognized. In the absence 
of scientific comparison with other 





Professor Haven Conducting the Tests 








leathers, popular impression has pre- 
vailed. 
Strength 


“Strength is one of the important 
qualities to look for. If upper leather 
is brittle rather than tough, it cracks 
where the shoe bends, just back of the 
toe cap. At the seams, where the strain 
is greatest, the pieces will tear apart. 
Tough leather will stand more re-soling 
than brittle. So, you see, strength is 
important. 

Stretch 


“For comfort, shoe leather should be 
flexible. It should stretch to some 
extent, but not too much. Excessive 
stretch weakens 
the construction 
of a shoe and 
shortens its life. 
It will also de- 
stroy the trim 
lines which add 
so much to the 
appearance of 
footwear. There 
is a happy me- 
dium, however, a 
degree of stretch 
just enough for 
comfort, but not 
great enough to 
harm the shoe. 


Need for Test 
Realized 


“But how can 
you tell which 
upper leather— 
“Is strongest? 
“Stretches just 

enough? 

“The Standard 
Kid Manufactur- 
ing Company be- 


“ lieved that some 
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What does your customer 


think about squeaky shoes? 


OMEN have been accused of using 

many methods of winning attention. 

But no one would be mean enough 
to say that squeaky shoes is one of their 
schemes. 


{n truth, there is nothing so embarrassing 
to a woman as a persistent squeak with 
every step she takes. 


Every pair of squeaky shoes you sell may 
mean a lost customer, because the owner of 
the shoes feels she has had unsatisfactory 
service. 


Perhaps you wonder how to determine 
whether the shoes you stock are squeakless. 
Remember these facts. 


Two pieces of leather rubbing together 
will produce squeaks. 


Korxole (cork) innersoles in contact with 
leather will not squeak. 


Shoes built with Korxole innersoles, there- 
fore, are squeakproof—a feature that will 
appeal to your customers who have gone 
through the annoying experience of squeaky 
shoes purchased at your store. 


Wouldn’t it be worth while for you to 


know if your shoes are squeakproof? 
Couldn’t you use it as a selling feature? 


Our “Plan No. 2—How to Buy Squeak- 
poof Shoes,” will contain complete informa- 
tion. Write for it today. 


. 


Armstrong Cork Company, 133 Liberty Street, Lancaster, Pa. 
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method could be devised whereby these 
qualities could be measured accurately 
once and for all, and the relative value 
of a large variety of upper leathers per- 
manently established. If kidskin was 
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most people know—that kid is soft and 
pliable and; being porous, permits the 
foot to breathe and perspiration to 


89 


to one ten-thousandth of an inch. Each 
strip was clamped between the upper 
and lower jaws of the machine illus- 


trated herewith. 

“The jaws were slowly drawn apart 
by the machine, stretching the leather 
until the breaking point was reached. 
The finger on the dial at the top indi- 
cated the number of pounds’ tension 
applied to the strip at the moment of 
its rupture. 

“The figures for each set of twelve 
strips were then averaged. Taking the 
strength of kid as 100 per cent, the 


evaporate into the air instead of soak- 
ing into the leather. These people can 


MEN — 


Chart Showing the Variation in Stretch 


As Tension Was Applied to the 
Strip of Leather, the Mechanical 
Pencil Shown Above Automati- 
cally Recorded the Manner in 
Which They Stretched 


found to possess the foregoing qualities 
to the most desirable degree, not only 
would the faith of the company in its 
product be vastly strengthened, but it 
could inform millions of shoe wearers 
as to the best leather to fit their needs. 


Enter Science 


“The scientific tests made by Pro- 
fessor Haven confirmed the company’s 
belief. With one exception kid proved 
to be the strongest leather for its thick- 
ness. Instead of stretching excessively, 
as many people assumed on account of 
its great pliability, kid was found to 
stretch no more than calf, a leather 
which has never been accused of 
stretching too much. 

“It was unnecessary to prove what 


now buy shoes made of kid with the 

added satisfaction of knowing that this 

leather will give them greater service 

than almost any other and that it will 

stretch just enough to conform to the 
, contour of their feet. 


Kid; Second in Strength 


“Twelve strips of each upper leather, 
| 1 inches wide and 6 inches long, one 
hundred and twenty pieces in all, were 


| 
} 
t 
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} 


tested for tensile strength. All were 
brought to a uniform temperature and 
condition as regards moisture absorp- 
tion, and were measured for thickness by 
means of a ratchet micrometer, reading 





Machine by Which the Tensile 
Strength Tests Were Made 


relative strength of the other leathers, 
thickness for thickness, was as follows: 
Per cent 

NN aap. a ieicla snes 


Glazed Sheep 
Cabretta 


*India Sheep 
Buckskin 


*Partially tanned in India and re- 
tanned in this country. 


(Continued on page 93) 


The Strips of Leather Tested Were 
All Cut from the Same Part of the 
Hide or Skin 
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Little Talks to Shoe Retailers— No. 1 
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*“U. Ss.” 
RUBBERS 


j C7 are some dealers who depend entirely upon the weather to 
sell rubbers for them. 


Others adopt a progressive policy of trying to sell rubbers with every 
pair of shoes. 


Whichever way you sell rubbers, you will find greater plus business by 
handling only a line that is sure to satisfy. 


“U.S.” Rubbers are the fastest-selling line today because: 
Every pair is reinforced where wear is hardest. 
Their shape is retained by the special snug fitting. 
All linings are sturdy, durable and a protection to the shoe. 


Their appearance is unusually smart, setting a style standard in 
women’s and children’s models. 


A national campaign is advertising them throughout the country. 


They are made by the same effort that builds all “U. S.”’ Rubber 
products. 


United States Rubber Company 
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4 PROMISING INDUSTRY 


Everything Depends Upon _ the 
Weather—Present Outlook Good 


While business in all lines, with the 
exception of a few specialties, may be 
generally termed quiet, it may be 
safely stated that rubber footwear is 
one of the most promising industries 
for the Winter months, for the very 
reason that it is seasonal. There are 
no effects of business depression as yet 
in rubber footwear. It will be remem- 
bered that last year there was a short- 
age, and if this coming Winter is a 
normal one, production cannot possibly 
overtake the demand; business will 
therefore be brisk. If the Winter is a 
severe one, a shortage similar to that 
experienced last Winter will prevail. 
If, on the contrary, there is scarcely any 
Winter weather during 1920-21, it is 
quite likely that production will have 
overtaken the demand and the rubber 
business will be flat. “But all we ask,” 
said a rubber man visited, “‘is a normal 
Winter for a very active rubber busi- 
ness.” 

As to Prices 


Although the crude rubber market is 
at the lowest point within the memory 
of many experts, and raw cotton during 
the past week, after erratic changes, 
has wound up even lower, nevertheless, 
rubber goods cannot yet show a drop 
in prices, for the reason that it takes at 
least 10 to 15 months before the raw 
material converted into the finished 
product reaches the rubber manufac- 
turers. 


Raw cotton must first be picked, 
then ginned; after that process it goes 
to the mill, and after milling, it must go 
through the various processes of dis- 
tribution. 

Labor has not dropped in price and 
this commodity does not show any 
signs of dropping; the costs of financing 
are also higher; so that while prices of 
rubber footwear may ultimately be 
reduced, they cannot show any drop 
for many months. Perhaps 15 months 
from today there will be some reduc- 


Rubber tna 


The Market Situation - Prices and 
Style Information - Trade Notes 


tion, but retail merchants should tell 
their customers who speak about the 
rubber and cotton markets dropping, 
that this does not mean an immediate 
reduction in the prices of rubber foot- 
wear; they should be told about the 
time and the cost of converting the raw 
material into the finished product, and 
a little about financing. 

It is true that canvas shoe prices are 
based in many instances much below 
the actual cost to the manufacturers, 
and it is a fact that canvas shoes will 
not be lower this year, nor for next 
year’s selling season. 


AN ADVANCE BAROMETER 


**Better Business in Early Spring,”’ 
Says Expert 


A prominent rubber manufacturer 
said last week: “The coming election 
has much to do with the situation. 
The straw ballot returns have already 
had a favorable effect upon the market. 
After January 1, prices will undoubtedly 
rise slightly. The stock market really 
discounts good or bad business. It is 
an advance barometer of about 30 to 
40 days, and as it rises or falls, so does 
business of a month or so afterwards. 
Therefore, watch the stock market. If 
it rises, in a reasonable period there- 
after business will improve. 


Unskilled Labor Factor 


“Better business may be expected in 
the early Spring. The depression at the 
present time is spasmodic. One of the 
encouraging features now is the increase 
in immigration. It is estimated that 
this country’s immigration was about 
60,000 greater during the past month 
than its emigration; therefore, unskilled 
labor has increased during the last 
month by 60,000. It does not take very 
long for unskilled labor to liquidate 
itself, and unskilled labor is a big 
factor in liquidating prices. Up to 
recently, there has been a great short- 
age in unskilled labor, but this supply 
is fast getting back to normal and when 
it does, it will be a prime factor in 


regulating prices.” 
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CRUDE RUBBER FIRMER 


But No Material Improvement Ex- 
pected Before January 1 


Crude rubber was fractionally firmer 
last week, although activity was con- 
fined to the same narrow range as here- 
tofore and the volume of business was 
small. The slight improvement was 
attributed to evidences of increasing 
interest on the part of some manufac- 
turers, but the feeling was general that 
this was only temporary and that under- 
lying conditions make for continued 
weakness for some time to come; in 
fact, in some quarters no material im- 
provement is looked for before Jan. 1. 


Rubber Quotations 


Para—Up-river, fine ai 
Up-river, coarse... 17 @.. 
224%@.. 

Island, coarse......... ae 
Caucho ball, upper... . 

Caucho ball, lower 
Cameta 

Plantation—First latex, 

crepe...... 
Brown crepe, thin, deen 
Rolled, brown crepe. . 
Smoked, ribbed diccts. 

Centrals—Corinto... 
Esmeralda..... 


Balata, black, Ciudad. *72 
Balata, black, Panama. *50 


Mexican—Scrap...... 
*Nominal. 


Scrap Rubber 


The market continues weak and in- 
active with supplies in excess of the 
wants of the moment. 


Arctics, trimmed 

Arctics, untrimmed........ 
Tires—Automobile 
Bicycles, pneumatic 

Hose, steam, fire 

Inner tubes, No. 1 

Inner tubes, No. 2..... 
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TANNERS CUT SOLE CO. 








CUT SOLE DEPT. FINDERS DEPT. 


Oak and Union Cut Soles of Oak, Union and Hemlock, 
Uniform Quality, Cut and TAPS, TOPLIFTS, STRIPS, 
Sorted to Standards by Ex- BENDS and BLOCKS. Va- 


perts. Enlarged Capacity and riety of selections to meet 
Variety of Grades enable us every requirement of the Shoe 
to supply all demands. Repairing Trade. 


MANUFACTURERS TOPLIFT 
FACILITIES 
Large Capacity Prompt Service 
Extensive Range of Styles 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 
Cut Soles 90 Wareham Street Cut Soles.......321 Summer Street 
Finders 321 Summer Street Finders 321 Summer Street 

BOSTON, MASS. BOSTON, MASS. 
NEW YORK, CHICAGO, CINCINNATI and ST. LOUIS 
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Meet the Popular Demand 
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A LINE TO RETAIL AT 
$5.00 
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Brown Cab., Cloth Top 
All Brown Cab 


. 
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Sizes: 3 to 7, 3% to 8, 4 to 8; wide widths. 9-inch top, 14-8 
heel; all on same last as cut. Flexible McKay—waterproof 
innersole—solid sole. Sold in 18 pair or case lots only. 
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The purchasing of leather at an exceedingly low 

price has made it possible to build dependable shoes 

at a very low cost. You must see these shoes to 

appreciate the splendid values that we are offering. 

Write, or wire your order—we will ship immediately. 
Terms: 3% 10, Net 30 
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NOTICE 
We will refund or credit the 
difference between present 


prices and those paid on pur- GEO. H. ROSEN 


chases of these numbers dating 


October Ist and after. 
641-643 ATLANTIC AVENUE ee oe BOSTON, MASS. 
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NEW RUBBER SLIP 


« by the Avon Sole Company of 
Avon, Mass. 


» Avon Sole Company of Avon, 
:., has begun the production on a 
» scale of a waterproof rubber slip, 

takes the place of the rawhide 
which are often put in shoes to 
them waterproof. 

ay concerns are now employing 

ewer method of making their 

. Fall and Winter shoes resistible 

mp weather. The new slip is 
nical and serviceable. It gives 
hoe resiliency and, like Duflex 
- soles, gives the edge a beautiful 

The slips are being made in 
he white and tan shades. A unique 
: of the slip is that it is made up 
locks if manufacturers desire it 
d can be shaved to whatever 
vess the manufacturer wishes to 


A Golf Sole 


sides this unique finding, the com- 
p has perfected to a high degree a 
golf sole which, according to members 
of the firm who have used it, is a big 
hit. The soles are being made with 
both the round cleat finish and the 
vacuum cup arrangement. The latter 
is very much more desired by most 
golfers because even though the top of 
the vacuum cup wears, the cup is still 
there to perform its necessary function. 


AUSTRIAN CONDITIONS 


Found by H. C. Roth of the Good- 
year Company 


Untold suffering and even starvation 
on one hand, and profiteers on the other! 
Such are the conditions found in Aus- 
tria, by H. C. Roth, special representa- 
tive of The Goodyear Tire & Rubber 
Co.,who has just returned from a visit to 
that country. The people who profited 
by the war are spending money with a 
lavish hand, and will pay the price pro- 
vided they get the best. Austria is in 
dire need of automobile tires, and Mr. 
Roth found that many of the Goodyear 
dealers of pre-war days are very 
anxious to resume relations, being 
“pathetically enthusiastic’ over the 
future. 


In Far East 


W. B. Laighton of the Hood Rubber 
Company left Watertown the middle of 
last August for Japan. Mr. Laighton 
will return home just before Christmas, 
landing in Seattle about December 15. 
His trip to the Far East was for the 
purpose of studying conditions in 
Japan, China, the Philippines, Singa- 
pore, India, Siberia and Manchuria. 
He wil! visit Hawaii en route. 
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Moves Philadelphia Office 


The United States Rubber Company 
has moved from its former location on 
Arch Street to 509 Market Street, 
Philadelphia. The office, sales and sam- 
ple rooms and stock rooms occupy 
several floors of the building in which 
the Company is now located. 





Shoes for Russian Children 


American Shoe Manufacturer 
Makes 2,000 Pairs in Seven 
Days for Red Cross 


An American shoe manufacturer 
recently received an order for nearly 
2,000 pairs of shoes to be made within 
a week. This order was given by the 
American Red Cross for the 960 pas- 
sengers of the Red Cross ship, the 
Yomei Maru, when it docked in a New 
York port to remain ten days. Not 
only did two pair of shoes have to be 
made for each of the 780 Russian 
refugee children but each member of 
the Réd Cross personnel on board had 
to be shod before the remainder of the 
journey, from Siberia to Petrograd, 
could be completed. 

It took three shoemakers the better 
part of two days to measure the feet of 
the Russian children. Not only were 
new shoes to be made, but old ones had 
to be repaired, despite the fact that on 
the long journey from Siberia the chil- 
dren had worn sandals on shipboard. 

When the little Russians first came 
under the care of the American Red 
Cross in December, 1918, many of them 
were shoeless. At first shoes were 
bought in Manchuria by the American 
Red Cross, Chinese shoes made with 
cloth tops and several thicknesses of 
cloth for soles. 


Polish Bootmaker Helps 


Finally a Polish bootmaker with a 
small stock of American shoes was 
found in Siberia by one of the Red 
Cross workers. The Red Cross had on 
hand material of which shoes could be 
made, but there had been nobody to 
make up the material. The Polish boot- 
maker was engaged, his entire outfit 
was bought and the young refugees re- 
plenished: with foot-gear. 

But small feet are hard on shoe 
leather! So when the children reached 
New York the: American Red Cross-took 
advantage of the facilities of this coun- 
try to have them completely shod be- 
fore they started once more on their 
voyage. 

The shoeing of these barefoot children 
is but one infinitesimal part of the 
stupendous work of the American Red 
Cross—the organization of Service. 
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THE LEATHER MARKET 
_ (Concluded from page 89) 


Kid Stretches Just Enough 


“Attached to the machine which 
measured the tensile strength of the ten 
upper leathers is a device for automati- 
cally recording the stretch of the 
material while under load. 

“‘As the jaws separated, a sliding pen 
marked on special diagram paper the 
degree of stretch for every pound of 
tension applied. If the machine had 
been testing soft rubber, the pen would 
have described an almost vertical line; 
if a material which did not stretch at 
all, a horizontal line would have been 
drawn. 

“On the specimen’diagram shown in 
story you will note that the verti- 
cal distances represent inches of stretch, 
and the horizontal readings are the 
loads which it took to produce the 
stretch. Thus at 100 lbs. the stretch 
in three inches of cabretta was just an 
inch and a half, or 50 per cent. 

“The test showed that at a tension 
of 160 pounds cow side and glazed horse 
had little elasticity, stretching only 25 
per cent, with glazed sheep doing but 
little better. At the other extreme was 
cabretta, which stretched 66 per cent, 
and buckskin as much as 100 per cent. 
The remaining leathers, including kid, 
were all in one group between 40 and 
45 per cent. These results confirm the 
opinion that side leather is too rigid to 
be very comfortable; that cabretta 
stretches so much that it quickly loses 
its shape, and even though kid is much 
more comfortable, it does not stretch 
any more than calf and the other 
leathers in the medium group. 


India Sheep 

India Goat 

Glazed Sheep 

Glazed Horse 

Cow Side 

“The strips of leather tested were 
cut from the same part of each hide or 
skin. A line was drawn from neck to 
butt, conforming to the direction of 
the animal’s backbone. A strip directly 
over the backbone was reserved, varying 
in width from six inches in the case of 
the largest hide to one inch in the 
smallest. Outside of this were accu- 
rately cut, in a lengthwise direction, the 
requisite number of test pieces, each 
one and one-half inches wide by six 
inches long. : 

“The kid tested was cut from an 
ordinary Vode kidskin.”’ 
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as 
‘Stylish Spats 


Sounding the key-note of 
Style but always closely 
harmonized with Just Price 
and True Quality. 


William Greilich&Sons 
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News in Shoe Markets 
and reba camp tee al 
ments m America’s Shoe 


SOCCREREGREL ERROR LA Se eda meee rans 


©TRAP EFFECTS SELLING * 


Unexpected Call Develops for New 
Styles in Low Cuts 


While the spell of unusually mild 
weather for mid-October has militated 
against a snappy introduction of the 
new styles of boots for women, neverthe- 
less it has resulted in an unexpected 
call for the new fashions in low shoes, 
notably the ankle strap effects. In the 
past week sales of this type of low shoe 
have been of a most satisfactory nature 
and in addition the hopes of dealers in 
reference to future business on current 
fashions in high cuts as soon as weather 
conditions become favorable to season- 
able footwear have been greatly stimu- 
lated. 

Business in men’s shoes during the 
first half of October has not borne the 
earmarks of freedom in trade, but it is 
sincerely believed that as soon as the 
cold weather customary in this belt at 
this time of the year puts in its appear- 
ance, a healthy demand for boots will be 
experienced. Local dealers are not 
counting a great deal on the sale of 
men’s oxfords during the remainder of 
the Fall and in the Winter months, as 
this city has been a conservative in re- 
gard to the character of the demand for 
men’s shoes and there is no reason to 
believe that a radical change is due. 
Consequently, the oxford and spats are 
not counted to form a conspicuous com- 
bination of popular appeal in this city, 
excepting among a relatively limited 
few. 

Low Shoes Ahead of High 


Although the Fall season is now vir- 
tually in its midst, it is interesting to 
note that out of the total of sales, low 
shoes still predominate. At the middle 
of October, the bulk of transactions 
were in low cuts, with sales of high 
boots in a decided minority. Whether 
or not the women of Milwaukee are 
going to adopt the practice of wearing 
low cuts all Winter, with the gaiter or 
spat as additional protection, is a big 
question. Weather conditions have 
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Milwaukee 


been erratic for several weeks, and it 
has been observed that when the mer- 
cury drops to the freezing point, the 
women appear on the street in spats, 
which are easily removed in case the 
vagaries of weather bring a warm wave 
almost within a day which commences 
with frigid temperatures. When the 
weather reaches a true seasonable 
character, the chances are that high 
boots will be bought. 


Work Shoes Selling Best at 
Wholesale 


Boot and shoe manufacturers in 
Milwaukee and vicinity have found 
some consolation in the business which 
has been developed in some sections of 
the country in the last few weeks, but 
on the whole the situation is far from 
satisfactory. Makers of service shoes 
are faring a great deal better than those 
who manufacture boots for street and 
dress wear. The retail trade continues 
to hold a waiting attitude and is not 
ordering in the usual manner, either 
out of stock or for future gelivery, be- 
cause conditions are so complex that 
it has not been possible to get a fair 
index on conditions with reference to 
the future. 


Electric Supply Dwindling 


In common with other manufactur- 
ers and merchants, the boot and shoe 
industry in Milwaukee is facing a very 
serious condition in respect to a most 
urgent need for curtailment of demand 
for current purchased from a central 


station. Those manufacturers who 
have their own power plants have no 
cause for worry, but those dependent 
upon the Milwaukee Electric Railway 
& Light Co. have been notified that un- 
less the consumption is very materially 
curtailed for the time being, there will 
be serious consequences in regard to the 
operation of the local street car system, 
to say nothing of store lighting, illumina- 
tion of display windows and electric 
signs, and other useful devices. 
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Fall Selling Campaigns Start 


The shoe merchants in Milwaukee 
have commenced their Fall campaigns 
of advertising and publicity in earnest. 
Especially on last Friday night the 
local dailies were filled with announce- 
ments of various shoe stores. One 
thing that has been especially noted in 
these advertisements is that dealers are 
stressing the medium-priced merchan- 
dise. This is true also of the class of 
goods put on display in their shoe win- 
dows. The sting of high costs which 
still prevail is thereby greatly lessened. 
The same tack has been taken by deal- 
ers in men’s and women’s clothing, and 
the effect upon the public mind has 
been very satisfactory. 


FACTORIES AT 70 PER CENT 


Plants Busy Mostly on Work and 
Staple Shoes 


Milwaukee’s shoe factories are oper- 
ating at approximately 70 per cent of 
capacity and the immediate outlook is 
fair. 

With a considerable proportion of 
capacity turned over to work and 
staple shoes, and also to a considerable 
extent to cheaper “style” goods, the 
traveling salesmen are coming*through 
with a quantity of orders that is a sur- 
prise to some of the factories which 
were in a pessimistic frame of mind 
not more than two weeks ago. It is a 
fact, however, that retail merchants . 
are seen to be buying only from hand 
to mouth. On the other hand, the 
manufacturers are buying raw materials 
on the same basis. They absolutely 
refuse_to anticipate orders. 


Outlook for Long Pull 


As one manufacturer expressed it on 
condition that he be not quoted: “The 
outlook for the short-pull future is not 
so good. As to the outlook for the 
long-pull future, by which I mean the 
next year or year and a half, that is 
not so bad. If the strain lasts longer 
than that, it will be good night for 
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Where to Buy 


Women’s Shoes 





E. A. &M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 


Foctsty. 
Haverhill, Mass. 


Boston Office 
147 Lincoln St. 





BOOT AND SHOE RECORDER 





BOUDOIRS --- JULIETS 


IN STOCK 


Boudoirs—Black $1.45; red, 
and tan $1.75. 
Juliets—Black cab flexible McKay, sizes 
3-8, rubber heels, $1.75. 
Terms, 5% 10 days, net 30 
SILVER SHOE co. 
Haverhill 7 Mass. 


blue, pink 











COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Straps, Pumps and 
Tiesin Black Satin 
and Ali Leathers. 


Pactory, 118 Phoenix Row 


Boston Office 
Haverhill, Mass. 110 Lincoln St. 








SIXTY STYLES OF 


COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, Bals, Polish, Sandals, etc., 
women’s Flexible Welts and warm lined 
shoes, men’s slippers. 
TIMSON BROS., Inc. 


620 Atlantic Ave. Boston, Mass. 











PHILLIPS-CRAM “- 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 





Women’s Turn Comfort Boots 


“IMMEDIATE DELIVERY 
m pairs or case lots. : 
Sold ins. Sizes 3 to 8. Price $2.85 
Cushion Sock Lining Rubber Heels 
Terms, 5% 10 days 
SILVER SHOE CO. 
69 Essex St., Haverhill, Mass. 
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BOUDOIRS 


High Grade Wholesale Prices 
Blacks, $1.50-$1.60. Tan, Red, $1.70-$1.80 
Pink, Blue, $1 1.90 
One-Strap bandate, $2.00 and $2.10 
JOHN E. McNAMARA 


Haver! . Mass. 

















Women’s McKay 


Sfepers and, and | ge 
of C 


MS arene? Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 








some manufacturers. It should not 
last that long. 

“The manufacturers are not in a 
frame of mind to anticipate orders in 
their buying of materials, even if the 
market is low at this time—in some 
instances scratching the bottom. 

“This is due in a measure to the can- 
cellations and returns. I suppose that 
there are several thousands of instances 
of returned goods in this section. No 
manufacturer has the organization to 
fight this, if he had to. It would require 
a big legal organization to do it. The 
manufacturers, however, will not be 
caught napping again. 

“As to future conditions, the Amer- 
ican is the best saver in the world when 
he has to, and the shoemaker and the 
trade should keep this in mind. 

“It is now possible for the retailer to 
buy as fine and good a shoe as anyone 
could ask for for $10. If he tries to sell 
it for $15 or more, that’s up to him. 
If the public won’t buy $15 shoes any 
more, that is also up to the retail mer- 
chant. 


Says Prices Cut Too Soon 


“‘We manufacturers in many cases 
cut prices too soon, as it looks now. 
We actually cut. The public thereupon 
expected further cuts and held off. 
When leather and other materials came 
down and we could deliver shoes more 
cheaply, we couldn’t go below the cuts 
already made and work at a profit. 

“Consequently many manufacturers 
are or will adopt the policy of simply 
making cheaper shoes which can be 
sold cheaply at a reasonable profit all 
around. 

“The newer manufacturers are in a 
more enviable position than the older 
plants. THe newer factories are not 
developed into particular lines, styles, 
etc., as are the older ones, and can 
more easily change over. 

“‘On the whole, things are not as bad 
as some paint them. The factories are 
running well up to capacity greater than 
they had anticipated.” 


INTERESTED IN INCOME TAX 


Retail Merchants Attend Meeting 
of Commerce Association 


A number of Milwaukee retailers in 
shoes were interested questioners at a 
meeting held by the Milwaukee Asso- 
ciation of Commerce on Thursday, 
October 14, for the purpose of getting 
expert advice on income tax problems. 
The meetings will be continued, the 
Association of Commerce having en- 
gaged experts to appear at least twice 
a month for the purpose of lecturing 
on the subject and answering questions 
of the merchants and manvfacturers 
of Milwaukee. Last week’s meeting 
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pertained to invested capital as related 
to excess profit taxes, and also to 
the distinction between a_pers:,nal 
service corporation and other kiads, 
the tax rates being proportionately 
lower for personal service corporati ns, 
With reference to the standin: of 
factors in the cotton goods trad: or 
leather sales agents, as personal ser vice 
corporations when such business are 
incorporated, G. E. Dombhart, fo: mer 
acting chief of the personal se: vice 
section at Washington, replied: 


Personal Service Corporatio: 


“Such an agent may have a ca ital 
stock of only $1,000 and make a mi:lion 
profit in a year, and be classed 1s 4 
personal service corporation. How: ver, 
if he owns less than 80 per cent of the 
total stock of the organization; or if 
the really active income-producers of 
the organization own less than ‘hat 
proportion of the stock, the corporation 
cannot be classed as a personal service 
corporation. It makes a big difference 
whether or not the income is earned by 
the stockholders themselves. A chief 
point is whether or not capital is actu- 
ally required to conduct the business, 
It makes no difference if the factor 
handles any of the goods physically or 
not. We always looked to see if the 
return showed any accounts or notes 
payable. If the agent assumes any 
responsibility such as price fluctuations, 
guarantees: and the like, he cannot be 
classed as a personal service corpora- 
tion.” 

H. A. Harris, also a former member 
of the internal revenue department, 
pointed out that invested capital means 
the exact amount of money actually 
invested in a business. In reply to the 
question of a shoe manufacturer he said 
that if $1,000 invested some years ago 
was now well worth $3,000, the amount 
of invested capital to be used in figuring 
excess profit tax was still only $1,000 


Meaning of Invested Capital 


A retailer in shoes said he had made 
a fortunate purchase of goods worth 
$25,000, but he got them for about half 
that sum. Mr. Harris said he could 
count as invested capital only the sum 
actually paid for the shoes, not their 
true value. 

“A bargain cannot be capitalized,” 
he asserted. “If a partnership is made 
into a corporation, the invested capital 
of the partnership will be the invested 
capital of the corporation. 

“Stock sold to employes on thie in- 
stallment plan, as is done in mony of 
the big factories, does not become in- 
vested capital until the shares ar: fully 
paid for and delivered. 

“Every business man must be «areful 
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on the subject of inventories. There 
are now 35 experts in the department 
at Washington, watching this very 


point. 


RETAIL TRADE NEARLY 
NORMAL 


Wom:n Still Show Partiality for 
Low Cuts 


Ret. il boot and shoe trade is assum- 
ing mre of a normal complexion, now 
that t:e unusually long Summer seems 
to hae come to an end and tempera- 
tures are getting down to the point 
where -omfort demands heavier apparel. 
Throuzhout the early Autumn season, 
mild \ eather which at times turned to 
actual torrid temperatures, limited busi- 
ness ‘0 a rather desultory call for 
Summer footwear, and then only for 
the nev novelties. Although men have 
been buying high shoes for several 
weeks, the women continue to show 
partiality to low shoes. Nearly three- 
fourths of the sales of women’s footwear 
since (ctober 1 has consisted of pumps 
and oxfords. 

The unusual weather conditions also 
have made this Autumn a poor one for 
rubber footwear. There has been an 
absence of the customary October rains, 
although there was copious precipita- 
tion on Friday, October 15, which stimu- 
lated the demand for rubbers to a 
limited extent. In other years the 
month of October has been the best of 
the year for business in rubber foot- 
wear, consequently the conditions of 
the last two to three weeks have 
brought considerable disappointment 
to shoe dealers in Milwaukee on this 
score. 

Lack of Current Interferes with 
Production 


Factories who operate with electric 
current purchased from the central 
station of the Milwaukee Electric Rail- 
way & Light Co. are operating on some- 
what restricted schedules, or working 
odd hours in order that current may be 
conserved during the daylight hours. 
Stores also are keeping their signs dark 
until after 7 o’clock P. M., and reduc- 
ing illumination as much as possible. 
Two weeks ago the dangerous shortage 
of generating capacity brought an 
appeal through the Association of 
Commerce and last Saturday a second 
demand was made upon industrial and 
mercantile consumers to cut down the 
use of current. Unless a 20 per cent 
general reduction in consumption can 
be effected until the Electric Company 
completes the first unit of a new power 
plant, local industries will be severely 
hampered through the necessity of 
arbitrarily rationing power. So far 
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the consumers have reduced demands 
only about 10 per cent. 


Campaign to Advertise Shopping 
District 

To familiarize a greater portion of the 
people of Milwaukee with the advan- 
tages of shopping in the retail district 
centering at North Avenue and Third 
Street in Milwaukee, the Upper Third 
Street Business Men’s Association has 
been: conducting a special nine-day 
campaign from October 15 to 23, offer- 
ing distinct lines of merchandise at 
special prices. Guenzel & Lucas, one 
of the leading boot shops in the district, 
were among the firms which took an 
important part. Five thousand dollars 
was collected for the purposes of stag- 
ing the campaign by special advertise- 
ments in the newspapers, circulars, 
inserts, window displays, etc. 


Opens Store at La Crosse 


The Newark Shoe Stores Company, 
which operates three stores in Mil- 
waukee, has opened another Wisconsin 
store at La Crosse, the principal city 
in the western end of the State. 


To Organize Chamber of Commerce 


At the regular monthly meeting of 
the Retailers’ Association of Kenosha, 
Wis., on October 13, John Greene of 
the American Sugar Refining Company, 
New York, was the speaker of the eve- 
ning. His subject was “Co-Operation.” 
Mr. Greene deplored the fact that 
Kenosha has no Chamber of Commerce 
or similar organization to correlate civic, 
commercial and industrial activities, 
although he pointed out that 86 per 
cent of the Chambers of Commerce 
established in cities of the size of 
Kenosha with 37,000 -population had 
turned out to be failures. As the 
result of his suggestion, however, the 
Retailers’ Association has undertaken 
a campaign to form a larger. organiza- 
tion and offered to become the retail 
division. 


New Shoe Store Opens 


The Harder Shoe Hospital at She- 
boygan, Wis., has become a full-fledged 
boot and shoe store following its re- 
moval to its own new business block 
at North Seventh Street and Pennsyl- 
vania Avenue. The business was 
opened 12 years ago by Christian 
Harder, Sr., who died three years ago. 
Since then the shop has been con- 
ducted by his son, Christian Harder, Jr., 
and brother-in-law, Ed. Klein, who 
now have a completely stocked store 
handling general lines, as well as having 
doubled the size of their repair shop. 


Where toBuy 


Women’s Shoes 








IN-STOCK 

Complete line of Men's 
ay. 4 Ry IY 
Brown. 
Quilted Satin, 





ABBOTT SHOE CO., No. Reading, Mass. | 4 





FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
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Boots & Slippers 
for the wholesale trade 
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Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 











The “Spartan” Shoes 


fe 
Girls of All Ages 
The Acme of Perfection 
Carried in Stock 
Send fer Our Catalogue 
Bacon-Rollins Co. 
Factory: Lynn, Mass 











“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
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BRANDAU SHOE CO., Detroit, Mich. 
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Membership Campaign Started 


A membership campaign has bee, 
started by the Retail Merchants’ (‘reqj 
Association of Waukesha, Wis., to ep. 
roll every retail merchant in the city, 
The association was organized two years 


Sales Tax Favored 

The Retail Division, Milwaukee 
Association of Commerce, has gone on 
record in favor of a direct sales tax 
and the abolition of the present luxury 
and excess profits taxes, as the result 
of a lengthy investigation made by a ago and incorporated under the li: ws of 
special committee of merchants repre- Wisconsin. It employs a bonded collec. 
senting all lines of retail trade. The tor at a salary of $100 a month ind, 
committee points out that under the commission of 5 per cent on all <ollec. 
present system of taxation, the present tions made through the bureau |p 
generation is called upon to carry addition, it maintains a complete -redit 
practically the entire burden of the world file, from which information is fur: ished 
war, and further, the system is wasteful every member on demand without 
and extravagant, as well as intricate. extra charge. A. E. Winzenri-d js 
Resolutions will be presented to Con- secretary and treasurer of the o-gan. 


Where to Buy 
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A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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MAPACEERD COMPANY 





gress, accompanied by petitions. 


Racine Merchant Dead 
Charles M. Swenson of Poland & 
Swenson, retail shoe dealers at Racine, 
Wis., died October 12 at the age of 48 
years, after an illness of several months. 
The Poland-Swenson store was opened 
about six years ago, when Mr. Swenson 
left the employ of the Mitchell-Lewis 

Motor Company after 27 years. 


ization. 


New Shoe Company Incorporated 


The Peterson & Johnson Shoe Co, 
Milwaukee, has been incorporated with 
a capital stock of $25,000 to manu. 
facture, buy and sell boots, shoe: and 
other merchandise. The incorporstors 
are George O. Peterson, John O. John. 
son and Allan H. McCannon. 


St. Louis 


PRICE PROBLEMS DISCUSSED 


St. Louis Merchants and Manu- 
facturers Disagree as to Trend 


The second monthly dinner of the 
Associated Shoe Retailers of St. Louis, 
but the first at which business was really 
discussed to any extent, for the Fall and 
Winter season, was held Wednesday of 
last week at the Annex Hotel with an 
attendance of something more than 50, 
including a considerable number of 
representatives of wholesalers and man- 
ufacturers of both St. Louis and outside 
cities. Among the latter present were 
Messrs. J. R. Frank, Western represen- 
tative of Mrs. A. R. King; C. H. Raut, 
Western representative of A. J. Bates & 
Co.; J. B. Loughlin, representing Emery 
& Marshall; Henry Bauer, representing 
J. & T. Cousins; Alex Milius, represent- 
ing the Hamilton Brown Shoe Com- 
pany, and a number of others. 

Following the conclusion of the menu 
a discussion of business conditions was 
entered upon, led for the manufactur- 
ers and wholesalers by Messrs. Milius 
and Raut with the others participating 
in the talks in a corroborative manner 
as to the comments made. The general 
trend of the discussion was to the effect 
that the tanners and manufacturers 
have completed taking their losses and 
that in consequence there was no real 
reason for expecting any further re- 
ductions in prices. 


Convention Plans Talked Over 


The discussion on the part of the 
retailers present, participated in by 
William Graham, H. D. Weber and a 
number of others, was to the effect that 
there was still reason to expect further 
reductions in price and that because of 
this fact, and the further fact that 
stocks were still heavy, there would be 
relatively little buying of footwear until 
the stocks and the situation had both 
been pretty well cleared up. The re- 
ports of most of the retailers present 
was to the effect that the demand was 
almost entirely on low cuts, with only 
slight demand for high boots, par- 
ticularly those of the extreme heights 
recently introduced into the lines. 

At the conclusion of this discussion 
President Arthur E. Ebbs, presenting 
the plans for attendance, via special 
train, at the Milwaukee in January, 
called for a show of hands of those re- 
tailers present intending to go to the 
convention. Twenty-three raised their 
hands and others were reported as in- 
tending to make the trip. 

State President Charles E. Williams 
reported on the arrangements under 
way for the tri-state convention of 
Missouri, Kansas and Nebraska in Feb- 
ruary and following his talk, President 
Ebbs appointed the following com- 
mittee of retailers to aid in makiz.g ar- 
rangements for the entertainme::t of 
the coming shoemen: Messrs. Lutz, 
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Bastian, Graham, Sensenbrenner, Kop- 
, J. D. Weber, McCain and Huette. 
The meeting adjourned to gather 

again the second Wednesday in October, 

with the hope that politics and warm 
weather would be entirely out of the 
way b> that time. 


Gec. E. Keith Managers Meet 


The seasonal zone conference of the 
mana;.rs of the various Geo. E. Keith 
retail shoe stores in this territory was 
held lest week at the Hotel Statler in 
St. Lo is, with an attendance covering 
all th: stores operated in Missouri, 
Arkanvas, Texas, Oklahoma, Kansas, 
Colora Jo, Iinois, Iowa, Tennessee and 
Wiscor sin. Something more than 20 
stores were represented in the con- 
ference, which also concerned itself with 
the buying for the coming season’s 
business. From the home office A. I. 
Lohee«'. assistant manager of the stores 
division, in company with H.T. Conner, 
the manager from Campello, Mass., 
were in attendance and went over the 
ground as to business and conditions as 
seen from headquarters. Store policies 
were discussed in detail and selections 
for the season’s trade were made. The 
conference was in session for six days 
and in addition to the business trans- 
acted, found time for a number of din- 
ners and theater parties. 


New Senne Front Unveiled 


The new store front for Swope’s 
retail store at Olive and Tenth Streets 
has been completed and the concealing 
fence torn down, revealing a very 


handsome and spacious show window: 


arrangement on both the Olive Street 
and the Tenth Street fronts. The ex- 
terior has been done in a green bronze 
effect with heavy and large plate glass 
windows, while the interiors of the win- 
dows are in a cream effect, which lends 
itself well to the display of footwear. 
The interior of the store has been con- 
siderably re-arranged and the business 
offices have been consolidated in in- 
creased space on a mezzanine: floor, 
overlooking the first floor, in which the 
men’s shoes, the hosiery department 
and the findings and ornaments depart- 
ments are placed in much the same 
space they have always occupied. The 
color scheme of the interior is in an at- 
tractive French gray. The second floor, 
devoted to ladies’ and children’s foot- 
wear, has also been redecorated and 
somewhat rearranged, the whole being 
quite effectively handled from the view- 
point of convenience and efficiency. 


Wholesalers Hold Fall Session 


The Fall session of the Western As- 
sociation of Shoe Wholesalers was held 


BOOT AND SHOE RECORDER 


in St. Louis, Thursday and Friday of 
the current week, Phil A. Becker of the 
Dittmann Shoe Company of St. Louis 
being the presiding officer. The first 
day of the gathering, as usual, was 
devoted to the committee meetings 
and the preparation of the reports of 
the committees on transportation, cost 
of doing business, parcel post shipments, 
rubbers, datings, discounts and overdue 
accounts, finances, trade acceptances, 
trade abuses, legislation and others. 
The committee on group meetings also 
held a session to prepare its report. 
These reports formed the principal 
basis of the business sessions of the 
convention on Friday. In addition, 
however, the meeting listened to ad- 
dresses on shoe trade conditions by 
Jackson Johnson, chairman of the 
board of the International Shoe Com- 
pany of St. Louis; on rubber conditions 
by Charles Barnes, vice-president of 
the United States Rubber Company; 
leather conditions by L. J. Wallace, 
Western representative of the United 
States Leather Company; banking and 
financial conditions by W. Frank Car- 
ter, president of the St. Louis Chamber 
of Commerce, and others. Papers were 
read from J. Frank McElwain, survey- 
ing the general shoe and business situa- 
tion, and from Harry Selz, of Selz 


‘Schwab Shoe Company of Chicago, on 


the shoe trade situation at present and 
in the near future. During their stay 
in the city the members of the various 
committees meeting the first night of the 
convention period were entertained at 
dinner and with a theater party by rep- 
resentatives of the United States Rubber 
Company. The second night the en- 
tertainment was by the St. Louis As- 
sociation of Manufacturers and Whole- 
salers, who also tendered the visitors a 
dinner and a theater party following. 
The attendance was larger than usual 
and the subjects discussed were gone 
into with more than the usual thorough- 
ness. 


Preparing Sketches for Milwaukee 
Display 


The Milwaukee convention prepara- 
tions which are being made by the St. 
Louis Association of Wholesalers and 
Manufacturers are at present chiefly in 
the hands of Chairman Howard V. 
Stephens, of the Johnson, Stephens & 
Shinkle Shoe Company, head of the 
Display Committee, and his vice-chair - 
man, Sales Manager Charles S. Strayer 
of the Johansen Bros. Shoe Company. 
The preliminary sketches of the display 
plans have been completed and the 
color scheme, etc., as well as the plans 
for the arrangement of the shoe display 
cases have been pressed forward until a 
considerable proportion of the detailed 


Men’s Shoes 
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Children’s Shoes 























W°C.Good¢ger 


Manufacturer of 
Children’s Dlexible Gurn Shoes 
89 Allen St... Rochester, N- > 








SOFT SOLES 


A Wonderful Line 
for the Wholesaler 


At present time we 


are allowing a 10% 
discount on all lirres. 


NU BABY SHOE CO., East Lynn, Mass. 














HAVE YOU SEEN OUR LINES? 


Factory 1—Bed and | Factory z—Infants’ 
Boot Socksand “Foot | Soft . Han 
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(made in all sizes and | “‘First Walk” (1-5) 
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specifications are ready. As soon as 
these are all ready, Messrs. Stephens 
and Strayer plan to go to Chicago and 
Milwaukee and let the contracts for the 
construction work involved in both the 
booth arrangement and decoration and 
the display cases to be utilized. Already, 
also, consideration is being given to the 
designs of the shoes to be shown and 
in both the footwear and the surround- 
ings it is planned to surpass anything 
which has heretofore been attempted, 
even the unusually attractive showing 
made at the Boston convention last 
January. 


Goldman Shoe Company Moves 


The Leo Goldman Shoe Company, 
near the corner of Fourteenth Street and 
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from the owners of the property as to 
the notice to be given. He also plans 
to take the matter of damages to his 
business into court. 


Clark Style Book Issued 
James Clark Company have just 
mailed to the trade a thirty-two page 
style booklet printed on coated s‘ock 
in two colors. Two shoes are illustr \teq 
on each page with descriptions an. re- 
vised prices. 






Annual “Harvest Sale”? Held 
B. Nugent & Bro. Dry Goods Co, 
last week held their annual “Har est 
Sale.” This has become an even: to 
which the public looks. forward bec: ase 
of special bargains. This year the - ioe 


best selling colors). 
Nature Lasts 


Dept. 4 


and Turns (3-8). 
In Stock Now 


THE B. & P. FOOTWEAR CO., INC. 


Oswego, N. Y. 
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Building Just Vacated by the Leo Goldman Shoe Company 


Washington Avenue, which has been 
calmly watching the razing of the 
building round and about to make way 
for a new structure, has been compelled 
by the encroachment of the wreckers to 
move across the street to other quarters. 
President Leo Gold man’s determination 
to stick it out was due to the terms of a 
lease which he construed differently 


department contributed its quota in 
real bargains. High shoes of all styles 
and colors and leathers were priced at 
$6.55. Another special was a $19 
Black Satin Anklet at $6.85. A win- 
dow devoted exclusively to the display 
of shoes was quite attractive. The shoes 
were displayed on old ivory and glass 
stands. 


Chicago 


RETAIL TRADE BRISKER 
Sudden Change in Weather Stimu- 
lates Greater Demand 


Shoe merchants throughout Chicago 
are again alert, owing tp a sudden drop 


in temperature which had a tendency !0 
stimulate buying of Fall footwear. Low 
cuts, oxfords and slippers, however, 
continue to sell at a ratio of about 60 io 
40 per cent. It is apparent that the 
past eighteen months have so accus- 
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tamed women to wearing low shoes 
yith either a boot top or spat that the 
desire to return to ten and twelve inch 
poots is lacking. 

However, the various shades that are 
being shown in pleasing new styles in 
hoots «ce receiving attention from dis- 
criminting buyers. Footwear to con- 
form with the rest of the attire is in- 
creasing and merchants predict that the 
season of extreme cold weather will 
have much to do with increasing the 
yolume of sales, not alone of fancy 
boots, hut of walking shoes and those of 
a mor: conservative pattern. 


\len’s Shoes Going Well 


Exclsive merchants selling men’s 
shoes have enjoyed a very healthy vol- 
ume of sales the past week with a good 
deman: for brogue patterns, although 
they sey there appears to be in the 
mind of the average purchaser a doubt 
as to whether the brogue is going to be 
as prominent this year as it was last 
season. Many are calling for custom 
last shoes. 


Buster Brown Visits Chicago 


Mr. Will, Chicago representative of 
the Brown Shoe Company, St. Louis, 
states that the appearance of Buster 
Brown at Mandel Brothers recently 
stimulated immediate sales of chil- 
dren’s footwear and that there were 
2,500 attendants at the two appearances 
of the smiling little chap. As he will 
be in and. around Chicago for the next 
two weeks, all merchants who carry 
the Buster Brown line are looking for- 
ward to a visit. 


Sees Improvement in Buying 


Mr. Chandler, president of the 
Smith-Wallace Shoe Company, states 
that his men are securing a good volume 
of orders from territories, that they are 
not trying to open up any new terri- 
tories to secure additional sales, and 
that judging from the size of the orders 
being received, it looks to him as though 
business conditions are becoming more 
stabilized. 


Off on European Trip 


Julian Goldberg, of O'Connor & 
Goldberg, has recently left for an ex- 
tended trip abroad where he will look 
over footwear fashions in Paris and 
London. 


Medium Priced Shoes Sell Best 


Advertising in the daily newspapers 
by State Street merchants and depart- 
ment stores indicates that there is a 
demand for medium priced merchan- 
dise or merchandise selling from nine 
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to ten dollars, both in men’s and wom- 
en’s shoes. The public is gradually 
becoming reconciled to the fact that 
the shoe merchants have not been 
profiteers. 


Reports Increase in Demand for 
Colored Leathers 


Mr. Mattson, Western representative 
of the Amalgamated Leather Com- 
pany’s headquarters in St. Louis, re- 
ports that the demand for colored 
leathers has been such within the past 
few days that it is apparent that shoe 
manufacturers anticipate cutting quite 
a volume of colored footwear within 
the next 60 days. 


NEW CHAIN OPENING UP 


B. & G. Shoe Company to Specialize 
on Boys’ and Girls’ Shoes 


Any man who thinks business in 
general and the shoe business in par- 
ticular has gone to pot has another 
guess coming, in the opinion of L. D. 
Lefly, formerly shoe merchandiser of 
the Fair Store, Chicago. Mr. Lefly 
has recently formed a large corporation 
of which he is president, for the purpose 
of operating a chain of retail shoe 
stores in and around Chicago. 

Already two stores have been opened 
—one at 3320 Roosevelt Road; the 
other at 707-709 West 63d Street. 
Other stores will be opened as rapidly 
as suitable locations can be found. 
The style of the new concern is the 
B. & G. Shoe Company. These stores 
will specialize in boys’ and girls’ shoes. 

As a result of his connection with the 
Fair Store and from observation of 
other stores, Mr. Lefly is convinced 
that there is a fertile field in the shoe 
industry for the firm which will special- 
ize on a good quality of shoes for chil- 
dren and growing boys and girls. He 
recognizes that shoes are necessary and 
that good merchandise sold at reason- 
able prices in the stores giving excep- 
tional service will win the confidence 
and good will of the general public. 


Silberberg and Bauer Open New 
Store 
Another new shoe store recently 
opened on the south side is that of 
Silberberg and Bauer at 79th and Hal- 
sted Streets. This is the second store 
opened by this enterprising concern. 


Sam Goldstein Opens a New Store 


Sam Goldstein who for some time 
past has had charge of the shoe depart- 
ment of Klee Bros. has recently em- 
barked in the shoe business on his own 
account. With Sam Goldberg, he has 
opened a new shoe store at Madison 
and Robey Streets. 


Where to Buy 


Children’s Shoes 
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a 


STICKLES 


KO-REC-TOE 


R be MAR ~ 


RADE MAR 


THE L. D. STICK SHOE CO., Mfrs. 


ng, Minnesot. 
OOURCRREECECREEEC RARER eeEEeeeR eRe ceeteeReeeeeeeeeeeesterees: 


**In Stock Turns” 
“Limited Quantity” 
a, Re white cab. top cir. fox no 








y= A 5 per cent 10, Net 30 


JOHN M. =o HEARN SHOE CO. 
Atlantic Ave. 








“HIGH CUTS, TURNS” 
“es pase gray suede top cir. fox spring 


Pat. lace gray kid top cir. fox spr. heel 4-8 $2.60 
ener buck top cir. fox spr. heel 


Terms 5 cent 10, Net 30 
JOHN M. AHEARN SHOE CO. 
683 Atlantic Ave. 

















Where to Buy 


Ballet Slippers 











“Flexo” 
GYMNASIUM 
SHOES 


Women’s Dull Goat Oxford, $1.30 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








BALLET SLIPPERS 


Women’s Black, - $1.65 and $1.75 grades 
Misses’ Black, - >, $1.40 and SEG gentes 
Child’s Black, - 


- $1.55 and $1.55 grades 
Black - $1.50 and $1.60 grades 
JOHN E. McNAMARA 


VERY BEST IN BALLETS 
TRY OURS" 


YOU SURELY WILL BE PLEASED © 
eee NE 
Child’s rng “ 8to 1044 1.55 
Whites Ten Cents a Pair More 
PURITAN SHOE CO.,Inc.. 74 Reade SN. ¥. C. 
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Where to Buy 


Standard Shoe Materials 








Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 

BOSTON 
Formerly Walpole Shoe Supply Co. 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice- 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Seuth 
Creese & Cook Co. Soa oe 








GUARANTEED 

TWO YEARS 
Hub Gore means 
er 


FFICE NEW YORK OFFICE 
ts Chaney St. 395 Broadway 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Paxton Merchant to Have Shoe 
Department 


Thomas F. Lunde of Paxton, IIl., 
was in the Chicago market during the 
past week buying shoes for the new 
department to be opened with his 
clothing and haberdashery store. With 
the addition of shoes, the new store 
will have a complete line of men’s 
apparel. 


Low Cuts Selling Best 


The weather during the past week 
in Chicago has been exceedingly warm. 
The high-class stores in consequence 
have been selling low shoes almost 
exclusively. Two distinctive types of 
footwear are selling well. One is 
oxfords, in black and brown calf and 
black and brown kid with welted soles 
and military heels, the other is the 
lighter and more airy type in black and 
colored, in strap effects, with Louis 
heels. 


WHOLESALERS OPTIMISTIC 


Orders Coming in in Fairly Good 
Volume 

Chicago wholesalers and in-stock de- 
partments are generally optimistic as 
to future conditions. All through the 
Middle West the weather has been 
warm and scarcely any rain has fallen. 
As a result, merchants in the smaller 
cities and towns are continuing to sell 
low shoes and the lighter types of high 
shoes. Traveling men report that mer- 
chants are getting their stocks well in 
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hand and they feel that they will soon 
be in the market for large quantities of 
footwear. Business is coming in jn 
fairly good volume, the great major. 
ity of the orders being for at once 
shipment, although quite a number of 
sizable orders are reported for Spring 
delivery. 

One traveling man representing an 
Eastern factory, who was at the Chicago 
in-stock department, says that ‘the 
majority of his sales have been on low 
cuts for Spring delivery. 

A very prominent wholesaler said 
that he is convinced that prices of shoes 
in wholesale houses in Chicago are !ess 
than actual replacement value on 
today’s market. He is of the opiiion 
that prices have reached the botiom 
unless there should be a heavy re- 
adjustment downward of labor prices, 
of which there is no indication at the 
present time. 


Reports Increased Orders 


The salesmanager of one of Chicayo’s 
manufacturers of men’s shoes reports 
that the volume of sales received from 
the traveling men during the past 
week are far in excess of the records of 
any previous week during the season. 
He takes this as an indication that 
retail merchants are becoming con- 
vinced that shoe prices quoted by fac- 
tories at the present time are as low 
as can be expected under present condi- 
tion of the leather market and that 
merchants are buying with more confi- 
dence than during several months past. 


Cincinnati 


TRADE SPASMODIC 


Changeable Weather Brings Busi- 
ness by “Fits and Starts’’ 


Business in the retail stores of this 
city has been more spasmodic during 
October than for some months past. 
The merchants attribute this condition 
almost wholly to the changeable weath- 
er which the Ohio Valley has been 
having. The first few days of the month 
were of a real Fall nature, but with the 
exception of a cold day here and there, 
the remainder of the month has been an 
extension of the Summer. “Probably 
never before has the weather been so 
prominently the deciding factor in the 
retail trade as it has been the past two 
months,” says one local merchant. 

However, in spite of the unseasonable 
weather, the local merchants express 
satisfaction over total of sales for each 
day and each week. One very notice- 
able feature in the nature of the business 
is the fact that during these warm Fall 


days the women are buying brogue 
oxfords, and especially good have been 
the sales of those merchants who have 
replenished their stocks at the new and 
lower prices during the past two or 
three weeks. The Potter Shoe Com- 
pany has been offering a number of this 
nature at $6.00. 


Merchants See Better Times 
Coming 


H. C. Vollrath, manager of the H. & 
S. Pogue women’s shoe department, is 
very optimistic over the outlook for the 
Fall season as a whole. He says that 
while the season.is.a-little slow in gain- 
ing full sway as a result of the weather, 
he believes trading will be normal as 
soon as the weather breaks. Aside from 
the regular movement of staple styles 
the Pogue Company has had some good 
business in novelty lines, the chief 
feature being the sale of anklette 
boots. 
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soon X-ray Machine Installed Eisman of the Charles Meis Shoe Com- 


i . turned this week from Milwau- 
1es of The Potter Shoe Store is the first pany. oe : Wh B 
in in among the Cincinnati shoe stores to in- kee where they = na seers ere to u 
rajor- stall the new shoe fitting device called committee on exhibits for | aeigh 
once the “Footoscope,” displayed at the of completing arrangements or the 
: Cincinnati Market exhibit. Both Mr. 





er of last national convention of the shoe = 
pring retailers. This instrument enables the st one ; aaa vere aoe 
shoe salesman, through the use of a iy oa A (ALD) LIOMOU (UD< PREG y 
declare that the Queen City’s market 


& an various adjusted lights and lens, to 


icago look into the shoe while the customer display will be excelled by none. 

















the has it on and see exactly where the shoe ’ 
1 low fits and where it does not fit. The Pot- In-Stock Business Good 

: ter Company will make use of two such With 17 styles in their stock depart- 
‘aid JJ instruments; one on the first floor for = ment, F. X. O’Brien, vice-president of 
ns their men’s and women’s departments, The Holters Company, reports a good COLOR PRINTING DESIG: 
hayes: and one on the second floor for the volume of immediate business. 
a growing girls’ and children’s depart- TNT TENE CATAI OGUES: 
tom 1 po RE ee eRe Riaminc es Rete Telephone Main 2408 
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> locaicd on the second floor and the HOOP ER PRINTING COMPANY 
‘ices, other on the first floor. Harry Mc- George Vollman, secretary of the 74 INDIA STREET, BOSTON 
- the Lauchlin reports a satisfactory business Helming-McKenzie Shoe Company, up- ‘ eas 


on returning from New York this week 
reported marked activity in the shoe UN I V F I») S| TY 7 


Special Sele of Bore’ Shoes departments of Metropolitan retail 
P y stores featuring moderate prices. ECTRor YPE «FOUNDRY 


for the current month. 





1z0'8 The Smith-Kasson Company has 
ports been conducting a special sale of boys’ 
from shoes this week. Branded lines, in- To Sell Children’s Turns Abroad 
past cluding values at $8 and $9, were of- The Co-operative Shoe Company 
is of fered at $4.95 and $5.98. The sale recently completed arrangements for 
son. brought favorable results. the handling of their Start-Rite chil- 


that ees dren’s turns through agents in Cuba, 
con- Given High Masonic Honor Porto Rico and Mexico. 
fac- William H. Tateman, secretary of the —_—_—- 
low Boot & Shoe Manufacturers’ Associa- Selby Shoe Co. Head a Visitor 
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: tion of Cincinnati, was honored last Mark Selby, president of the Selby 
at week by being elected grand master of 
fi- “ é Shoe Company, Portsmouth, was a 
n the First Veil of the Royal Arch Masons sited Si tine ty the latter wat of leat 
ast. at the convocation of the Grand Chapter ee 






































of Ohio which was held at Youngstown, week. ATLANTIC PRINTING CO. 
Ohio. Shoe Printers 
—_—_—_—- Last Company Opens Office Tear out thie ad and mail for detail of 
Working on Cincinnati Display Will J. Denny, representing the eed ShecTrade 
H. N. Lape, salesmanager of the United Last Company, recently opened 201 South Street, Boston, Mass. 
gue Julian & Kokenge Company, and S. J. a suite of offices at 621 Main Street. . Telephone 4960-4961 
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Where to Buy 


Miscellaneous 














A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 














« 


MEYER’S THREAD 
Is the Safe Thread 
For dependable shoemaking. 

Don’t take our word for its 
quality. Write for samples 
a test it y 
y= ty in 156 different — 
ies including shoe trade 


Lowell, Mass. 


Caveuseccuneseetennsal 


_ MEYER TusaaD co. 





3 Fine diss 

OF EVERY DESCRIPTION 
: BEADED AND METAL 
BUCKLES 

OUR SPECIALTY | 


FASHION ORNAMENT CO 


198 MIONTACGVUE ST BROOKLYN N Y 





You need this book on 


SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St. Besten, Mass, 





Ea 

















HAVE YOU THE TIME 


to fuss with i windows, spending 
your valuable time when you can 
rocure at a nominal cost Foote 
Fiand Made Displays ready for you 
to set up? rite us. 
THE FOOTE ASSOCIATES 


40 State Street Rochester, N. Y. 











SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 


ery PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








D. W. COULTAS CO. 


Manufacturers 


RHINESTONE BUCKLES 
Big Demand 
Write for samples 
PROVIDENCE - - - 


ovvin FREE USE 


Sf Boe Fly Loree Folder, if place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 
N.H. GROVER CO., R63, 161 Summer St, Besten 


R. I. 
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then the shoe stores had about all they 
could handle. One of the large down- 
town stores could not get sufficient help 
to handle its customers. Everybody 
along the avenue was talking about the 
good business. 

Many of the merchants, with a view 
to the unusual conditions that would 


come from warm weather so late, 


stocked up rather heavily on low shoes 
and they are now happy. The manager 
of the shoe department at Halle’s store 
is not worrying about the weather nor 
about trade. He figured it out some 
time ago that low shoes would take 
well late into the Fall, and that his 
judgment was sound is now being 
demonstrated. 


PRICES READJUSTED 


Bank Points to This as Outstanding 
Development 


The statement for October of the 
Cleveland Trust Company gives a good 
line on what is taking place in shoe 
stores, as well as in all lines of business. 
The bulletin says the outstanding 
development of the last month has been 
the pronounced progress made in com- 
modity price readjustments. Most of 
the recessions in price have been in raw 
materials, however, and therefore the 
cost of living has not been proportion- 
ately reduced. 

Warm weather price uncertainty and 
some reduction in purchasing power, 
due to industrial contraction, were re- 
flected slightly in retail sales in Cleve- 
land during the last month. Some of 
the important stores have announced a 


New 


NEW PRICE LEVEL REACHED 


Shoes Being Sold But at Prices 
Which Are Unsatisfactory 


Little improvement is reported from 
the retail and wholesale quarters of the 
shoe trade in this city. Shoes are mov- 
ing in fair quantities from the shelves 
of the retail merchants, but at a con- 
siderable amount of selling effort and 
price cutting. One leading merchant 
aptly put the situation in the following 
words: “‘We are selling shoes, but not 
the kind we would like to sell, and not 
at the prices we would like to obtain.” 

Apparently a new price level has been 
struck for the time being. Some mer- 
chants are coming out frankly and ad- 
mitting to the public that a new level 
of prices is in force. The leader of these 
is Franklin Simon & Co. Among the 
other merchants who carry footwear 
and who have used this method are 
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policy of following reductions in whole 
sale prices with immediate cuts in retajj 
prices, based on replacement costs. Qp 
the whole, however, recent raw materia] 
and wholesale price declines have not 
had time to work down to the ultimate 
consumer. 


Predicts Lighter Tans 


H. L. Jetter, manager of the Superior 
Avenue store of the Chisholm stor:s, js 
anticipating a change in the deman:! for 
a lighter shade of shoes for next Spring. 
He says that the darker shades of ians 
will, in his opinion, not hold the public 
favor next Spring that they now do. 
He asserts that mahogany has heen 
popular for three seasons, and thit it 
is about time for its popularity to wane. 
Mr. Jetter expects to take on a xood 
stock of lighter shades of tan for Spring, 
and he would not be surprised if biack 
low shoes sold better in the new vear 
than they have in the past. 


Merchants Not Buying Freely 


Cleveland merchants have not bought 
for Spring as strongly this time of vear 
as they have in the past. They have 
been influenced by the propaganda for 
lower prices, and the usual uncertainty 
that exists in the nation before each 

_ national election. They have been wait- 
ing to see what alignment business 
interests would take after the next 
President is chosen. Trade conditions 
generally, however, would indicate 
that there will be a good volume of 
buying for the Spring season after elec- 
tion day. 


York 


Oppenheim-Collins & Co. and John 
Ward. . The latter is displaying signs in 
the several shoe stores bearing this 
name, asserting that the $8, $10 and $12 
range of prices does not represent a 
reduction but a new price level. Oppen- 
heim-Collins & Co. in their 34th Street 
store last week called attention to 
womeén’s shoes marked down from 
$15, $18 and $20 to $12.20, “in ac- 
cordance with the downward trend in 
prices.” 

As far as the ultimate consumer is 
concerned, shoes are from $2 to $4 a 
pair cheaper than they were this time 
last year. Part of this, according to the 
merchants, is due to a lower price asked 
by the manufacturer and part by a 
shaving of profits on the part of the 
retailer. 

Colder weather undoubtedly would 
stimulate buying on the part of ulti- 
mate consumers, and up to the third 
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week in October, New York was suf- 
fering from warmer Fall weather than 
js usual. In some stores during the 
past week, retailers claimed to have 
experienced an improvement in sales, 
but the majority of retailers were not 
enthusiastic over the volume of sales 
so far. 


EXPLAINS LEATHER DROP 


Connection with Shoe Costs Ex- 
plained by John Slater 


The wide publicity given the recent 
drop in leather has armed consumers 
with another argument against high 
shoe prices. John Slater, president of 
the ‘ocal shoe retailers’ organization, 
took the lead in explaining through the 
news columns of the daily press why 
it is impossible immediately to reflect 
the drop in leather in the price of shoes. 
A published interview with Mr. Slater 
appeared as follows: 

The latest big drop in leather prices 
two weeks ago, bringing the price of 
leather down approximately two-thirds 
from the peak prices of last Winter, 
cannot be immediately reflected in shoe 
prices and do not count as much in the 
price of finished footwear as the average 
layman believes, according to John 
Slater, of J. & J. Slater, president of the 
Retail Shoe Dealers’ Association, of 
New York City. 

“Shoe prices are declining,”’ said Mr. 
Slater, “‘but it is impossible to bring 
shoes down equally with leather. In the 
first place it takes from 10 to 12 months 
to work leather up into shoes, get them 
into the retail stores and on to the feet 
of consumers. In the second place, 2 
drop from $1.05 to 31 cents a pound in 
calfskins means a decrease in value of 
about 35 cents a pair in shoes made 
from that leather. I figure calfskin at 
about nine and one-half feet to the 
pound, sufficient for two pairs of shoes. 
In addition to this, the shoe manu- 
facturer loses in cutting, since tanners 
will not sell him all top grade skins. 
His order has to include lower grades as 
well, which do not cut to advantage.” 


Merchants Buy Sparingly 


Local retail merchants are proceed- 
ing with extreme caution in ordering 
new merchandise. Some of them report 
that manufacturers are beseeching them 
for orders and are making concessions. 
In fact one of the most prominent of 
the retail fraternity here asserts that 
several manufacturers are booking or- 
ders at prices that will show them no 


profit, being content to earn cost and |. 


overhead on their output to keep their 
organizations together. It appears that 
some of them who have not placed 
orders with manufacturers for full Fall 
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and Winter requirements are depend- 
ing largely on jobbers for filling in 
stocks as they need them. 
LOOK FOR NOVEMBER 
IMPROVEMENT 


Despite the fact that the manu- 
facturers are not receiving large orders 
now, they expect an improvement 
shortly after election. A leading manu- 
facturer of men’s shoes has just booked 
an order for $15,000 worth of footwear 
of the novelty type, which he believes 
is the forerunner of more business to 
follow as soon as cold weather sets in and 
retail stocks begin to move with more 
briskness. 

In a statement relative to business 
conditions, Morris S. Barnet, President of 
the Barnet Leather Company, gives an 
optimistic outlook. He says, “‘Natural- 
ly, my opinion is predicated upon the 
conditions met with by our company. 
So far as sales are concerned, a com- 
parison shows that we have as many 
orders in hand at present as we had at 
the same time last year. Our plant has 
been operating to full capacity prac- 
tically the entire year. 

“Sales in actual footage have been 
equal to those of last year, although 
naturally there is some shrinkage in 
volume, due to the lower price of 
leather. We are operating both in pur- 
chases and sales at prevailing prices. 


Looks for Financial Improvement 


“I believe that the situation will 
gradually improve, and that with the 
election of Senator Harding, which I 
consider a foregone conclusion, there 
will be a noticeably rapid improvement, 
prices becoming firmer, demand in- 
creasing and conditions in general as- 
suming an exceedingly healthy tone all 
over the country. 

*‘As crops are harvested, financial 
conditions will improve. 

‘Already rates are a little easier and 
banks will no doubt supply their cus- 
tomers with all funds needed for legiti- 
mate purposes. All that is necessary 
for a general revival of confidence in all 
lines is action to stop profiteering. The 
public will then begin buying as it for- 
merly did, on a replacement value. 
Our one hundred and ten. millions of 
people are accustomed to the spending 
of money, and they will not stop spend- 
ing if they feel they are getting full 
value for it. We should all co-ordinate 
our energies toward bringing back the 
normal conditions that existed during 
our former years of prosperity and 
happiness. There is no country on the 
face of the globe that can be com- 
pared with the United States in its 
resources and its people, its energy and 
its thrift.” 


105 








Where to Buy | 


Miscellaneous 

















Perfection Pneumatic 
Arch Cushion 


ELASTIC TIP COMPANY 
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Boston, Mass., U. S.A. 
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Shoe Polishes 

















inteidiamaien 
Best In Thetr Class 
\jen= 
WHITE 


CREAM UNBURNABLE 





for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 











The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. | 


67-69 Murray St. 
New York 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
*‘Where to Buy” columns. 
This feature in its quick 
service is a time saver in 





meeting immediate needs. 
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212 ESSEX STREET C. H. DANIELS, Pres. 


Consolidated Shoe Company 


INCORPORATE! 


Boston, Mass.,U. S.A. 


Children’s Shoes y 


Pat. Vamp and Fox, Mat Top, Button, Black Kid, Kid Tip, Button, Corru- 


Corrugated Sole, Foot Prints center. gated Sole, Foot Prints center. Last 
Last 90. Spring Heel. — 90. Spring Heel. 


No. Q 216—4-8 D.....:....... $1.90 No. Q 200—4-8 D............. $1.90 
No. Q 416—834-11 D.......... $2.50 In-Stock F or No. Q 400—83-11 D.......... 90:80 


Pat. Vamp and Fox, Blumenthal White s 
Havana Brown Kid with Tip, Corru- 


Kid Top, Button, Corrugated Sole, Immediate Delivery gated Sole, Foot Prints center. Last 


Foot Prints ter. Last 90. Spring 
Seed. a, 90. Spring Heel. 


No. Q 210—4-8 D............. $2.25 Close Edge Turns No. Q 220—4-8 D............. $2.20 
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Republic Felt Shoe Corporation se 


899 Kent Ave. st 32 Brooklyn, N. Y. oe 
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Lynn 


SALESMEN TAKING ORDERS 


Light Shoe Business Picking Up, 
Is Reported 


More Lynn salesmen are on the road, 
and they are traveling more, than for 
many a season. The markets are being 
thoroughly drummed. Salesmanship 
prings results. Sales are on the in- 
crease. 

According to reports from salesmen, 
mild weather prevailed about the coun- 
try uatil Columbus day, and even later. 
The consequence was that the light and 
dainty shoes, such as the strap pumps 
and boots, continued to sell. Lynn goes 
strong on strap effects, not only for 
this Fall, but also for next Spring and 
Summer. 

Gray, blue, henna, brown and black 
shoes all are selling, and many of the 
pleasing, quick selling styles are of satin 
or suede. 


Predicts a Shoe Shortage 


Williams, Clark & Co. predict a 
shortage of shoes, when the demand 
gets back to normal, as it must. They 
point out that production of shoes has 
been small for a long time. But all the 


while people have been wearing out’ 


shoes. They also announce their new 
catalogue, telling of 21 styles of boots, 
oxfords and pumps in stock. 


Even Distribution of Lasts 


Some buyers are spreading their 
orders over a variety of styles, with the 
consequence that quite a variety of 
lasts are in use. For instance, in one 
Lynn factory practically all the sets of 
latts are in use. The shoes going 
through have heels of eight different 
heights, ranging from 8-8 to ‘18-8 high. 
The manager says he never knew a 
time when his orders were so evenly 
distributed over his lasts. 


New Patterns Mostly Straps 


Strap styles lead among the patterns 
now being made in the shop of “‘San- 
born of Lynn.”” That applies to new 
patterns for next Spring and Summer, 
as well as to patterns of this season. A 
sign it is, showing that Lynn will make 
many strap style shoes for 1921. 


New Types of Boys’ Shoes 


The best boys’ shoes made in the 
North Shore district are the genuine 
Goodyear welts. The ‘Goodyear 
Stitched”’ shoes, as some have begun to 
call them, are lasted by the McKay 
process, and a first sole is sewed to 
them by a McKay machine, or is wire 


clinched. Then the outersole is sewed 
on by the Goodyear welt machine. 
Some strong heavy shoes for boys are 
made with two soles, and a heavy grain 
leather upper, the soles being attached 
by the metallic fastening process. 


McKays in Ten Days 


Ten working days was the time for 
making up a few orders for McKay 
shoes in one Lynn shop. Telegraphic 
inquiries about styles and prices begin to 
come in. 


Littlefield Elected Bank Head 


C. A. Littlefield of the V. K. & A. H. 
Jones & Thomas Co. was elected presi- 
dent of the Industrial Bank of Lynn 
at its recent meeting. 
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T. & T. Factory Sold 


The plant and equipment of J. B. 
Thomas & Tarr Co., Lynn shoe manu- 
facturers, has been sold to William 
Shienwald of Boston, who will make 
3,000 pairs of women’s McKay shoes 
in it daily. 


Barry Buys New Plant 


“W. J. Barry Shoe Company, who 
formerly made shoes in Salem, has 
lately bought mill No. 18, of the Hart- 
ford mills in Lowell, and is occupying it 
for the manufacture of shoes for men, 
boys, youths and little gents. 


Gives Away His Patents 
Everett H. Dunbar, the Lynn footolo- 
gist, has given to the shoe trade his 
patents on methods of making shoes. 
They relate mostly to shoes of sensible 
shapes. The gift is made outright. 


Rochester 


MERCHANTS TO MEET OCT. 27 


Regular Monthly Gathering to Be 
Held 


The regular monthly evening meeting 
of the Rochester Retail Shoe Dealers’ 
Association will be held at the Powers 
Hotel, on Wednesday, October 27, at 
6.30 P. M. President Van Deventer is 
arranging an interesting program and 
is planning to invite the merchants 
from the surrounding towns to join 
with the local men in their discussions 
of the present-day problems of shoe 
merchandising. 


LOWER PRICES ADVERTISED 


No Decrease in Quality, However, 
Say Rochester Merchants 

“Shoes lower in price, but not in 
quality,” is now the slogan of the 
advertising of Rochester shoe mer- 
chants. During the past week many 
good values have been offered, but up 
to the present the offerings haye been 
confined to one or two leaders in each 
store, and, profiting by the experience 
of last Summer when everyone offered 
oxfords at extremely low prices early 
in the season and as a result were un- 
able to meet the demand .-later in the 
season, no one has come out with 
drastic cuts on all merchandise. 

Gould, Lee and Webster offer a 
genuine Crossett cordovan bal men’s 
high shoe for $12.00. Wm. Eastwood & 
Son Co. feature a conservative all 
service men’s shoe made of highest 
grade cordo brown Russia calfskin with 
medium round toe and heavy single 
sole for $10.00. 


McCurdy & Company are showing 
women’s walking oxfords made by 
Hanan, Forbush, French and Thompson 
at prices ranging from $12.00 to $18.50 
a pair. 


Public Skeptical, Says Merchant 
George Schmanke, manager of the 


-Sterling store, believes that the public 


is all fed up on one-third off sales and 
that the merchant who talks quality 
rather than price will do the greatest 
business this Fall. To prove his con- 
tention, he cites a sale which they held 
some few weeks ago in which they 
offered regular value $7.85 women’s low 
cut shoes at $5.85. During the sale 
they did very little business, but during 
the following week when the shoes were 
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Boys’ Shoes 











J. PINSKER 


127 Duane Street - New York 
SALESROOM 


Little Gents’ and Boys’ Shoes 


Made by 


C. F. STAHLER SHOE CO. 
Allentown, Pa. 


WANTED 
Where to Buy STYLES 
An extra editorial service to “Recorder” 


readers, free for the asking, with authentic 
information on current problems. 
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Don’t Let Your Children’s Shoe Stock Get Too Low. 
“B & P’? SHOES MEAN MORE BUSINESS 


GOOD SELLERS IN STOCK NATURE LASTS 


Soft Soles and Hand-Made Moccasins a Vamp a Kid Button, with 
tassel, a 1 = 


218—Patent Foxed Button, with either white 
or black high grade cloth tops at $6.60 per 


dozen pairs. 
204—Patent Foxed Button Shoe, white leather 


top, at $8.40 dozen pele = 

290—Button Shoe, tassel, all white, tan, cham- 

pagne and ¢ ay, at $8. 40 per dozen Pairs. . Right Walk Turns. ~ pe Heels (3-8) 
land-Made Moccasin, white leather, 

trimmed with he blue, pink or white rib- 700 9- Black Kid Button. 


ben. ¢ % ag nes 
Leather Moccasin, white- 
wt trimmed, with ‘ither blue, white or pink rib- 
m, at per 5 
339—Hand-Made pd ong Silk ey 
sometimes called fancy quilted satin, at $9.00 
per dozen pairs. 


First Walk (1-5) Feather Edge Turns 


400—All Black Kid Button at ‘* -25 
401— Whole Quarter Tan Kid Button at.. 1.75 
410—Patent pe —y Top Button at. 1. 

1. 
t 


sacneenee 
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no 


fq 


2 RY eet crn eect Sear 


40 
420—Black Kid 
461—All Patent One Sees Ankle at. 25 
611—Patent Vamp White Kid Top Butto - 


SELLE ELOISE IO GE CS I I IR A on 


SENSES. 


TERMS, 5% 10 DAYS 


If you sell Children’s Turn Shoes, Moccasins or Soft Soles you need our 
Stock Department Service. Order now for Immediate or Future Delivery. 


THE B & P FOOTWEAR CO., Ine. 


Department 3 OSWEGO, N. Y. 


une eaeRaTs Sate: 
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No. 431—Paris Kid Polish on No. 499—Paris Kid Polish on 
No. 240 Last, Medium Toe, No. 516 Last, Flexible Welt, 
aie Rae 1-in. —_ Flexible Medium Narrow Toe, Plain 
Price $8.00 Box Toe, 13-inch Heel. Ball 
to EE two widths fuller than Instep. 


No. 63747 K id” aiek like Instep one ice 


No. 431 in Lady Bey STOCK 
rade ice $6.75 AA Ball to E Ball 
IN STOCK A to EE 


READY TO SHIP the day your order is received. 
Goodyear welt, black kid boots 
of attractive, conservative style 

and superior quality. 


“‘Soft Shoes for Tender Feet’’ 


J. J. Grover's Sons Co. 


LYNN, MASSACHUSETTS 
BOSTON, 183 ESSEX ST. :: NEW YORK, 47 W. 34TH ST. 
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again marked at the original price, 
$7.85, they moved practically the entire 


Jot. 


Welcome New Member 


At the weekly meeting of the Roches- 
ter Retail Shoe Dealers’ Association, 
heli at the Chamber of Commerce, Sam 
Bal! of the Ball Shoe Company Roches- 
ter’. newest shoe store, was admitted 
to 1. embership. 





P‘DGEON OUT FOR LEAGUE 


He:d of New York State Association 
'hinks Nations Should Unite 


\ illiam Pidgeon, Jr., president of the 
Retxil Shoe Dealers of New York 
State, is out for the League of Nations, 
heart and soul, and feels very strongly 
tha‘ it should be adopted for the reasons 
expressed in the following letter: 

“4s. the campaign progresses and I 
see ‘he issues that are involved in it, it 
gradually narrows down to but one 
great thought—namely, the League of 
Nations’ issue. I am neither a Demo- 
crat nor a Republican and so cannot 
be accused of partisanship in this 
matter, but I cannot refrain at this 
time from expressing my opinion in 
the hope that others may find them- 
selves in the same situation. 

“Tt seems to me that the spirit which 
would prompt America to live a se- 
cluded, selfish, individualistic life, merely 
for her own security and her own 
pleasure, regardless of the other nations 
of the earth, is one that must ultimately 
destroy her. It seems that that is the 
spirit that prompts most of the agita- 
tion against the League of Nations idea. 

“Tt also seems to me that the spirit 
which impels us forward and onward 
to consider not only our own welfare, 
but the welfare of other nations and to 
welcome any opportunity that presents 
itself to steady the world and bring it 
into a greater bond of human fellow- 
ship is the proper spirit and the one 
that truly represents the American 
viewpoint. 

“I cannot believe the spirit of the 
American people will say, ‘America 
first,’ and all the rest of the world ‘go 
hang’ and feel that that represents true 
Americanism. But if this American 
nation can bring into the realm of re- 
construction and peace the same spirit 
of international co-operation for the 
common good of all mankind, that 
would truly represent the American 
spirit in my judgment. 

“To me, this is the one great, vital 
issue of a lifetime and I would not be 
guilty of doing anything ‘in word, 
thought or deed that would lay even 
one.straw in the pathway of bringing 
about so wonderful an opportunity for 
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world-wide fellowship as the League of 
Nations will do. 

“When I vote on election day and 
cast my ballot for those candidates 
which favor this wonderful new vision 
of a better day, I shall feel it a sacred 
duty that is akin to a deep religious 
motive and shall rejoice that I, a humble 
citizen, may have the opportunity of 
casting one ballot in an attempt to 
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bring about something which all the 
seers and poets and dreamers and 
saviors and prophets and idealists have 
longed and dreamed to see. 

“Wrapped up in this great thought 
of a League of Nations even with all its 
human weaknesses and imperfections 
is in my judgment the real genius of 
all true religion and of all genuine 
Americanism.” 


West Virginia 


Fall Foliage Produces a Very 
Attractive Window 


The window decorator of the Cut 
Rate shoe store, 149 Baltimore Street, 
Cumberland, Md., with the assistance 
of abundant Fall foliage, has produced 
a very attractive exhibit, and one 
which has been much admired by those 
who have seen it. One window contains 
women’s shoes, while the other is filled 
with men’s and boys’ shoes. Here, 
there and everywhere about the window 
beautifully colored Autumn leaves were 
tastefully arranged by the decorator, 
producing unique effects in window 
dressing. 


NORVELL EXPLAINS 


Shoe Wholesaler Declares Men Were 
Discharged for Disobedience 


‘George W. Norvell, secretary and 
treasurer of the Perry-Norvell Shoe 
Company of Huntington, W. Va., has 
written a Huntington newspaper con- 
cerning the discharge of Claude Pullen 
and Raymond Bowman, employes of 
that company, on the day of the Hard- 
ing speech in Huntington. Mr. Nor- 
vell’s letter, which is given in full, 
charges disobedience as the cause for 
the dismissals: 

“Gentlemen: Your paper of Sunday, 
October 3, carried a story to the effect 
that certain of our employes had lost 
their positions and are now seeking 
work elsewhere because they attended 
the Harding meeting held here Wednes- 
day last. 

“The facts are that some 25 or 30 
of our employes heard Senator Harding 
speak and later returned to their work 
with no word of criticism from our 
management, but Claude Pullen and 
Raymond Bowman were discharged 
because as a means of exit and return 
entrance they used the fire escape and 
refused when told by our superin- 
tendent to go to the time clock and 
register their absence. 

“It is not surprising that an unfaith- 
ful employe who had to be discharged 
would misstate the facts in this matter, 
but it is disappointing that you, what- 





ever your reason, would run the story 
without first making some effort to 
verify it. : 

“It is hoped that you will now show 
us the courtesy of attempting to correct 
the impression that the public has 
gotten from the article referred to.” 


WHEELING RETAILER TALKS 


Seaton Alexander Makes Address at 
Meeting of Mercantile Board 


Seaton Alexander, a shoe merchant 
of Wheeling, W. Va., addressed the 
members of the mercantile board of the 
Clarksburg Chamber of Commerce, 
October 19, at the Waldo Hotel. Mr. 
Alexander has been taking an active 
part in the affairs of the National Shoe 
Retail Dealers’ Association and ad- 
dressed that body at its national 
convention in Boston. He showed 
himself thoroughly conversant with 
merchandising problems as they pre- 
sent themselves to the retailers today, 
and demonstrated his ability to address 
a mixed body of merchants such as 
make up the membership of the Clarks- 
burg mercantile board. The special 
committee in charge of the meeting 
was made up of the following men: 
Charles Livingstone, N. J. Hayman, 
W. B. Frantz, W. V. Neal, George 
Johnson and W. H. Melet. 


Shoe Merchant and Attorney Form 
Partnership 


H. C. Watters, Huntington, W. Va., 
shoe merchant, and W. L. Ferguson, 


‘ attorney, have formed a partnership to 


buy and sell real estate, and to do a 
general fire and other insurance busi- 
ness. Mr. Watters is one of the oldest 
as well as one of the most successful 
business men of Huntington. 


New Shoe Store Opens 


After the most elaborate changes in 
the front and interior of the building 
at 29-31 North Mechanic Street, 
Cumberland, Md., the Fram Shoe 
Store has occupied the quarters as its 
new and permanent home and is ready 
for business. The building has under- 
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—“DANDY ANN”. ~ 


MONEY MAKERS READY TO SHIP.— 


S L i P PE R S STYLES THAT ARE ALWAYS SALABLE 


ONE-STRAP 
SANDAL 
7-8 HEEL 

$2.00 





BOUDOIRS 
LOW HEEL 
Stock No.100 Black $1.45 
WITH_ RUBBER 


Stock No.101 Red = 
Stock No.102Tan |. 3.STRAP HEEL $2.10 


SANDALS 
9-8 HEEL . All sandals made 
low heel 


nef wiisd 


BLACK CAB—TURN SOLES 


SLR Bg ean 


Orders Shipped Day Received 


——— 


prvi | Terms, 2% 10 days 
Net 30 days 


; $2.00 
The Bay State Slipper Co., Dept. 10. Haverhill, Mass. 
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With the Passing 
of the Oxford ... 


high boots come into their own. To make 
the laced boots fit slim ankles perfectly— 
to keep the shoe tops from overlapping—to 
ease the cutting effects of eyelets and laces 
—the answer is 











TONGUE 


ilco PADS 


In Black, Brown, 

Grey or White No. 1 Style for High Shoes, adjustable as to thick- 
Registered BOM 0s voces se eeeeececssescene $2. 
: No. 2 Style same as No. 1, but with thinner felt... 2. 

No. 3 Style as eeeeel. Not adjustable. Heavy 
; ; : PS a. r rer . 
Ask y yryd J ager for this and No. 4 Style for Medium Height Shoes......--.... f 
‘ ; ; ‘o. le for ‘ords « 

other ‘“‘“GILCO”’ Specialties pr echt haecetess+ 

Men’s $0.95 Women’s $0.85 


E. T. GILBERT MFG. CO., Rochester, N. Y. 
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gone thorough remodeling and the 
store room is finished in a manner 
making it ideal for Fram’s needs. 
An invitation was cordially extended 
to people to attend the formal opening 
wher souvenirs appropriate to the 
occa:ion were presented to every visitor. 


Norvell Speaks at Meeting of Credit 
Men 


At a recent meeting of the Charles- 
ton, -V. Va., Association of Credit Men 
held in the Ruffer Hotel, it was defi- 
nitel decided to employ a salaried secre- 
tary to maintain headquarters for the 
assoc ation and attend to the business 
of the organization. The meeting was 
addressed by John E. Norvell, president 
of th: Perry-Norvell Shoe Company of 
Hun! ington, W. Va., and vice-president 
of the National Association of Credit 
Men 


HARRY FRAM DIES 


Well Known Shoe Merchant of 
Cumberland, Md., Passes Away 
Harry Fram, well known shoe mer- 

chant of 99 Mechanic Street, Cumber- 

land, Md., died recently at the Western 

Maryland hospital, following a short 

illness. 

Mr. Fram, who was 46 years old, 
devoted most of his life to the shoe 
business, starting out as a shoemaker. 
He was born in Russia and came to 
this country when a boy. He secured a 
position in a Cumberland shoemaking 
establishment and worked his way up 
to the proprietorship. This later 
developed into the shoe business and 
prospered rapidly. 


SHOE FUND RAISED 


Campaign Progressing Satisfac- 
.torily in Huntington, W. Va. 


In order that no child in Huntington, 
W. Va., shall be without shoes during 
the,Winter, the Huntington branch of 
the,Needlework Guild of America has 
added a new line to its already useful 
endeavor. Mrs. John B. Stevenson, 
the guild president, has announced that 
the guild will create a shoe fund, the 
work to be done under the direction of 
a committee headed by Mrs. A. H. 
Smith as chairman. 

Theshoe fund is maintained by the 
public school also, being handled 
through the superintendent’s office. 
This usually becomes available after 
Thanksgiving, when the monetary offer- 
ing of the children is passed to the fund. 


Display Men Not Backing Festival 


Owing to some misunderstanding the 
Charleston Association of Display Men 
has been reported as taking a part in 
the proposed Fall festival at Charleston, 





W. Va. At a meeting of the display 
men held recently it was decided to 
deny this report, and that while none 
of the firms represented will have a 
booth at the festival, the association 
does not in any way attempt to throw 
a damper on this enterprise, but as a 
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club or as individuals they will not be 
represented. Among the following 
represented at the meeting were: Dia- 
mond Shoe and Garment Company, 
J. M. Evans; Frankenberger and Com- 
pany, H. H. Hope; Palmer Shoe Com- 
pany, C. H. Davidson. 


Louisville 


FALL BUSINESS IMPROVES 


Better than Last Year Though Pub- 
lic Is Buying Sparingly 


Fall business this year has been much 
better than it was last season, due for 
one thing to the fact that business last 
year was materially checked by the 
street car strike, while weaker prices for 
merchandise are also having an effect. 
One prominent women’s specialty store 
head alleges that merchandise values as 
a whole are between 20 and 25 per cent 
under what they were at this time last 
year. However, the public is now get- 
ting just about as well fed up on price 
recessions as it was formerly on price 
advances, and while women are buying 
fairly well, men are holding off and buy- 
ing just what they have to have. Liv- 
ing costs have not decreased materially, 
although foodstuffs are down. Rent- 
als are almost at the stationary point, 
although apartments and small homes 
are costing more now than in the Spring. 

It is noticeable in men’s shoes that 
shoes at a price of around $10 a pair are 
selling better than other grades. Some 
of the leading houses have featured $9 
and $10 shoes above all others, knowing 
full well that these are the popular 
prices at which they are selling the 
largest amount of merchandise. 


Conditions in Mining Field 

An interesting series of articles is run- 
ning in the Louisville Courier Journal, 
by Tom Wallace, a good newspaper 
writer, concerning conditions in the big 
new mining camps of Eastern Kentucky. 
Wallace has opened the public’s eyes 
concerning the size of the operations of 
some of the big companies. At Jenkins 
and McRoberts, Ky., the Consolidated 
Coal Company owns its own towns, and 
has its own stores, which handle a 
line of merchandise the equal to the best 
in the large cities of the district. Men’s 
suits sell well at prices ranging up to $85; 
silk shirts at $18; men’s shoes, at $15 to 
$18 a pair, besides work shoes in great 
quantities. Women’s lines sell equally 
well. Miners are reported to be aver- 
aging from $2,500 a year to $4,000 a 
year, and on part time at that on ac- 
count of car shortage in the fields. A 
full week is five days of eight hours. At 
Lynch, Ky., the U. S. Coal & Coke Co., 


subsidiary of the U. S. Steel Company, 
has a city of about 4,000 inhabitants, 
company owned, and operates similar 
high-grade stores. Miners’ homes to- 
day are equipped with running water, 
electric lights and modern conveniences. 
There are schools, churches, clubrooms, 
picture theaters, etc. Today leading 
jobbers report excellent business from 
the coal mining districts. 


Selling at Spring Price Level 


The Boston Shoe Company of Louis- 
ville, in a recent announcement, stated 
that it had reduced values of a $250,000 
shoe stock, in view of the fact that 
prices on Spring merchandise are much 
lower than today’s prices, and that the 
handwriting on the wall is for a reces- 
sion. Most of the company’s stock was 
purchased at the high levels, but the 
company claims that it is now featuring 
this large stock at prices that will pre- 
vail in the Spring. A total of 14,000 
pairs of men’s shoes; 22,000 pairs of 
women’s shoes; 8,000 pairs of boys’ and 
girls’ shoes; and 9,500 pairs of hosiery 
are affected by the revaluation policy. 
Some excellent values in men’s and 
women’s shoes are being offered at $8 on 
the main floor, and at $6 for men’s and 
$6.85 for women’s in the basement sec- 
tion. It is claimed that the high-grade 
lines and all lines carry next Spring’s 
lower price levels. 


Price Recessions Advertised 


A number of the leading retailers of 
Louisville, especially such department 
stores as John C. Lewis & Co. and 
Kaufman Straus & Co., are running 
statements regularly relative to price 
recessions and lower values, and stating 
that their stocks are being reduced 
steadily to stay in line with prices in the 
Eastern markets. In a recent adver- 
tisement of the John C. Lewis Company, 
the statement was made: “definitely 
lowered prices on new, seasonable neces- 
sities are recorded in this advertisement 
for tomorrow’s selling at Lewis’! No 
one advertisement can begin to do more 
than suggest the lowered prices you will 
find here on thousands of necessities. 
Everything is not back to its pre-war 
levels. Possibly on a few things prices 
will even go higher. But in a very 
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SHOES c% MEND 


Splendid 
Advertising 
Co-operation 


Every¥ Ogden dealer receives 
splendid assistance in the form 
of local newspaper and direct 
mail advertising—the kind that 
goes directly to your customers 
and brings them to your store. 
We also give other forms of sell- 
ing assistance. 


Write for the Ogden 
Selling Plan 
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A New Basis of Shoe Valuation 


The assurance of 1000 miles’ service under which OGDEN 
SHOES alone are sold sets a new standard of shoe value which 
will appeal instantly to the practical buying instinct of your trade. 
It is an original, commonsense idea that is increasing sales for 
OGDEN dealers everywhere. It will increase sales for you. 


Six Comfort Lasts — One Leather 
To Retail at $9 to $11 


We have standardized production and concentrated our entire 
factory on six sure, selling styles. All are made on special 
comfort lasts from one high-grade, chocolate colored Cordo- 
Russia leather. Manufacturing costs are reduced to a mini- 
mum. This means lower costs and consequently higher profit 
for you. It’s a practical point that will help make sales too. 
Write for prices and complete information. 


OGDEN SHOE COMPANY 
MILWAUKEE, WIS. 


































at J 


Lait 
bral 
ford 
at § 
Bes 
$12 

said 
shoe 
can 

‘sole 
Eac! 


caref} 
retur 
buyir 
that ; 
to be 
000 p 
popul 
great 
of nec 


Wh 
busine 
staple 
are a 
And b 
have 

snapp 





Oct. 23, 1920 


large degree the staple, everyday needs 
cannot be bought—at Lewis’—for con- 
siderably less than you had expected to 
ae.” 


Now with Goldstein & Moseson 


A. Clarence Wartman, formerly with 
the Hegal and other local stores, has re- 
cently joined the force of Goldstein & 
Moseson, handling a high-grade store 
at Eleventh and Market Streets. 


Oxfords at $17.50 to $20 


Besten & Langen, Inc., handling 
Laird, Scheber footwear, and private 
brands of high quality, are offering ox- 
fords at $17.50 to $20 a pair; and boots, 
at $15 to $22 in Laird quality, with 
Besten oxfords at $10 to $14 and boots 
$12 to $15. The company recently 
said in connection With its shoes: ‘““Good 
shoes, the only kind that our boot shop 
can afford to sell, keep their buyers 
‘sold’ throughout their period of service. 
Each time a lady puts them on she is 
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reminded of the attractive, neat ap- 
pearance and the excellent way they fit. 
It isn’t an accident that they give such 
service and satisfaction. It is all due 
to our exacting specifications.” 








Louisville Briefs 


S. Bloom & Son, 202-204 West Mar- 
ket Street, Louisville, are now handling 
the Beacon line of shoes. 

The store of Kaufman Straus & Co., 
Louisville, was closed on October 14, on 
account of the death of Mrs. Esther 
Straus, mother of Benjamin Straus, 
president of the company and one of the 
founders. 

J. Thormahlen, formerly with J. B. 
Allen & Co., Atlanta, Ga., has taken 
charge of the shoe department of the 
DuRand Perry Company, Louisville, 
taking a position open for several 
months since the resignation of E. F. 
Potter. Mr. Thormahlen was handling 
the Cousins line at Allen’s and goes 
ahead with the same line in the Louis- 
ville store. 


Boston 


THE RETAIL TRADE 


Public Looking for Lower Prices— 
Novelties Act as Stimulants 


Trade may be generally summed up 
as fairly good. It is excellent in spots 
and novelties are selling well, such as 
satin and suede pumps, also button boot 
effects. Last Saturday and the early 
part of the present week were all bright, 
sunshiny days, the streets were thronged; 
in fact, on Saturday, October 16, so 
great was the crush at several of the 
business corners that it reminded one 
of a Christmas shopping crowd, but 
these people did not enter the shoe 
stores and departments to buy except 
at what they thought were reduced 
prices. Boston people seem to persist 
in their determination to purchase 
carefully, nor do merchants expect a 
return of the past period of extravagant 
buying, although they are all confident 
that after the election business is going 
to be more brisk. With Boston’s 748,- 
000 population, and with a surrounding 
population of at least 100,000 more, a 
great many shoes and accessories must 
of necessity soon be sold. 


Button Boots Popular 


While some stores report an excellent 
business during the past week on 
staples, more stores state that novelties 
are acting as the trade stimulators. 
And button boots as a real style feature 
have made their appearance. One 
snappy style noticed was a black patent 


vamp of three and one-half inches, 
black patent quarter, Louis heel, and 
light gray buck top of eight and one- 
half inches; this shoe had 12 black jet 
buttons. Another dress shoe of bronze 
brown kid had a four inch vamp, Louis 
heels and 12 small pearl buttons; a 
black kid shoe, with four inch vamp, 
had 12 small pearl buttons. It looks as 
though the style pendulum had surely 
swung in favor of button boot styles as 
“something brand new’’ for the woman 
of fashion. 

The stores are showing an attractive 
assortment of Wooleather slippers for 
men, women, and children; these are 
made up with the flesh side out, dyed in 
pretty shades of green, brown, blue and 
red, or in a flesh or all white. These will 
undoubtedly be bought a little later in 
large numbers for holiday gifts. Every- 
where the black satin pump appears, in 
strap effects, and artistically beaded or 
buckle trimmed. 


At Filene’s 


A new pump made of French black 
satin suede, with instep strap of fine 
cut steel beads, is called the ‘“‘Suzanne.”’ 
This pump is advertised by the house 
at the price of $13.50. It is described 
as having ‘“‘a very interesting history.” 
The advertisement continues, “The 
black ooze leather was_ personally 
selected by our representative in Paris, 
and made here for us on American lines. 
It is of exceeding fineness, a delight to 
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the touch. Women’s Shoe Shop, fifth 
floor.” 


At Thayer McNeil’s 


Thayer McNeil Company finds 
among its very best sellers, for a real 
dress proposition, button boots in 
eight and one-half inch tops, three and 
one half to four inch vamps, slightly 
rounded toes, Louis heels, in combina- 
tion leathers, and one leather effect. 
These shoes sell in large numbers at 
$19 and $20 the pair. 

Paul Goodhue, Manager of the Wom- 
en’s Shoe Department, reported that 
business has been good, and that he 
looked for a continuance of good busi- 
ness throughout the Fall. ‘“‘Low shoes 
and spats are still selling in large num- 
bers,” said Mr. Goodhue, “and will 
continue to sell as long as the weather is 
warm, but more calls have been re- 
ceived for boots the past week than 
previously this Fall. In women’s spats, 
the style most called for is the 10-button 
to 12 buttons. We have had calls 
from New York women visiting Boston 
for the six-button spat, and the remark 
has been made, ‘They are wearing 
these in New York,’ but Boston wom- 
en have a dress code of their own, and 
prefer to have the top of gaiter and 
bottom of skirt meet, which is really 
conservative and in extremely good 
taste, and I think is much preferable 
to a margin of stocking showing be- 
tween gaiter top and skirt.” 


At T. E. Moseley’s 


At T. E. Moseley Company’s, a 
smart oxford in dark brown calf, with 
military heel, is selling well at $10.75. 
This is advertised a special value. With 
this shoe, a pair of spats are usually 
sold; another good selling style has 
center perforated tips, in black calf or 
kid. 


At Shepard Norwell’s 


The shoe department of Shepard 
Norwell Company’s has just finished 
its thirty-fifth anniversary sale, which 
was a complete success as far as the 
shoe department is concerned, in fact. 
the best ever. The sales the past week 
have been 60 per cent on boots in tan 
and black kid, and gun metal with 
Cuban heels. Saturday, October 16, 
and the Saturday previous were reported 
by C. K. Merrill, Manager, as the most 
satisfactory since the Fall trade began. 


At Gilchrist Company 





Gilchrist Company’s shoe depart- 
ment featured women’s shoes at $10, in 
black Vici kid welt, lace, military heels, 
AA to D widths; black pony kid welt 
lace shoes, military heels, AA to E 





114 BOOT AND SHOE RECORDER Oct. 23, 1929 


CERNE BSE 


THIS LARGE ANKLE 
BLACK KID POLISH 


IN-STOCK 





EVANGELINE 
WELTS for WOMEN 


AT 


$6.50 


a es 





RE 


2 Pacem corsa ee oe 


FAMOUS 


Crumbs of Comfort 
(Reg. U. S. Pat. Off.) 


SHOES 




















IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS ‘LATEST INVENTION. 

















NO. 4134 


ONE OF BERRY’S BEST STAPLE 
STYLES—GOODYEAR WELT, 8 
INCH TOP, 1 7-8 INCH CUBAN 
HEEL. BUILT ON NO. 74 LAST. 


WIDTHS C, D AND E 





DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 


se 
Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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Fall Style Window of the R. H. White Company, Boston 


widths; brown kidskin high lace shoes, 
with leather Louis heels, AA to D 
widths; brown calf welt lace shoes, with 
cloth tops to match, Cuban heels. 
This house is one of the old concerns of 
Boston, having been in business for 65 


years. 


OTHER SPECIALS 


Low Prices Are Advertised to the 
Public 

The shoe department of Houghton & 
Dutton Company are advertising wom- 
en’s shoes in dark brown and black, with 
military or Cuban heels at $6.50; 
women’s boots, factory seconds, a lot 
of 750 pairs, for $3.49; boys’ shoes in 
black and tan, from $3.49 to $6.50; 
girls’ school and dress shoes, in black 
and brown, heavy soles from $2.49 to 
$7.50. 

At Wilbar’s 

At Wilbar’s, 85 Summer Street, in 
women’s styles are offered a brogue 
oxford in full grain Russia calf and gun 
metal calf, at $5.90; a 12 inch boot with 
Louis heels, in Havana kid and black 
kid, Goodyear welt, at $7.90; a military 
heel boot, in Russia calf, black calf, 
Havana and glazed kid, Goodyear welts, 
at $6.90; a Russia calf, medium toe, 
Cuban heel, snug-fitting oxford, Good- 
year welt, at $5.90; $2.00 spats are of- 
fered at $1.00; thread silk hose, full 


fashioned, in many shades, at $1.00; 
heather hose, all colors, $2.00, $2.50 
and $3.00. 

Men’s shoes in cordovan, mahogany 


calf, Russia calf, black calf, Vici kid, in 
brogues, boots and oxfords, are offered 
at prices averaging from $5.90 to $8.90. 


At Top of Ad 


Wilbar’s ad in last Sunday’s Boston 
papers was headed “An Extraordinary 
Sale,”” contained cuts of the women’s 
shoes advertised, and had at the top the 
following paragraph: 


**(In October, When Sales Are Least 
Expected) 


“Why? It is a fact that during last 
July the shoe and leather industry was 
in a ‘bad way.’ With manufacturers it 
was a question of keeping organization 
together rather than profit-making. 
At that time one of the largest and best- 
known manufacturers of women’s high- 
grade shoes offered to make for us the 
finest quality Boots at several dollars a 
pair less than the prevailing prices—to 
keep his shop going. Now we have the 
shoes. Conditions made these prices 
possible—values such as these could 
never happen under ordinary circum- 
stances. Come and see the shoes them- 
selves and compare the quality and 
price with any you can find elsewhere.” 


FALL STYLE WINDOW 


Shoes and Other Apparel for Men 
and Women Well Arranged 


A Fall Style Window which was re- 


cently arranged at the department 


store of the R. H. White Company 
featured both high and low shoes for 


men and women, and some children’s 
lines. A display of Wooleather prod- 
ucts was made, and skins, dyed in 
green, gray, brown and white, were 
artistically draped on mahogany dis- 
play tables and screens. 

An effective contrast was also ob- 
tained by a green skin, which in con- 
junction with a gilded basket of fruit 
was placed at the top center of the gray 
velour background. 

The figure represented Cavalieri, 
gowned in black velvet, with a bronze 
beaded motif covering the entire even- 
ing gown; her shoes were of bronze kid, 
Louis heels, and ornamented with 
beaded bronze buckles. 


Color Scheme Harmonious 


The color scheme was harmonious 
throughout and was well shown in the 
details of the decorations, such as the 
lamp shade, the lavender feathered 
fan, and the other accessories of home 
or personal furnishings. 

Women’s evening slippers in white, 
black and colors, trimmed with rhine- 
stone ornaments, were well grouped 
and in perfect balance to the shoes 
for street wear, with Cuban and 
military heels. One pair of button 
shoes for women was displayed, but 
none at all for men. . 

A men’s section at the right showed 
high and low shoes in black and brown, 
a pair of gloves, a pair of spats and a 
pair of gray silk hose. Prices were 
given on women’s high shoes at $11.00 
and $10 and on oxfords at $6.85. 
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\ \ JE figure that you, in common with most retail 


shoe merchants, want lower priced shoes— 
but not lower quality shoes. 


In our Spring and Summer lines you may see how well 
we have met your expectations. 


No merchant who offers Allied Shoes to his customers will have 
to apologize for them in any particular, although he can sell 
them at a lower figure. 
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The two styles shown are featured with Spring Step Rubber 
Heels in our factory stock department, also our five branch 
stock departments at PHILADELPHIA, PITTSBURGH, 
CHICAGO, SAN FRANCISCO and DALLAS. 


ALLIED SHOE COMPANY 


Newburyport, Mass. 








MOT eT eT eT & 


SPRING HAVE 
STEP EIGHT 


HEELS NAIL-HOLES 


HILE most rubber heels have but six nail holes, Spring Steps have eight. 

Thus perfect security is given at the point where others are first inclined to 

gap and draw away from the leather base. The eight-nail hole feature is but 
one of the several which marks Spring Steps the most reliable, progressive and thor- 
oughly satisfactory rubber heels. 
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Style 1802 
The Swagger 


Style 1702 
The Longwood 
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ANSEL W. CRAIG 


Brockton 


New Shoe Company Formed 


Craig, Reed & Emerson, Inc., is the 
style of Brockton’s newest shoe manu- 
facturing concern. It is incorporated 
under the laws of Massachusetts and 
capitalized at $15,000. The officers 
are: Clayton F. Emerson, Quincy, 
president; Ansel W. Craig, North 
Abington, treasurer and clerk; Alvan 
T. Reed, South Weymouth, vice-presi- 
dent. 

The members of the concern are all 
men of extended and practical experi- 
ence in the manufacturing and selling of 
men’s welt footwear. President Emer- 
son was for eight years a member of the 
selling force of Churchill & Alden Com- 
pany and for the past nine years has 
been in charge of the stock department 
and selling for L. A. Crossett, Inc. 
In the new concern he will have charge 
of the selling and buying departments. 


Treasurer Graig was for 17 years 
with L. A. Crossett, Inc., and for the 
past nine years has occupied the posi- 
tion of credit manager for that house. 
In the new concern he will have charge 
of the office department. 

Vice-President Reed was 14 years 
superintendent of the Crossett factory. 
He will have charge of the manufactur- 
ing department. 

An entire floor of a modern brick 
building on North Montello Street will 
be occupied by Craig, Reed & Emerson, 
Inc. Machinery is now being installed 
and cutting wil) begin soon after 
November 1. About 35 dozen pairs 
will be produced at the beginning, 
exclusively for the retail trade. 


New Factory Completed 


The Acme Heel Company has re- 
cently completed on North Montello 
Street one of the best constructed and 
well equipped manufacturing plants 
in southeastern Massachusetts. The 
building, which is of brick throughout, 
five stories and basement, contains over 
50,000 square feet of manufacturing 
space. The Acme Heel Company has 
offices on the street floor. They intend 
eventually to occupy the entire build- 
ing. At present the fifth floor is occu- 
pied by Barney, Capen & Denham 
Company. 


Heads Crossett Stock Department 


Charles G. Swanberg, who for the 
past year has been in charge of the 
stock department at C. A. Eaton 
Company’s factory, and who formerly 
was with the Geo. E. Keith Company, 
has associated himself with L. A. 
Crossett, Inc., North Abington. In his 
new position Mr. Swanberg will be 
manager of the stock department. 


United Shoe Machinery Company 
as Host 

George N. Gordon, manager of the 
Brockton district of the United Shoe 
Machinery Company, was host for the 
Brockton Rotary Club last week at its 
meeting. About 25 members, under 
Mr. Gordon’s chaperonage, made the 
trip to the United Shoe Machinery 
Company’s plant at Beverly, ,in con- 
nection with a sight-seeing trip along 
the North Shore of Massachusetts. 
Following the inspection of the com- 
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CLAYTON F. EMERSON 


pany’s plant, luncheon was served, after 
which the club held its regular meeting. 
The principal speaker at the after- 
dinner exercises was Major Charles T. 
Cahill, representing the United Shoe 
Machinery Company, who enumerated 
some of the achievements of the com- 
pany during the last few years. 


Washington, D. C. 
LOWER PRICES EXPECTED 


Capital Merchants Getting Rid of 
Old Stocks 


Local shoe merchants are expecting 
material reductions in prices in the 
next few weeks. Already prices are far 
below those of the same month last year. 
This is said to be anticipatory of re? 
ductions in wholesale prices, as well as a 
result of the desire of the merchants to 
rid themselves of present stocks which 
have been moving slowly on account of 
the remarkably mild weather. It is 
considered wise to unload the old stocks 
at attractive prices and stock up again 
at the lower wholesale figures which are 
confidently looked for. One dealer of 
prominence said today: 

“It is only in rare cases that the 
wholesale reduced price has reached the 
retailer in Washington, but we know 
they are coming and, although present 
stocks were bought at the old price, we 
are passing the benefit of the coming 
reductions along to our customers im- 
mediately, hoping to renew stocks at 
lower levels. Shoes which a year ago 
we were selling for $16 to $20 are now 
being sold in some stores at $12 and $15; 
while stock retailing a year ago at $10 
and $12 is now on the market at $8.75 
to $10.” 
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TWO STYLES 


on which every retailer is doing his largest 


volume of MEN’S FINE SHOE BUSINESS 


























Made from Selected Mahogany Kips. 
“SPRING STEP” HEELS. Top grade 
Oak Soles. Best Heavy Oak Insoles. 
Heavy Duck Linings. Fast-color Hooks 
and Eyelets, in Bluchers. 
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Every Essential Point Covered 


that Goes to Make Snappy, 
Reliable Trade Builders 


Nowadays you hear more about Price Shoes than Quality 
Shoes—but, remember, QUALITY is the one great lasting 


-feature. 
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Our $8.50 shoes to the consumer have the highest pos- 

sible Quality in Uppers, Linings, Insoles, Outsoles and 

Heels, combined with extremely fine fitting features, 

and style which speaks for itself. Made in B, C, D 
and E widths. 























Manufactured by 


Isaac Prouty & Co., Ine. 


SPRING STEP SURETY Spencer, Massachusetts 


SPRING STEPS have 8 nail holes, while , 
most rubber heels have but 6. The two Salesroom 215 Essex Street, BOSTON 


extra holes are added at the swing at the 
back, one —s —_— yer wo for 
th a where others are 

fist inclined to gap and draw away from GEORGE H. WEST SHOE CO. 
the leather base. 
The 8 nail hole feature is but one of sev- P hiladelphia, P a. 
eral which, mark SPRING STEPS as the 


—ie Distributors in Eastern Pennsylvania, New Jersey 
and Delaware 
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“At Once” 


The Polo 
A MODIFICATION of the Brogue 


to meet all the requirements of “The ye is unnecessary in this adver- 


man who knows.” Extremely wide tisement for us to use high- 
shank, flange heel and over-weight sole. sounding phrases regarding 
27 Gallun’s No.4 Tan Norwegian Grain Bal. quality, standards of style and 
Price $11.00. workmanship. The trade-mark at 
the top of this advertisement is 

your guarantee. 


We have pleased the most discrim- 
inating dealers. Give us an oppor- 
tunity to show we can please you. 


A completely illustrated Fall and 
Winter Style catalog, with prices 
and full ordering information, is 
ready for your request. 


French, Shriner and Urner 


63 Melcher Street hy Boston, Mass. 
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CLEVER SALES DIPLOMAT 


Agnes G. Davis the First Woman 
Tweedie 





In these days of equal suffrage, we are 
not surprised to find women success- 
fully covering fields hitherto held ex- 
clusively by men. This time it is 
Agnes G. Davis who is in the foreground 
as the first woman to sell Tweedie Boot 
Tops to the retail trade and whom we 
take pleasure in introducing to our 
readers as a sales promoter with an ideal. 

Agnes G. Davis is the wife of Paul J. 
Davis, who formerly sold Tweedies in 
New York State and New Jersey. She 
states that she admired Tweedies as 
soon as she saw them and later helped 
her husband in his sales. When Mr. 
Davis gave up the Tweedie line, Mrs. 
Davis made application to act as her 
husband’s successor. 


Woman’s Ability Recognized 


The Tweedie Boot Top Company 
immediately recognized Mrs. Davis’ 
ability and as time has gone on her 
clever work as a sales diplomat and close 
student of the latest colors and modes in 
feminine apparel has so pleased the 
Tweedie Boot Top Company that they 
are absolutely sold on Mrs. Davis as a 
star ‘‘lady-of-the-grip.” 


A Style Student 


Mrs. Davis is a woman with a big 
concentrated thought, which is making 
every retail shoe merchant in her terri- 
tory see the merits of Tweedies. Be- 
fore she starts out each season, she 
visits the leading stores of New York 
and other big cities to see ‘‘what’s what”’ 
in feminine fashion. She obtains 
swatches of the season’s leading ma- 
terials for hats, gowns and suits. She 
believes in the composite model of a per- 
fectly blended costume and is presenting 
footwear style to the retail merchants 
of her section from a new angle. 
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President Oakman Active 


On Spring Trip, Boosting 
Association Work 

The circle at the top of this 
page shows the well-known face 
of the popular President of the 
National Shoe Travelers’ Associa- 
tion, Waldo N. Oakman, who re- 
cently left on his Spring trip to 
cover the circuit of real trade 
from Beantown to Seattle. 

Just before starting on his 
trip, he made a call at the Boston 
Shoe Trades’ Club. He carried 
with him a strip of paper about 
a yard long and announced the 
fact that he was traveling by the 
yard now since prices on the rail- 
roads had advanced. 

“Oakey” is to be a very busy 
fellow this season, for besides 
boosting the Pels Company’s 
line, he is to appear as the chief 
speaker at the many banquets 
which are booked for him in the 
various cities in which the Na- 
tional Shoe Travelers’ Associa- 
tion has its branches. 

The many associations af- 
filiated with the national are 
hustling to excel each other in 
their efforts to show their appre- 
ciation of the valuable work 
President Oakman is doing dur- 
ing his tenure of office. President 
Oakman’s itinerary will also in- 
clude a side trip to New Orleans, 
skirting up the Eastern coast to 
Chicago to reach home so as to 
eat his Cape Cod cranberries 
there for Christmas. 


Send Your Photo 


Send along your pictures, boys, 
we want them for our Traveling 
Shoe Salesman’s page! 











Not Afraid of Work 


Mrs. Davis works sixteen hours a day; 
four towns a day is her record. She is 
obliged to move quickly, as best hotel 
rates are high and she pays 4ll of her 
expenses, selling on commission. In 
the last eight days she has opened six- 
teen new accounts. 2 

“TI always recognized the perfect fit- 
ting qualities of Tweedie Boot Tops,” 
said Mrs. Davis. “I have the utmost 
faith in my proposition, and I am in love 
with my work. My husband and I 
start out on our trips about the same 
time, although our routes take us in dif- 
ferent directions, but we manage to 
both come home and spend our leisure 
time together at our home in Dorches- 
ter. I find that my best sellers in 
Tweedies are fawn, shades of brown and 
dark gray. A nine-inch is a good seller; 
also the eight-inch top. 

“There is nothing too hard for me to 
do. I am very much in earnest and if 
I do not make a still further success, it is 
not my fault. I am not working for today 
or tomorrow, alone, but for the future. 
At the present time, the trade within a 
sixty-mile radius of New York go to the 
big city to trade; I am trying to educate 
them to wait until I arrive, and many of 
them are promising to do so. Another 
one of my projects is to get merchandise 
into chain stores. 


Many Re-Orders 


“One point I wish to emphasize and 
that is when once a merchant puts 
Tweedies into his stock, he keeps on re- 
ordering on account of their perfect fit- 
ting qualities. Yes, I make up my own 
routes. One of my delightful trips was 
to Atlantic City, Asbury Park, Red 
Bank, Long Beach and Lakewood, all of 
which I covered in one day. According 
to my schedule, I should leave Albany 
about October 22. I make up my own 
routes—and according to my schedule 
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Stable Conditions of Labor 
In Lynn Are Assured 





THE Lynn Peace Agreement has just been signed 


under forms which assure stability of labor con- 


ditions until May, 1922. 


We know that our customers will be glad to receive 
this assurance of our ability to serve them with our 
customary promptness and thoroughness. 


Our Salesmen Are Now Showing : 
New Spring Samples 








yo will wiiile approve of the many new features 
we have included in our new line for spring among 


which are 
— Three new lasts 


— Many new patterns 
— All styles in two grades 


Our new prices are closely figured on a lower market 
and we feel sure you will be pleasantly interested in 
the story our men have to tell you. 


Williams, Clark and Company 





Makers of Women’s Welts Exclusively 
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[should leave Albany about October 22. 
I do not travel Saturdays, as I find that 
this is a very busy day in the stores and 
the buyer cannot give my line the atten- 
tion which I wish. 


**Kumtome Kozies”’ 


“nother line which the Tweedie Boot 
Top Company is putting out, and of 
which I am very fond, is ‘Kumtome 
Kozies.” These are going very nicely. 
The’ sell at $4.50 a dozen in assorted 
sizes. They are made exactly the shape 
of « baby’s foot, with ankle strap and 
ties. They are a brand new thing and 
mak> an instant appeal. They are 
mace in Kersey and Worumbo, in dif- 


AGNES G. DAVIS 


Who Sells Tweedie Boot Tops in 
New York and New Jersey 


ferent models and different colors, at- 
tractively put up in separate boxes 
with size and color on each one.” 


Believes in Voting 


Mrs. Davis was born in Wells Beach, 
Maine, and was brought up on a farm. 
She has never believed in woman’s 
suffrage, but now that women have been 
enfranchised, she feels that it is her 
duty to vote. 


A PROSPEROUS SEASON 


Predicted for Cleveland Merchants 
by Charles Temes 


Charles Temes, traveling salesman 
for the Eureka Shoe Manufacturing 
Company of Brooklyn, came to Cléve- 
land recently, and reported that he en- 
joyed good business. He visited Akron 
also and came back satisfied with the 
results of that trip. 
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Mr. Temes says that business in 
Cleveland is better than he found it in 
many other cities that he has visited 
since he left his home office, and he pre- 
dicted that with seasonable weather the 
Cleveland merchant will enjoy a pros- 
perous season. 


BLEECKER BOSTON BRANCH 


Ed Donaldson in Charge at 117 
Lincoln Street 


The Bleecker Shoe Company of New 
York specializing particularly in novelty 
footwear, but carrying a general line of 
shoes in stock as well, has established a 
branch in Boston, the address being 
117 Lincoln Street, Boston. 

The new branch will be in charge of 
Ed Donaldson, who is very well known 
in the trade of that city, with which he 


ED DONALDSON 


Head of Bleecker Shoe 
Co.’s Boston Office 


has had a long established connection. 
The new branch will carry a full sample 
line and a smaller stock of the more 
popular numbers. Mr. Donaldson will 
develop a sales staff and will open up 
this week. 

The policy of the new branch will be 
to develop the big trade of department 
stores, mail order houses, etc., in Boston 
and its nearby points. With Mr. Don- 
aldson’s well-known energy devoted to 
this work, the success of the new 
branch is assured at the start. 


CROSS A WRITER 


From T. A. Delaney with T. D. 
Barry & Co. 


Larry Cross of The Pels Company 
had courage enough to plank down the 
money requisite for a railroad ticket 
and start on his trip. But then, he can 
afford to, as he pulled down a nice little 
$500 prize recently just for writing a 
story. His next work will be a tragedy, 
entitled ‘‘Selling Shoes in the Fall of 
1920,” replete with tears and sobs. - 
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NEW ENGLAND BOOSTERS 


Boston Shoe Travelers in Member- 
ship Drive—Other Activities 


“Sid”’ Curry, President of the Boston 
Shoe Travelers’ Association, recently 
called into conference the chief of the 
Entertainment Committee and out- 
lined the work for next season when the 
boys are at home. 

A list of rattling and real live speak- 
ers has been made up and several of 
the shoe manufacturers have promised 
to speak on subjects mutually bene- 


ficial. 


The social end will be well handled 


under the leadership of Frank Lord and 
Ed Andrews. , 


S. L. CURRY 
President of Boston Shoe 
Travelers’ Association 


Manufacturers to Help 


A drive is now on to get every shoe 
traveler in New England into the mem- 
bership of the association, and as one 
manufacturer put it, “I'll get all my 
boys in if I have to pay their dues 
myself.” 

Another manufacturer said, “The 
boys are New England’s best boosters, 
and the association is the boy’s best 
friend.” 


Bill and Jim 


William, known to the trade as “‘Bill’’ 
Reynolds, Jr., manufacturer and dis- 
tributor of buckles and the Buck-El- 
On device, left recently on a business 
trip throughout New York, Philadel- 
phia and New York State. 


J. J. (“Jim’’) Connolly, who travels 
for the Wm. Reynolds, Jr., Inc., left 
Providence with Mr. Reynolds and will 
cover the New England states. 
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Are You Prepared 
For the Winter 
Sports ? 


WRITE BASS 
NOW! 


Stock No. 


Brome Cleome Rengibey Mee Re BROWN CHROME SNOWSHOE MOCCASIN 
nickel Klondike eyelets, double waterproofed sole, Stock No. 933 


ee ee Brown Ch Moccasin, 9 inch, full bellows 

ro rome in, 9 inch, fu lows tongue, 
To order, 6 to 11 E. Klondike eyelets, Snowshoe last. 
Heights are measured from Heel Seat. Stock, 6 to 11 FF. To order, 6 to 11 EE. 


G. H. BASS & CO., Shoemakers, Wilton, Maine 














NEAT APPEARANCE -- SERVICE: 


Two features which appeal to your aianaall 


‘“HUBTIP’’?’ “NO METAL TIP’? SHOE LACES 


Trade Mark Reg. 


T HERE is no mietai in the tips of “HUBTIP” Si 
remain ‘ ays aA Pp manent DIACK 


rev 
Made of fast color braid, will wear twice 


TIPS NEVER PULL OFF, FRAY OUT, LOOK TINNY, OR CATCH IN 
CLOTHING—OUTWEARS SEVERAL PAIRS OF THE ORDINARY LACE. 
ORDER A CABINET TODAY. THERE IS A LIBERAL PROFIT FOR YOU. 


27 in. per gro. Strings " 36 in. per gro. Strings . 45 in. per gro. Strings 


30 in. per gro. Strings . 40 in. per gro. Strings 3.60 | 54 in. per gro. Strings 
63 in. per gro. Soin’ . G ASSORTMEN CABINET 
72 in. per gro. S 36 pair 36in 
F ASSORTMENT CABINET od ere Ap ban Se eee . D ASSORTMENT CABINET 
48 pair 36in. ee $3.55 12 pair 54in 
24 Saar 45 in A ASSORTMENT CABINET 18 pair 36 in 
ASSORTMENT CABINET 36 pair 36in. bh kibsiecs 18 pair 40 in. 
36 pair 36 in t $s. 18 pair 45 in { s3. 18 pair 45 in. 
36 pair 45 in 18 pair 54 in.. 


FRANK W. WHITCHER CO.--Mfrs.--Boston and nS U. s. A. 
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P URITAN a Step Stability 


Spring Step Rubber Heels have 8 
Shoe NAIL HOLES, while most heels have 








; but 6. You can quickly demonstrate 

the practical advantage of this to your 

. e e customer, Mr. Retailer, in the follow- 
Joins the Spring Step Family ing simple way. 

Place your index finger across a Spring 

Step Heel in the manner indicated in 


this season and shows this popular Tuxedo Ge Siticetoadion. 1c Meta iin Tie tet 


hd M4 revealed above the finger, but the same 
Bal pattern on the conservative English Last sos enclihandadidiae headieies 


No. 50, made from first quality Full Grain oaly 1. 

° ° The additional securi he back of 
Coco Calf with fine heavy oak soles. Grain the heel wach SPRING STEPS thes 
Insoles, Leather boxes and counters, ‘“Red- a ee ee ee 


Line-In”’ Linings, Full Leather Trimmed, $7.25 Oe ee 








a 








Stock No. 59 





We have also the popular Side Leathers and Kids in colors and 
black. 


Our Patent Leather Oxford is THE IDEAL DANCING SHOE 
and our Patent Leather Button Cloth Top Evening Shoe is a 
winner. 


Write us for samples and prices 


PURITAN SHOE MFG. CO. 


263 North Main St., Brockton, Mass. 
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COLORED CT7Te-) SIDE LEATHERS 





Medium Brown 
Reo USA 


—all the appear- Have —to try WILO 

ance of calf. You 4 ; oe 

m cies cian Colored Side 
even better serv- Leathers in shoes 

Them 

In Shoes? 


THINOWINOHMOMMMMMMNOMMMMNMNHT 


ice. 
—worth while sav- 
ing in price. 


is to be agreebly 
surprised. 


: 


eel eMUeMminiineniinii iin 


ee eee Teel MMU eL eM Ue MUU? LLU en CULL © Lenn 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, III. 
ee eM erie RTTTTelHe MMe eliiiiiieliiiiieluiiii elimi elite) 


AJUSTO BOOT TOP FORMS MAKE 
CUSTOMERS OF PASSERSBY | 


by giving your display boots that smooth, smart, snappy appear 
ance. Easily adjusted to all heights of boots. Durable and practical. 
No springs to get out of order—no screws to adjust—the slide does 
the trick—it expands the form and your boot top assumes smooth 
graceful lines. Model No. 2 for A and B width boots. Model No.3 
for C and D widths. Model No. 5 forms up spats, sizes 1 and 2 


Price $3.00 the dozen, Net f. o. b. West Somerville. 
U.S. SPECIALTY MFG. CO. 


115 JOSEPHINE AVENUE WEST SOMERVILLE, MASS. 


“Ajusto” Boot Top 
(Formerly of RS Kansas) 


efore Shoe Is L 


A PIECE O 


of quality. 


But you don’t know. 
A Bank might be honest and efficient without Government inspection. 


Showi 
Form 











TABLEWARE may be solid silver without 
_ the “sterling” stamp, the accepted “Hall Mark” 


But you don’t know. 
A business concern may be absolutely responsible without a commercial rating. 


But you don’t know. 

A publication may have the circulation it claims without verification by the Audit Bureau of 
Circulations. 

But you don’t know. 

Better Be Sure. 

The circulation of the Boot and Shoe Recorder is verified by the A. B. C. 
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Dr Scholl's. 


Demonstration Week 


NOVEMBER 15-20 


Be ready for this big international event which sells the shoe buy- 
ing public on the importance to them of the Dr. Scholl method 
of Foot Comfort Service as rendered by the Practipedists at leading 
Shoe Stores, and directs them to these stores for free examination 
of their feet and a practical demonstration of 


Dr Scholls 


Foot Comfort Appliances 


Dr. Scholl’s Demonstration Week marks a climax in the most 
intensive and powerful advertising and educational cam- 
paign of its sort that has ever been undertaken. 


Nine of every ten people suffer from some ordinary foot trou- 
ble, which can be quickly relieved and permanently corrected 
through the fitting of Dr. Scholl’s Foot Comfort Appliances. 
Millions of these will in this one week seek the foot comfort 
service offered at the thousands of stores participating in this 


event, Send for This 


Tie up with the national campaign by running special news- Book 
paper ads of,your own and using Dr. Scholl’s Demonstration 

Week window trim. Distribute literature in the store. If It simplifies the work of plan- 
’ : ° > ning, preparing for and con- 
you haven’t ordered your dealer helps material, write or wire ducting a Dr. Scholl demonstra- 
tion, whether for a - special 
at ONGBs, “week” or any other occasion. 
It is a merchandising manual 
full of suggestions which you 


? 
Don’t let November 15 catch you unprepared! mah: ted ole to egy depart 
ment of your store. 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Appliances in the World 
213 W. SCHILLER ST. CHICAGO 


339 Broadway, NEW YORK 112 Adelaide St., E.. TORONTO 
LONDON BUENOS AIRES 
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Boudoirs In Stock 


Direct from Manufacturer 


Shipment made day order received 
The Old Reliable Line The Line You Will Like 


IN STOCK 


**Youngster”’ Shoes that 
possess serviceability 
and wearability at 2 
fair price. 


—No Tacks 
—No Nails 
Button and 
Lace. Foot- 
form Last. 


At the Attractive Price 
of $1.50 
Terms 2% 10 days Note the 


New Prices 


High-grade Slippers that satisfy particular trade. 
Bench Made, Hand Turned, Black Cabretta. Fine 
Selected Soles, Large Silk Pom Pom, 4-8 Heel, 
Good Grade Top Lift, Sateen Quilted Sock Lining. 
Shipped in 18-pr. lots, 314 to 8 or 4 to 7, and 36-pr. 
cases, 31% to 8. 


SALEM SHOE COMPANY 
SALEM, N. H. 
(Remember It’s New Hampshire) 


Brown 


Gun Metal 


TRUITT BROS., Inc. 
BINGHAMTON NEW YORK 


eee Meme er 


eee n nine niin OL eL TTT TT eli 
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Te TTT 














THE Shoes EVERY PAIR OF 
That LOW SHOES YOU 
SELL NOW 


Stay 
Sold Means a sale of spats 


Shoes that come back hurt the Retailer. Shoes that also—now or later. 
STAY SOLD not only sell themselves, but {build up 


good will in the Community. Trufit Spats 


DAYTON’S SHOES stay sold because they are built 
right. They are not shoddy or makeshift. They [are 
as honestly built today as in the days of the Hand Shoemakers. , 

Honest shoes made honestly for fifty years will help your business. Will make your follow up 


There's a Dayton Salesman near you. Write or wire us to have sale satisfactory to your cus- 
rant es tomer and profitable to you. 


For Instance: 

—. Lig o a es : 
ucher. Hea 

Bottom, Goodyear ‘Welt, They — what their 

ae ee okere name implies—true 


fitting. They are well 


3.E. DAYTON ©o. made and in large 


WILLIAMS- variety. 
PORT, PA. 


ALL SHADES, IN BOX CLOTH AND FELT 
Write for prices and details 


Laing, Harrar & Chamberlin 
43 N. Third St., Philadelphia 
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Competition Is Here Again 


limes were piping—merchan- times as long as ordinary shoe 
dise was short—anyone could linings, but reinforces the whole 
sel! all of the goods he could se- shoe. 


cure—competition was forced 
into the background. It gives you a powerful sell- ASK __ 
ing argument which will clinch 
Times have changed. Com- many sales. Consider the effect r LY OU I 
peiition has returned, and the upon the prospective customer . Manufacturer 


m:n who secures the business to- of being able to say, “These fe 
day must go after it with might shoes are made with Red-Line- or 


¢ s 
and main and use ammunition In Lining, which you have no aN 
‘i Retiine ww 


of the proper calibre. doubt seen advertised. It’s 


much stronger and more dura- Lined Shoes 
People are demanding cheap- ble than ordinary shoe linings. j 
er shoes, but they don’t want It keeps the shoe in better shape They give from 


cheap shoes. What they wani . and makes it wear longer . It fifty cents to two 
is to pay less for shoe wear, and saves stockings and is more 
comfortable on the feet.” dollars worth 


the shoe that wears the longest 
is the cheapest in the end, 
r , re wear at 
though it may cost a little more You can have any of your mo 
at first. shoes made with Red-Line-In a small extra 
Lining by paying the small 

Will you pay a few cents more extra cost. Specify Red-Line- cost. The good. 
for shoes that will give your cus- In on your next order. will return will 
tomers 50c to $2.00 worth more 4 show in your 


value in wear, shape-retaining 
qualities and comfort? cash drawer. 





Mel RIIIiieliiiiiiiiiiiell MI e@liielmiiliiiiiiitel| MILIIIIIelmITIIIT elsiiiiiiiiiiiel iii 








Farnsworth, Hoyt Co. 


Established 1856 





Red-Line-In Shoe Lining en- 
ables you to do this, because it 
not only wears two to three BOSTON, MASS. 


Strongest by test- heaviest in cotton-most satisfactory inwear 


a ee 


a, 


Makes shoes wear longer 
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You Will Sell More Shoe Trees 
If Your Salesforce Is Sold 
On the Idea 


You can spend a moment's time so that it 
will pay you not only a legitimate, unforced 
profit, but continuous dividends by assuring 
customers satisfaction. 


Tell your salesforce that you wish to encourage the sale 
of SHOE TREES, not only for the direct profit, but for the 
good will that will be secured through service—for the after 
service rendered by MILLER SHOE TREES means a 
satisfied customer—one who will naturally remember the 
helpful interest and who will come again. 


Have them suggest with every shoe sale MILLER SHOE TREES, 
telling the customer that by their use they can keep their shoes in 
shape, lengthen their life of usefulness and preserve their appearance. 


If you have not seriously considered MILLER SHOE TREES and 
their possibilities for service and profit, won't you request a catalog? 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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REMEMBER! 


Our Factory is running and we 
are making quick deliveries on 
our very popular-line of Men’s 
Medium Priced Goodyear Welts. 


Our Boston office is at 
143 Lincoln Street, in 
charge of F. C. Pope. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


ohnson City, N. Y......... 124 Main 

Brockton, M 306 Broad 

Cincinnati 708 Broadway ] 

i 18 South Market } 
145 Essex 
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Side Seam Opera 
Turn Pump 


No. 294—Black satin, 3 5/8 inch vamp, 
14-8 Louis heel. This pump is made. 
also in Dongola and patent leather. 
Retails at $6.50. 


SOAS OISOZSOCISOASUCISOZiSOISOCSOZ}S 
[RARARARARARARARARARARARARARARARARARA 


Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


RARARARARARA 


=e 
NZ 


This shoe represents a new 
pattern and excellent value. 


ARA) 


= 
& 
SY 


Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $6.00. 
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Emery & Marshall Co. 


Haverhill, Mass. 


SARA) 


CHARLES L. MARKS WARREN H. TUCKER 
In New England 


Eastern City Trade and . J. B. LAUGHLIN 
ae Office at 183 Essex St., Boston 
Southern Territory with Throughout the Middle West cai ae anon 


New York 
1008 Marbridge Building On the Pacific Coast 


Ran 


i 
Vi 


SHES zSG 
— 
ARAN 


TD 


AeA ~ iG , . . Gg = Ve a SR POCO CoaCaCaC ne Ie a TaHAAMRARARAN & 
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The 


First National Bank 
of Boston 





Transacts commercial banking 
business of every nature 





Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 














SHOE MANUFAC 
TURERS seeking Sthe 
most efficient means of at- 
taching shoe ornaments 
will profit most by exclu- 
sive use of the “Dalco” 
Device. 


SHOE MERCHANTS 
looking for an EASY way 
of stimulating sales of shoe 
ornaments will find it in 
the “Dalco” Device. 


Patented Feb. 23, 1913 


Never in the history of the 
shoe trade has anything of 
the kind proved so prac- 
tical, desirable and depend- 
able. Thousands of pairs 
are in use and the call for 
them continues. Get your 
money out of ornaments 
the “Dalco” way. 


Write for samples, prices 
and terms. 


Dalrymple-Pulsifer Company 


Makers of Shoe Ornaments for World Trade 
Haverhill, Mass. 
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LINCOLN SHOES 


BIG BOYS 


for 
BOYS 


LITTLE MEN 


IN-STOCK FOR IMMEDIATE DELIVERY 


A 


3306—Boys’ Gun Metal Bal, Mat Top, 

NEOLIN Sole, Full Sole-Leather Middle 

1-6, D and E wide. 
$3.1 


Sole, Cornell Toe, 1 





3402—Boys’ Chrome Gun Metal Foxed 
Blucher, Mat Top, 44 D. S., M. S., Brown 
Toe, 1-6, D and E wide. Price.. . $3.50 


MARSTON 


DANVERS 





A full line of Good- 
year Welts and Mc- 
Kays in Black and 
colors carried In 
Stock. Write for 
copy of FALL. 
CATALOGUE 











yaa 


3204—Boys’ Gun Metal Bal, Mat Top, 
4 D. S., M. S., Cornell Toe, 1-6, D and 
E wide. Oiles..:...22550..-2082 $2.85 


4 


3206—Boys’ Ng ae Whole Quarter 
Blucher, 4% D . S., Tech. Toe, 1-6, 
D and E wide. Sphite Mais tle ob ils-¢ $3. 10 








& TAPLEY COMPANY 


MANUFACTURERS 


MASS. 
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260—Black Kid Theo Tie Cuban Heel. A-D..... 5.00 
110—Black Kid Theo Tie, Cuban Heel. 
261—Patent Theo Tie, Cuban Heel. A-D........ 5.00 Heel. B-D... 













493—Patent 9-inch Lace, Mouse 
Kid Top, Lea. Louis Heel, Welt. 
AD e Poe te oo ts eka. - $6.50 
433—Patent 9-inch Lace, Mouse 
rw Top, Lea. Louis Heel. 


$6.00 
Sree 9-inch Lace, Gra 
‘Louis Heel. 


Lea. Louis 


Lea. Louis 
-D OPAC ip RF Pe $7.50 

Brown Kid 9-inch 
Lace, Br. ‘Buck Top, Lea. Louis 


484—Patent 9-inch Lace, Dull 
Top, Lea. Louis Heel. B—D $5.50 


Similar Styles With Military Heels 
Send for Complete List of High and Low Shoes That Are In-Stock 


| THE BOARDMAN SHOE COMPANY 


BOSTON (9) 
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BROGUE OXFORDS 
SUEDE THEOS 
ANKLE TIES 
FALL BOOTS 


In Stock 


| 0294—Dull Kid ‘Anklet Tie ‘with Seatae| 
| Strap, Full Louis Heel, Turn, A-D $6.00 
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Style 279 











SR REDATI] 


1 40] 


Oct 
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Wine 


















atin, ~ ae 2-Eyelet Tie, Cov. Full Louis 


eee eee seer ese sees sesereseseses 


ee OD RE SE EOE 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full 
ON SS” RNR A See 7 
236— White Kid Theo Tie, Cov. F’! Louis Heel. 6 
235—Black Kid Theo Tie, Cov. F’! Louis Heel. B D 6.00 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D 5.00 
204—Patent Theo Tie, Leather Louis Heel. A-D.. 5.00 
109—Black Kid Theo Tie, Leather Louis Heel. B-D 3 








FULL LINE OF 
FELT SLIPPERS AND OVERGAITERS IN STOCK 























"9-inch Style 417 





lly yg , lame tee 
96.50 rogue Lace, Im. Wing > 7 


418—Gun Calf, 84-inch Brogue 
Lace, Im. Wing Tip, A-D. . $7.00 


564 ATLANTIC AVE. 


231—Black Suede Theo Tie, Cov. F’] Louis Heel A-D $7. 00 nities ~ x P Brogue Oxford, Im. Wing Tip, 
232—Brown 25 Nubuck Theo Tie, Cov. Full Louis ub 


Heel. 
233—Beaver = wey Theo Tie, Cov. Full 


eel. A-D... . desoswicasenan $5.50 


a ae Tr ae ae Ree 7.00 280—Same in Dull Calf. A=-D ...... ssw pe cae e0 
273—Same in White Nubuck....................- MS 

REE RS ae 7.00 218—Black Suede Oxfords, Plain Toe, Cav. Full 
Louie Heal. A-D...........cescssumeanees 7.00 

B-D 3.75 224—Black Suede Oxford, Im. Tip, Lea. Cuban 
oe Ode Dh WE MNRY ae o xtc 6.00 





460—Black Kid 9-inch Lace, Im. 
Tip, Cuban Heel, Welt... .$7.00 


456—Same with Extra _ 
Tig, week aces.. eae $7. 


491—Gray Kid 9-inch Lace, oe 
tary Hed, Wen... ........ $7. 


450—Hav. Brown Kid Lace, 
Brown Cloth Top, Im. Tip, “eo 
etre oe $5. 


447—Black Kid Lace, Gray Cloth 
Top, Im. Tip, Military Heel $4.50 


406—Patent Lace, Gray Buck 
Top, Cuban Heel.........$6.00 


Similar Styles With Louis Heels 


MASS 
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BEACON 


THERE ARE NO BETTER 


SHOES 


STOCK SHOES CAN BE SHIPPED WITH “BEACON” 
OR “SPEEDWELL" TRADE-MARKES OR UNBRANDED 
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Nett Nii! 


Ghiisee 


A Brand New Medium Broad English 
Ready to Ship! 


In Reality This Shoe Is a 1921 Spring Style---That’s In-Stock Six Months in Advance 


pi 


HAN intaanet 


Get Our Prices Before Buying--- It Will Save You Money 





puudity 
U,0 


Srvisitiy 


THE NEW ‘“ACE”’ 
LAST 
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B113—Gun Metal Bal, Goodyear Wingfoot Rubber 
PRICE $5.25 


eee dalo Russia Bal, Goodyear Wingfoot 
Rubber Hee PRICE $5.35 


Sizes on Both Styles, A and B, 6-11; C and D, 5-11 


ae oN a 


iti 


| 





12 NEW STOCK STYLES ILLUSTRATED IN OUR FALL SUPPLEMENT--- WRITE FOR IT 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


wer, 


18 South Wells St. 
Chicago, Ill. 


esi 


ea iit, 



































604 
Mahogany Cordovan 


Brogue Oxford 
Ritz Last 


BIG SELLERS 
FOR FALL 


NOW 
IN STOCK 


A, B, 7 to 11; C, D, 6 to II 









































Send For New 
Catalogue 








606 603 
Tan Norwegian Mahogany Cordovan 
Brogue Balmoral Brogue Bal. 
Aberdeen Last Ritz Last 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 


Boston Salesrcoms: New York Salesrooms: 
60 South Street 127 Duane Street 


=O boc Pate Made Fe Wea YS 
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GorG& 
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In Stock 


#724 


A slender, racefal Opera Pam 


in Patent Célt made over our new 
#1422 turn last, car 


ryin 16/ 
celluloid covered 1 heel’ 


ouis he el 
e easy, txrim-fitting qualities 
of this dress ump 
| rry otrt the. usual “Ulta 
ra. oe —-points of satisfaction. 


m ss Widths AAA’ to D- + Sinead, 
to 9 Price -- Lowest phasket 


price at time of quotation 


MOORE- AHAFER 
“JHOE ° MFG °CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE: 608 MARBRIDGE BLOG., BROADWAY AT 34 ST. 
JACK E. JESTER,MGR 
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Just Stop and Think! 


The style illustrated has been a big 
seller the past three seasons and con- 
linues to have its innings. A real 
overtime game of popularity that ap- 
pears far from being finished. Judg- 
ing from the demand, it will round out 
the present season as the leader of the 
first division. There are many reasons 
for its continuous demand, but we need 
only mention its wearing qualities and 
of course the price. 
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Complete catalog is yours 
for the asking 


> 
Ke > 
oS 


Se 


Stock No. 966 


Fuil Grain Russ. Calf Bal on our Lakewood Last, single 
sole, invisible eyelets, No. 1 construction throughout. 


Price $8.00 


S2 


MIMO UCM UUM 
Sa 


aS 


2 


<—s 


55955 aes 
SEES S 


T. D. BARRY COMPANY 
BROCKTON, MASS., U. S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
E. 187 WEST MADISON STREET 
183 ROOM 204. 70° OOM 608. ROOMS 201, 202, 203 


SAN FRANCISCO OFFICE LONDON OFFICE 
MARKET & FOURTH STREETS 44 ST. MARY AXE, 
451 PACIFIC BLDG. 
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No. 2453 W 
TAN SCOTCH GRAIN 


OXFORD, CAMPUS 
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‘SHOE CO. 
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‘**Keith’s Konqueror” style, number 832, caps the 
climax for a desirable brogue shoe for women. 


READY TO SHIP 


Made up in our usual careful way of tan calf 
and carries a l-inch heel 


AA-D—Sizes 2-8, Price $7.25 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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BOYS) “H=" 
SHOES 


Real Values 


Ready for Immediate 
Delivery 


**Honest Wear in Every Pair’’ 





ENGLISH LAST 255—Boys’ Bro. Bal, West Point Toe. 1-6........ WEST POINT LAST 
(Boys’) 257—Boys’ Bro. Bal, Plaza Toe. " (Boys’) 
259—Boys’ Tan Bal, English Toe. 1-6................... 
269—Boys’ Gun Bal, West Point Toe. 1-6............... 
271—Boys’ Gun Bal, Plaza Toe. 
275—Boys’ Gun Bal, English Toe. 
374—L. M. GUN BAL, NEWTON TOE. 10-13%....... 





Marston & Brooks Co. 


MANUFACTURERS 


Hallowell Maine 
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J.RALPH § ¢ GOOD SHOES 99 


BAKER’S 


100% LEATHER 
That’s Why They Are “GOOD” 


. complete STOCK DEPARTMENT is con- 
tantly at your service. Numerous lasts and 
patterns are available, and the best selling 
sizes and widths are always ready for immediate 
shipment. On several of our most popular sell- 
ers we carry the following range: 


pig ie) ek a 6-12 





‘Take advantage of this opportunity 
-it means a smaller investment and 
an increase in your profits. 





Our Record—90% of 
orders shipped the 
same day as received. 


SEND No. 909 
FOR Havana Brown Kid Blu- 


SAMPLES cher. Boylan Elk Com- 
bination Last. 


Widths AA-E 
Sizes 6-12 


$9.00 


J. RALPH BAKER CO. 


-BRIDGEWATER, MASS. 


NEW YORK DETROIT . CHICAGO 
605 Marbridge Building 5 Rowland Building 310 Lees Building 

















BOOT AND SHOE RECORDER - Oct. 23, 1929 


Ch * B 2 alg ey pais in bankruptcy has 

anges in usiness Mankon, Pe en A fe ie geen 
F petitioned into bankruptc 

Texarkana, Texas.—Sanders- Endsley Co., shoes 

sto. reported petitioned into bankri:ptey. 


Current Events in Failures, Suspensions and Ac- Reported, meeting of creditors was call 
October ast. 


7. es es _ 
tivities in the Shoe and Leather Trade Look. 
Brockton, Mass.—Buckley Shoe Co., shoe many. 
Failures s. It devel ed that they owed ebout  $7.200 facturers, name changed to Doyle Mullins 
~ : . or merchandise on m account, ? or 
Boston, Mass.—Gurvitz & Gurvitz Shoe Co. merchandise secured by notes and gis stock Haverhill, Mass.—F. & D. Shoe Co., Inc.. shoe 
(55 Albany St.), wholesale shoes, reported of about $7,200, that their affairs were more or manufacturers, incorporated with auth. rized 
meeting of creditors called for October 19, last. leas involved. A lengthy discussion of their capital of $30,000. 
Lynn, Mass.—J. B. Thomas & Tarr, shoe manu- affairs was had and no definite conclusion Quality Shoe Co., shoe manufacturer:, jn. 
facturers, reported sold out to William Shein- was arrived at. corporated with authorized capital of $5,000, 
wald. H. Fine, shoes, reported has submitted an Everett, Mass.—Bunker Hill Shoe Co., shoe rmanu- 
Washington, D. C.—Shulman & Zukerman offer to creditors of 60 per cent, 25 per cent in facturers (Sol Genstil, vice-president), retires, 
(United Shoe Stores), shoes,reported petitione d cash and 35 per cent in 18 months in equal The Tuttle Genstil Shoe Co., shoe 1: anu- 
fate  bankraptey. Receiver appointed. Offer- installments, payable monthly, evide by facturers, eae with authorized c: pital 
mpromise at 50 per cent. promissory notes bearing satisfactory en- of $100 
ter I 4° —A. Elias & Son, shoes, repor ted dorsements. Lynn, an —Fierman-Alfond Shoe Co., shoe 
are meeting in bankruptcy was held Octo ber Crosley’s Shoe Service, Inc. (210 E. 23d St.), manufacturers r. — ‘dooe man retives, 
19, las shoe repairing, reported assigned. Harrington Shoe Co., manufact i:rers, 
Detroit, Mich. —Morton Levine, “The M. L. Shoe Louis Hopkins, shoes, reported at a meeting removed to ye > 
Store,” shoes, reported at a meeting of credi- of creditors held October 4, it developed that Lynn Heel Co., heel a sue- 
tors held on October 8. Mr. Levine came for- he had sold his stock to auctioneers for $8,500, ceeded by Mitcheli- Wiswell Heel Co. 
ward with an offer of 70 per cent in full settle- that he owed $5,300 for merchandise and Mitchell Stain Mfg. Co., manufactur:rs of 
ment, provided creditors would accept notes $5,000 for borrowed money from relatives. stain, incorporated with authorized pital 
with security. These notes will be After considerable discussion merchandise $50,000. 
extended over a period of six or seven months creditors decided to a ta composition offer Malden, Mass.—Standard Mfg. Co. of Malden, 
and will bear interest at the rate of 5 per cent, of 85 per cent cash and the money to cover lasts, etc., incorporated with authorized ¢: pital 
and it is understood that the security on the same was placed in the hands of trustees and of $30,000 
notes is to be absolutely ironclad. As near as the necessary papers are being prepared to Salem, Mass.—Eagle Leather Co., scrap leather, 
can be ascertained at the present writing, the consummate this settlement. recently commenced business. 
indebtedness exceeds $13,000 and the assets Arrow Shoe Co., Inc., shoe manufacturers, Huntsville, Ala.—Goldsmith-Grosser Co., <ivoes, 
are now placed in the neighborhood of $9,000. reported assigned. etc., will discontinue January 1, 1921. 
Portland, Me.—Made-Rite Shoe Co., shoe manu- Louis Morrison (106 Reade St.), wholesale Wilmington, Del.—Noway Welt hoe Corpor: ition, 
———— hag Berry appointed shoes, reported assigned. ~~ nee with author- 
receiver, liabilities, . ized capita 
Durham, N. C.—W. A. Slater Co. ., shoes, etc., ae shoes, reported. petitioned. ito i Orlando, Fla.—Y owell-Duckworth Co., Inc.. shoes, 
reported an involuntary petition in wy bankruptcy. Seastull seauier appointed. etc., succeeded by Yowell-Drew Co., Inc. 
has aon pe a ay the compan sy" Graettinger, Ia.—H. L. Wildey, shoes, etc.. suc- 
Brooklyn, N. sidor Prober, ane, reported Orange, N. ee Morris, shoes, etc., reported ceeded by B. Wasserman. 
asi *, assigned on October 7 to Mr. Olden or the Payette, Idaho.—Moss Mercantile Co., shoes. etc., 
Scientific Shoe Co., Inc., manufacturers of benefit of creditors. Liabilities claimed to be succeeded by Payette Co-operative Co 
infants’ turns and McKays, reported the about $3,000; assets $2,000, but it is believed Fonyt, a —Collins & Cooper, shoes, etc., will 
petition alleges also insolvency and prefer- that actual value of the assets is —— 
ential payments. The liabilities are esti- less than that ¢ Arr ng Rockford, Tl.—E. & W. Rockford Clothing House, 
mated * $20,000, with assets of $4,000. being entered into to try and effect a settle- shoes, etc., copieal i increased to $300,000. 
ment without bankruptcy. Abbeville, La.—Fisk & Labry, Inc.. shoes, etc., 


New York City.—Kuns Bootery Shop, Inc 
ported a meeting of creditors was heid October Akron, Ohio.—Gross & Wohl, shoes, etc., reported succeeded by Broussard-Labry, Inc. 














No. 802 














Trade-marks in F oreign 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 








Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 


“JT°HE RIDING BOOT of distinctive grace and beauty trade-marks in such countries. 


demanded by the lady who knows. 
7 The Boot and Shoe Recorder maintains a 
*THE MODE ‘ Patent and Trade-mark Department fully 
, a tly hand! scati 
completes the picture and becomes “the habit” pap car hel Te Pecheenadid in pe oa. 
“EVERY PAIR A PICTURE” Countries, as well as in the United States. 
In black and in colored calf. 














Address all Inquiries to Boot and Shoe Recorder 
JACOBS & THATCHER Co. Patent and Trade-mark Department, 207 South 
LADIES’ SHOES ns Oa Sa 


Fourth Avenue & Baltic Street : 
BROOKLYN, N. Y. snensnnnessuit 
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No. B-110 
Black & oye) 1 Strap, 16-8 
% Heel, Metal 
he G&D. 3 to 8, $3.25 
2% 10 days 





SATINS CARRIED IN STOCK 


Buy Direct from the Manufacturers 


The Holiday season is approaching, social events are already 
on. November and December will’ 

Are you ready for the demand? 
In the Hannahson In-Stock line will be found values 
that cannot be duplicated at the price. 


We cater especially to large retailers and depart- 
ment stores. Minimum orders, one dozen pairs. 


Hannahsons Shoe Co. 


Haverhill, Mass. 


Send us your name for our mailing list. Announce- 
ments of other attractive styles will follow. 


be big months for Satins. 


Try us out. 
















No. B-100 


Black and White Satin Pump, By ie 
Heel, Metal Plate. B, C and 


2% 10 Days 











Owendale, =. —Koffman Bros., shoes, etc., 

succeeded Me A. Koffman. 

Kansas City, Mo.—Fred Gray’s Bostonian Shoe 
Store, , shoes, eee with author- 
ized coud ¢ ome 

St. Louis, Mo.—B: ry! Bros. on oe. ., wholesale, 
a a pa y B. & B.S “> 

Elizabet Joseph Thomes, oes, etc., 
reported sold out to J. Eisenberg. 

Paterson, N. J.—Tondow Bros. (10 Spridge St.), 
shoes, reported sold out. 

New York City.—Famous Shoe Shops, Inc., shoes, 


incorporated with capital of $25,000. 
Chas. Gansler (2534 8th Ave.), shoes, suc- 
ceeded by Gansler Bros. 
Goveland, Ohio.—Jacob M. Rose, shoes, succeeded 
. H. Tucker. 
mL. Ohio.—Napoleon Cl and Shoe 
Co. oe etc., incorporated with capital of 


$25, 
Cincinnati, ti Ohio. —Irwin She Co., shoes, dissolved 
rship. George W. Dohrman retires. 


artne: 
inion, Ore.—Home y toes ply Co., shoes, etc., 
consolidated with the Warner Valley Mer- 


cantile 
Philadelphia, Pa.—Mrs. Mary Oberst (729 South 
4th St.), "shoes, reported sold out to auctioneer. 
Schwartz-Samuels Shoe Co. (2440 North 
feat St.), wholesale shoes, recently com- 
menced business here. 


Aeooeding, to the Shoe and ay ag Agency, 
Inc., the and embarr in the 

leather and kindred lines in the United States 
and Canada, for the week ending October 16, 
numbered 17 against 13 for the preceding week, 
and 12 for the corresponding period of 1919. The 
failures were of an unimportant nature. 











MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 















Sennen 
THE BICYCLE 
STEP thy 


COM 
67 npndolph St. 
Chicago, III. 





We buy and highest price 
bar petal Sol chet et chen” or any 
other merchandise. 


i 30 pan our 
BROOKLYN PURCHASING SYNDICATE 
FRANK WA 
610 Broadway, Brooklyn 








Phone, Stagg 1757 





Amalgamated Offices in 
Philadelphia 


Another leather house announces the 
completion of arrangements whereby 
its business will, in the future, be di- 
rected from Philadelphia. The Amal- 
gamated Leather Companies, Inc., has 
taken a long term lease on the five- 


‘ story building at 22-24 North Fifth 


Street, in the city’s leather district. 



































HENRY N. ANTWEILER 


Assistant General Manager of the 
Amalgamated Leather Companies, Inc. 


After November 1 the Executive and 
Financial Offices of the company, now 
located at 27 Cedar Street, New York, 
will occupy three floors of their new 
building, which has been remodeled. 
John B. Blatz, president of the corporas 
tion, will also have his offices in thi- 
city after that date. The general sales 
offices of the company, which have 
been connected with their factories in 
Wilmington, have already been moved. 

In connection with the new sales 
offices, complete assortments of the 








companies’ leather products will be 
carried in display rogms on the first 
two floors. These will be supervised 
by Henry N. Antweiler, assistant generah 
manager. 








MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Ley THE CHICAGO 
@ Prices WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


‘Recorder’ rates for space less than one-eighth ITIONS WANTED—Four cents per word for each ingertion, 
i $ im amount ,seventy- cents. other “ ” 
page per issue: fe coat geben nn wand for eac or onal insertion. al 


Space ltime 7 times 13 times 26 times 52 times tonces, Wi When advertisers deatte¢ po in 
Bia cake cnuden $5.00 $4.00 $3.50 $3.00 $2.50 of this office, twelve words must be allowed in each advertisement for 

* dress. When advertisers desire lorwarded direct to thei 
| eee 10.00 8.00 7.00 6.00 5.00 pe ee i of the add > ne at Ace 


a... 15.00 12.00 10:50 9.00 7.50 
2... 20.00 16.00 14.00 ee ee 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 






ee at Ads under this heading will be received up 
















12.00 10.00 

















SALESMEN WANTED 











SALESMEN WANTED LINE WANTED 











ALESMAN WANTED—Salesman to carry as 

a side line men’s, women’s and children’s shoes 
in jobs at greatly reduced prices on a commission 
basis. Address C263, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMEN WANTED to handle Start-Rite 
children’s turns on 6 per cent commission 
basis. All shoes carried in stock. All territories 
yo ores Shoe Co., 301 Bell Block, 
neinnati, O 








ANTED—Salesmen covering southern and 

middle western states to carry as a side line, 
our popular-priced line of Barefoot Sand 
Play Oxfords, etc. Exceptional values and ready 
sellers. 6 per cent commission. ne = 





















GALESMEN WANTED—Two high grade _ ex- WAZ. IN STOCK LINE—Misses’ ani 
perienced salesmen to represent New England childre n’s, boys’ and youths’, or short line 
line of of Men’s Popular men’s welts—one for women’s, for territory about San Francisco, to be 
New York City and Brooklyn—the other for New handled with Edmond’ s Foot Fitter. Want a 
York State. Give all particulars in first letter. ood value. Only “left of red line” accounts 
Address C262, ane - and Shoe Recorder, 207 . 8. Bierce, 1523 \nchegutte St., Alameda, Cal. 
South St., Boston, Mass. : EXPERIENCED shoe salesman, now selling the the 
ALESMEN on a Commission basis wanted by best New England states trade, with Boston 






manufacturers of Infant’s Turn Shoes (1-8), office, is open for e ment with manufacturer, 
soft soles, moccasins and slumber slippers and boot Address C251, care Boot and Shoe Recorder, 207 



































now, ~— Shoe & Rubber Co. 
ton, N 


ALESMEN WANTED—To carry our line of 

leather boudoirs on commission, southern and 

western territory, to retail trade. Excellent op- 

ey for live salesmen. Address Silver Shoe 
{ssex St., Haverhill, Mass. 








GALESMAN—A responsible live representative 
is wanted by a manufacturer of men’s medium 
priced welt shoes, in New York. Also a few other 

territories open. All replies treated ——s. 
Address C243, care Boot and Shoe Recorder, 2 
South St., Boston, Mass. 


WANTED salesman to carry first class line of 
men’s, boys’ and children’s Goodyear welts, 
4s a side line in all sections of the United States, 
except the Southeastern States, on a commission 
basis. Address C265, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMEN WANTED—Real salesmen to sell 
popular priced in-stock line of ladies’ McKay 
boots. Only men with established territory need 
apply. Liberal commission. Reply stating = 
tory covered, lines previously carried, yearly 
ete. Replies held in confidence. Address C267, 
care a i = Shoe Recorder, 207 South St., 
Boston, M 

ALESMEN. wanted to carry a specialty side 

line of men’s fine Goodyear welts; two samples 
only; direct from factory in Brockton district; a 
strictly quality prepamiien. in stock; 6 per cent 
commission basis. Give full experience in first 
detter. Address C272, care —— and Shoe Re- 
corder, 207 South St., Boston, Mass. 


A FACTORY in Brockton district ens 
on one shoe only has op for 

‘several territories. Every dealer "haadiien - 
medium graie of men’s dress shoes is a prospect. 
‘The price is right. Volume can be obtained; 6 per 
‘cent commission. Give full experience when 
writing. Address C273, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


* = factory in the Brockton district de- 
ted to the manufacture of a Genuine Ma- 

homey Calf Bal. on the English last, price $5.25, 
has openings for salesmen in several desirable 
territories. It is an attractive side line proposi- 
tion, 6 per cent commission. If interested, write 
at once, giving full information as to experience 
and territory covered. Address C274, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 























socks ian, vir renin W following = aaa . South St., Boston, Mass. 
ary = irginia, Kentucky, Ten- - 
nessee, Mi ules, a Illinois, Wiscon- 
=. Minneeota, Missouri, Py Towa and 
Kansas. r lines work well with those 
shoe and department trade. R. but “irat dlas HELP WANTED 
: who will devote a proportiona mw "Coal, 
of time to our lines 'y- sirens, 
care Boot and Shoe “ae 207 South St.. sy Benny by ee Roar 
Roston, Mass. Mich. Also Wilmington, Del. Sa and j in. 





terest in business to right man. L. R. Kline, 17 
Duane St., New York City. 















CAN YOU SELL SHOE LACES? 
if so, write. We want salesmen to handle 
ss sere See deere fe 
Se Gansh Ghetees “Liberal commissions. FOR RENT 
Only men of experience in selling shoe 
laces, who can give satisfactory ref. 


She Helens 207 Some St", Boston, SHOE DEPARTMENT 
— For Rent 
A Rare Opportunity 


Tt 


















































SALESMEN WANTED 
For Haverhill Manufacturer’s IN STOCK KANTER’S DEPT. STORE 
department, resident salesmen to sell to Near Hearn’s, 66 West 14th St., Phone 
large retailers and department stores pop- Chelsea 10076, New York. 
ular priced line <4 women . .. — 
an cKa: 














satin specialties, Turns 
the principal cities in every state. ts - 


— ition. References 
hace tilill-cqustactgedtnenioneaden, BUSINESS OPPORTUNITY 


a Ask St., Boston, Mass. 










































vente ay ge for 


SALES PRODUCER | 


is offered by New York wholesale shoe | 
house. Must know market and show |} 
successful record of t. Address 
C270, care Boot and Shoe Recorder, | 
127 Duane St., New York City. | 


POSITION WANTED 


OUNG man at present employed as manager 
Z wishes to connect with a retail store. 
Address P116, care Boot and “Shoe Recorder, 929 
Chestnut St., Philad » Pa. 

Ea ee 38 yous “old, Seeeene, Septe : a. 

d experience all departments wholesale 
shoe ya E, desires positon offering a future in 
keeping with ability. problem too difficult if 


solution be ——— on hard work, tact, adapt- FOR RESULTS ACT NOW ! 


ability. Knowledge of conditions and co-operation 


























































of manufacturers. dence invited and : 
treated confidentially. References on application. Feed peng meng ny Ae egg nd 
Investment considered. Address C268, care Boot 3 18 years’ experience in somoting 
and Shoe Recorder, 207 South St., Boston, Mass legitimate Special Trade-Building Stock 
PoSITION . WANTED—I have eight years’ ex- Reduction and Complete Chose Out 

perience in the retail shoe business as buyer, Sales will help you 100 per cent. For par- 





mana and ee. Desire to connect with ticulars, mention size of stock and object 
manufacturer's ‘orce. Irving Goldberg, of sale. C. N. Harper & Co., Inc., Mar- 
65 E 103rd St., Now ok City. quette Bldg., Chicago, Ill. 



























ALESMEN wanted to take a line of ladies’ 

riding boots. Caly, men calling on the highest 
Fis trade need apply, Homer Shoe Co., 292 
elliff Ave., Newark, 


WANTED—Competent retail shoe salesman. 
a whether single or married, , Ox- 
} ey reference and salary. Address “Phelps 
hoe Co., Shreveport, La. 

oa WANTED—Now calling on the 

and shoe, findings, su) supplies, or allied trades, 
‘to carry and introduce a rub heel of distinctive 
‘features, as a side line, on a ten per cent commis- 
~sion basis. Territory not restricted, exclusive if 

The Pepterd Commodities Co., Inc., 415 
Wells Ave., ., Canton, Ohio. 
























LINE WANTED MISCELLANEOUS 



















ALESMAN with a — following ANTED—If 
covering entire New City, desires a women’s or children’s 
strong line. A. years with one concern, and pose of them to cash bu y _toue 
can furnish the a * ofr references as to honesty and with me at once. Have coverns 
capabilit Prof. E. A. Bennett, 1206 Hoe Ave., for the past 16 years and can furnish Al references. 
Bronx, ‘ew York. Commission 6 per cent. Address C264, care Boot 
and Shoe Recorder, 207 South St., a 


















WANTED for 1921, by two mens ~~ j annually 


in Texas $250,000, distribution of a Str yy to purchase a good 
K = w+ in live M Michigan town 4 Pane E269, 


line of women’s medium-priced McKay’s an 
the al and Shoe Seta 3 207 South St., 








turns, also felts. We will stock some of - 
lar numbers in Dallas. Box 1509, 09, Dallas, 











}, 1920 


NT 


ertion. 
Want” 
imum 
red up 
in care 
ent for 
» their 
ement 

letter 


unts 








yW! 
jickly 
Har- 
opting 
Stock 
Out 
par 
bject 
Mar- 








Oct. 23, 1920 





BOOT AND SHOE RECORDER 147 





THE RECORDER CREED: Getting More Shoes Sold Right; 
pea te IE ee 


SHOE 


Record tte 
allied industries relating to shoes and 





~~ >, —~~e 





Annual Subscription ‘in the United States, $5.00. 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


Cable Address BOOTRECO 


RECORDER 


bat “right”; seld for the righ 
hae he creat propia of 

Per copy, 25 cents. Canadian, $6.00. 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matier 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


fae cua 


Foreign, $10.00 








MISCELLANEOUS 


WANTED TO PURCHASE 





Shoe House cor" oe Occupancy 


STORE 


Or part of one in New York wholesale 
shoe district. Address C271, care Boot 
and Shoe Recorder, 127 Duane St., 
New York City. 











ATTENTION 
Manufacturers of Small Shoes 
Shoe manufacturer, making Women’s shoes, 
will figure with a manufacturer of Misses’ or 
Children’s as an outlet for surplus poorer cuts 


‘| of Kid leather on small size side patterns. 


Send patterns and Fo will send sample cuts. 
Quarters alone ——— ough we could 
utilize Circular Foxed pattern complete. No 
% Foxed or full Seamless Vamps. Address 
C253, care Boot and Shoe Recmslie, 207 South 
St., Boston, Mass. 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, ete. 

















IT SELLS SHOES—COSTS 3cts PER DAY 





GOES AROUND AND BRINGS IN CUSTOMERS 
‘Well pleased —entirely satisfactory — 
nen Boom | ”—Enright, Pittsfield, Mass. 

ELECTRIC WINDOW SALESMAN CO. 
46 Cornhill - - . -  Beston, Mass 


The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


WILL Slow Sellers » FOR 
BUY nde Stwcae | CASH 





DO YOU CONTEMPLATE 


it of business? 
rs Ro 


el term to run taken 
I, OLENICK 


418 Broadway, New York Tel. 9531 Canal 

















WANTED TO PURCHASE 





ESITIVUNTOOUD PRSUNOVOUOOVOOMCOOULNONUITEN PCOUUIVERCTUNY, 









paqrnnitti LTT Le titi om OTT baie STITT ic) 


We Buy for Cash 
Manufacturers’, Jo bbers° and 
Retailers’ Surplus Stocks, Jobe, 

NOZQUANTITY TOO |LARGE 
Wi entire stocks 


or manufacturers. 
Send us of what 
Send os partioulars you 
Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 
48) Broadway » New rNew tok Ne 


SULT Te TTT eT TIT elit het 








CASH PAID 


for shoe stores or surplus stocks of shoes or 











ettilire 











“MAKE YOUR SHOW WINDOWS PAY YOUR RENT” 
STAT RAT EE TSN Ath 






for other merchandise. Leases taken over. 
We ba send a representative to investigate 
offer upon request. 

Max Kalter Mercantile Co. 
- Phone Spring 5160-51 pte Sd ~_ 
MISCELLANEOUS 

THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 
OHIO, U. S. A. 
Shoe Store 
Chairs 

itting 
Stools 
Settees 
Window 
Display 
Fixtures 
Period & 
Modern 


Design 





PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


woes OF THE CORPORATION 


ARLES G. PHILLIPS, President 
EVERIT. B. TERHUNE, Trane, Gen’! Mgr. 
GEORGE W. R. HILL, Ist V t 
= WALTE ER SCOTT, 2d Vice-President 

RTHUR D. ANDERSON, Secretary 


SWAIN, ae & ae Counsel 
1 Tremont 


Ec Aree D. ANDERSON, Editor 
OWEN A. THOMAS 


HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 


ey my subscription price of the 
and Shoe Recorder is $5.00 a year in 
pe ode which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands and “oo The price for 
is $6.00 a year, ding postage. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except nog above is $10.00 
per year, including 
All subscriptions are pay in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





OFFICES IN 
BROcETOs OFFICE: 224 Moraine St. Geo. W. 
R. Hill, Manager. Telephone 507. 


CHICAGO OFFICE: 189 West yt Sie 
phone Main 1089. B.C. Bowen. 
ST. LOUIS OFFICE: 1627 lanes St. B. ‘ec. 
Bowen, 
= OFFICE: Room 102, is. Goahem Bile. 
H. Walter Scott, Manager. 
phy 959 W Worth. 


yo OFFICE: 929 Chestnut St. 
Walter Scott, Manager. 


mavennanen. cores: Chamber of Gomegguee 

7 Haverhill National Bank Bldg. 

W. R. Hill, | oallnoony 

CHRSINMATS OFFICE: 501 First National Bank 
& + om . C. Bowen, Manager. Telephone 


nocuneras OFFICE: 609 Powers Bide. Ros- 
iter L. Seward, Western New York Repre- 
pA Telephone Stone 6314. 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: B.C.Bowen, Manager. 
~~ Office: 2 Rue des Italiens. L. Hubbard, 


London Office: _— Menpow. Man- 
sion House one ty 

Australian Office: 430 Lit. Colne ay Melbourne. 
G. Jervis Manton, Manager. 

Continental Office: William Salzman, Manager. 
Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, Leon Combacau, Ruaido 
Alfandega 204, Rio de Janeiro. 

CHILE: Santi » Kee Rosas 1123-1127. Otto 
Fubrimann, 

CUBA: Mr. s Gomes, ?. QO. Box 422, Havana, 

hn Gerente, Leoncio de Miguel, Librero 
Ms = Fuencarral, Madrid. 

Gerente, Carlos Elizomdo, 4a Del 

— 117, Mexico, D. F. 


Sagquems Seton Yokohama, J. F. Wagen, 












BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass....... 97 
Adams, Harry E., Co., Brockport, Mass. .... 131 
Ahearn, John M., Boston. ............+0+. 101 
Algier Shoe Mfg. Co., Brooklyn, N. Y...... 97 
Allen-Goller-Leighton Co., Lynn, Mass.... 12 
Allied Shoe Co., Newburyport, Mass... .84, 116 
Bacon-Rollins Co., Lynn, Mass............ 97 
Bancroft-Walker Co., Boston.............. 8-9 
Baker, J. Ralph Co., Bridgewater, Mass..".. 143 
Barry, T. D., Co., Brockton, Mass. ...... 98, 140 
Bass, Geo. H., Co., Wilton, Me............ 124 
Bay State Slipper Co., Haverhill, Mass... .. 110 
Berry, A. H., Shoe Co., Portland, Me....... 114 
Bleecker Shoe Co., New York City......... 77 
Bluestein Bros., Boston. .............+++. 82 
Blum Shoe Mfg. Co., Dansville, N. Y....... 97 
Boardman Shoe Co., Boston.............. 136 
B. & P. Footwear Co., Oswego, N. Y.. .77, 100, 108 
Brandau Shoe Co., Detroit, Mich.......... 97 
Brauer Bros. Shoe Co., St. Louis, Mo....... 71 
Brooks Shoe Mfg. Co., Philadelphia. ...... 101 
Brown, H. C., Co., Inc., Boston. .......... 101 
Brown Shoe Mfg. Co., St. Louis, Mo....... 71 
Carter, J. W., Co., Nashville, Tenn........ 2 
Central Shoe Co., St. Louis, Mo. ..... 3d Cover 71 
Chenoweth, R. A., & Co., Boston. ......... 82 
Churchill & Alden Co. (Campello), Brockton, 

BE, ec cc bascennsheaccuncemnen 4th Cover 
Clapp, Edwin H., Co., E. Weymouth, Mass. 98 
Clark, James, Leather Co., St. Louis, Mo. ..71, 75 
Collins & Staples, Haverhill, Mass......... 96 
Consolidated Shoe Mfg. Co., Boston. ...... 106 
Dalton Co., The, Brockton, Mass.......... 43 
Dayton, J. E., Co., Williamsport, Pa....... 128 
Diamond Shoe Co., The, New York City. . 99 
Dittman Shoe Co., St. Louis, Mo.......... 71 
Doerr, F. L., Shoe Co., St. Louis, Mo. . .71-72-73 
Duttenhofer-Stevens Co., The, Cincinnati... 40 
Duttenhofer, Val, Sons Co., Cincinnati,O... 40 
Eaton, Chas. A., Co., Brockton, Mass... ... 34 
Elam, F. S., Shoe Co., Rochester, N. Y..... 100 
Emery & Marshall Co., Haverhill, Mass.... 133 
Evans, Son, L. B., Co., Wakefield, Mass..... 84 
E-Z Walk Mfg. Co., Inc., New York City... 13 

97 


Fern Shoe Co., The, Newburyport, Mass. .. . 
Fern & Poor Co., Inc., Newburyport, Mass. .76, 97 
Field & Flint Co., Brockton, Mass.......... 


Florsheim Shoe Co., The, Chicago, ......... 4 
Fox, Inc., Chas. K., Haverhill, Mass. ...... 1 
Freeland, H. H., Rochester, N. Y.......... 100 
French, Shriner & Urner Co., Boston. ...... 120 
Friedman, Shelby Shoe Co., St. Louis, Mo... 71 
Goodger, W. C., Rochester, N. Y.......... 100 
Gordon, Leo, Shoe Co., Inc., St. Louis, Mo. . 71 
Grover’s Sons, J. J., Lynn, Mass........... 108 
Hahn, F. W., Rochester, N. Y............. 100 
Hannahson Shoe Co., Haverhill, Mass. ..... 145 
Harney-Tracy-Crehan Co., Lynn, Mass.... 82 
Harrison-Lockwood Co., Haverhill, Mass.... 96 
Hartman Shoe Co., Haverhill, Mass. ...... 80 
Heilbrunn, J., & Sons, Rochester, N. Y..... 99 
Helmers Bettman & Co., Cincinnati........ 40 
Helming-McKenzie Co., The, CincinnatiO.. 40 
Holters Co., The, Cincinnati, O........... 40 


Homan-Hughes Co., The, Cincinnati,O.... 40 
Hoyt, F. M., Shoe Co., Manchester, N. H... 137 


Jacobs & Thatcher Co., Brooklyn, N. Y.... 144 
Johansen Bros. Shoe Co., St. Louis, Mo.... 71 
Johnson Bros. Shoe Co., Hallowell, Me... .. 26 


Johnson-Stephens & Shinkle Shoe Co., St. 


TEE FC he vice eakbadedecesceavdbs 71 
Johnston & Murphy, New York City....... 98 
Julian & Kokenge Co., Cincinnati, Ohio... .. 40 
Katzman-Adler Shoe Co., Boston.......... 31 
Keith, Preston B., Shoe Co., Brockton, Mass. 142 
Knox Shoe Co., Milford, Mass............. _ 45 
SS Area Gert Pree ee 71 


Krippendorf-Dittmann Co., The, Cincinnati 40 
Krohn-Fechheimer Co., Cincinnati, O. .. 14-15, 22 
La Crosse Boot & Shoe Mfg. Co., Crosse, 


BOOT AND SHOE RECORDER 


INDEX TO “WHERE TO BUY’? 


Lilly, Henry, New York City.............. 99 
Lindner Shoe Co., Carlisle, Pa............ - 
Lippman, Geo. E., Co., St. Louis, Mo...... 71 
Lund-Mauldin Co., St. Louis, Mo.......... 71, 74 
Manss Owens Shoe Co., Cincinnati, O..... . 40 
Marathon Shoe Co., Wausau, Wis.......... 83 
Marshall, C. S., Co., Brockton, Mass....... 119 
Marston & Brooks Co., Hallowell, Me...... 142 
Marston & Tapley Co., Danvers, Mass. . . .100, 135 
McElIroy-Sloan Shoe Co., St. Louis, Mo. ..71, 76 
McNamara, John, Haverhill, Mass........ 96, 101 
Meis, Charles, Shoe Co., The, Cincinnati, O. . 40-41 
Menihan C y, The, Rochester, N. Y.. 7 





Menzies Shoe Mfe. a; Milwaukee, Wis . . - 78-79 
Moore-Shafer Shoe Co., Brock port, N. Y.. - 199 


Navy. Surplus Property.........cces.s.. 81 
Nettleton, A. E., Syracuse, N. Y.......... - 98 
Newcomb-Anderson Shoe Co., Rochester, 

Ob Wee civdeddesecdedsscscditecs ddeces 100 
Novelty Shoe Co., Chicago we Ribicialias 27 
Nu Baby Shoe Co., E. Lynn, Mass........ 100 
Ogden Shoe Co., Milwaukee, Wis.......... 112 
Olenick, I., New York City. ............... 147 
Packard, M. A., Co., Brockton, Mass. .. .98,138 
Pedigo-Weber Shoe Co., St. Louis, Mo..... 71 
Pennington-Crowell Shoe Co., Manchester, 

8 Re ayer eo nen 39 
Peters Shoe Co., St. Leute, i ha hag sched Boeke 71 
Phillips-Cram Corp., Haverhill, Mass. ..... 96 
Pinsker, J., New York City............... 107 


Prouty, Isaac, & Co., Inc., Spencer, Mass... 118 
Puritan Shoe Mfg. Co., Brockton, Mass.... 125 
Puritan Shoe Co., Inc., New York City. ..... 101 
Racine Shoe Co., Racine, Wis............. 6 
Raymond, Swig & Malloy Co., Lynn, Mass. . 3 
Reece Shoe Company. . 
Republic Felt Shoe Co., Sadie, Pe Rees OO 


Rice & Hutchins, Inc., Boston............. 48 
Riemer, A. H., Co., Milwaukee, Wis........ 99 
Robert, Johnson & Rand Shoe Co., St. Louis, 

i itociuincniindidns lala tat hath hin a 71 
Rosen, George H., Boston................ 92 
R. K. L. Co., Grand Rapids, Mich.......... 29 
Sachs Shoe Mfg. Co., Cincinnati........... 40 
Salem Shoe Co., Salem, N. H.............. 128 
Samuels Shoe Co., St. Louis, Mo........... 71 
Scheiffele Shoe Mfg. Co., The, Cincinnati 40 
Silver Slipper Co., Haverhill, Mass......... 96 
Simbac, Chicago. .....0.ccccee Cibiaceeues 19 
Smith, Wm. Sumner, Chicago bictseouweese 105 
Stacy-Adams Co., Brockton, Mass........ 23, 98 
Stetson Shoe Co., So. Weymouth, Mass... .. 99 
Stickles, L. D., Shoe Co., The, Red Wing, 

TD 0crb46hutémidsenes cnadeded eeiaea 101 
Sullivan, P., Co., The, Cincinnati, ere 40 
Thompson Bros. Shoe Co., Brockton, Mass 11, 98 
Timson Bros., Boston........ Weddewsiewen 96 
Tober-Saifer Shoe Co., St. Louis, Mo....... 71,76 
Truitt Bros., Inc., Binghamton, N. Y....... 128 


United States Rubber Co., New York City.. 90 
Upham Bros. Shoe Co., Stoughton, Mass... 141 
Utz & Dunn Co., Rochester, N. Y.......... 35 
Wall, Doyle & Daly Co., Brockton Mass... 30 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
Front Cover 
Westcott-Whitmore Co., Syracuse, N. Y.... 97 
Whitman & Keith, Brockton, Mass........ 98 
Williams Clark Co., Lynn, Mass.......... » 
Witherell, E. A. & M. C., Co., Haverhill, 
BE hac dcnceunmuns ites ced coke isstice 
Wohl Shoe Co., David P., St. Louis, Mo.... 71 
Wolf, Sam B., Shoe Co., The, Cincinnati.... 40 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Companies, Inc., 


re TT oe 
Baker & Kimball, Inc., Boston............ 102 
Beggs & Cobb Co., Inc., Boston........... 102 
Bristol Patent Leather Co., Boston........ . 
Castle Kid Company, Camden, N.J........ 86 
Chamberlain, B. F., Boston.............. 102 
Creese & Cook Co., Boston............... 102 





Oct. 23, 1929 


Farnsworth-Hoyt Co., Boston............. 129 
Hub Gore, Boston and New York......... 102 
Hunt-Rankin Leather Co., Boston........ 20 
Jones Co., F. E., Boston.................. 102 
Kepner, C. D., Leather Co., Boston........ 126 
Kistler, Lesh Leather Co., Boston.......... 82 
Lawrence, A. C., Leather Co., Boston... .. . 28 
Levor, G. & Co., Inc., Gloversville, Nn. ¥.. 16 
New Castle Leather Co., Inc., New York. . 33 
Standard Kid Mfg. Co., Boston........... 102° 
Tanners Cut Sole Co., Boston............. 92 
Thomas, Lake & Whiton, Inc., Boston. .... . 4 
U. S. Leather Co., New York _. ae 25 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago.......... 1 
Chicago Wire Chair Co., Chicago.......... pr 
Coultas Co., D. W., Providence, R.I....... 104 


Dalrymple-Pulsifer ' Co., Haverhill, Mass. . 134 
Decorators Supply Co., 85 
Doty & Scrimgeour Sales Co., New York City 103 


Elastic Tip Company, Boston............. 105 
Electric Window Salesman Co., Boston... .. 147 
Emery & Beers Co., Inc., New York City. 10 
Fashion Ornament Co., Brooklyn, N. Y..... 104 


Foote Associates, The, Rochester, N. > 104 
Gilbert, E. T., Mfg. Co., Rochester, N.Y. 110 


Goodyear Tire & Rubber Co., Akron, O, . 6 





Greilich, Wm., & Sons, New York City... 94 
Kleistone Rubber Co., Inc., Boston........ 18 
Laing, Harrar & Chamberlin Co., Phila- 
IR 865. bbmascdwade cir er Te 128 
L. G. &S. 8. Co., Boston................. 
Miller, O. A., Treeing Mach Co., Brockton, 
casera PO ae 130 
Myers, F. E., & Bros., Ashland, Ohio. . Peeike< 145 
Narrow Fabric Co., Reading, Pa.......... - & 
Onken, Oscar Co., Cincinnati, | Ra 147 
Scholl Mfg. Co., Chicago. ..... “ree oe 9 
Taylor, Frank P., Boston................. 104 


Tweedie Boot Top Co., St. Louis, Mo. 2d Cover 
U. S. Specialty Mfg. Co., W. Somerville, Mass 126 
Vanity Novelty Works, The, Brooklyn, N. Y 104 
Whitcher, Frank W., Boston. . Seccsee 198 
Win-Deco Display Service, Benten.. cocces 108 
Wizard Lightfoot Appliance Co., St. Louis, 

GOO. Someaee ea os eects ene eerr 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


American Multigraph Sales Co., Cleveland, O, 21 
Armstrong Cork Co., Lancaster, Mivectatess. Of 
Beckwith Mfg. Co., Boston..........0.0.. 42 
Griffin Mfg. Co., New York City...., - 80, 105 
Meyer, J. C., Thread Co., Lowell, Mass..... 104 
National Shoe Polish Mfg. Co., Philadelphia. 105 
United Shoe Machinery Corp., Bostons..... 132 
United Shoe Repair Machine Co., Boston.... 32 
West Va. Pulp and Paper Co., New York and 


NED a diickclndscccmed eee eoseccccese 17 
MISCELLANEOUS 
Atlantic Printing Co., Boston............ 103 
mart Purchasing Syndicate, Becshiva, 

Bis oe Ray ees 8 OSL. s Mi tne. 145 
Calderwced ree ae 103 
D’Avesne Translation Bureau, Boston. ..... 82 
Edwards, T. J., Boston.................. 105 
First National Bank of Boston............ 134 
Glauberg & Co., New York City........... 147 
Grover, Nelson H., Boston............... 105 
Hooper Printing Co., Boston.............. 103 
Kalter Merc. Co., Max, New York City. . 147 
New York Export Purchasing Corporation, 

awe Wees Gey. i on op hdd n Sen ch cick 147 
wat” Oe Me oe Se 104 
Tolman Print, Brockton, Mass........... 37, 103 
University’ Electrotype Foundry, 

a 103 
Van Praag Co., New York City............ 147 


pil 
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Priced To Meet The Demand 


FOR 
Honest Service and Reasonable Price 


He 


eae Se 


"THE Three Styles we are E. do not know how to 
showing here are made by give you a better exam- 

a house that is famed for the ple of Parker, Holmes’ value : 

honest service of its products. giving. 

Year after year we sell more The price we have placed on 

of these than “grand value” these shoes is well below that 

shoes. of last season. 














Parker, Holmes and Company 


**The House That Helps’’ 


Boston - ° . . Mass. 

















Price $4.85 Price $4.85 Price $4.85 


Stock Style X2529 Stock Style X2540 ; Stock Style X2530 
Black Cabretta, 9-inch Leather Black Cabretta, 8-inch Dull Black Cabretta, 9-inch College 
Louis Heel Top, Cat’s Paw Rubber Last, Military Heel 
Sizes 214 to 8, C, D Heel Sizes 21% to 8, C, D, E 
Price $4.85 Sizes 214 to 8, D, E Price $4.85 
X2528—Same in Brown Price $4.85 X2531—Same in Brown 
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Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Stock No. 954 
Last, oe 4 Ph xge rde ee 
a a Bal, 
Br “er Heel. "a ban - 
Stock No. 966 
os ukewood Last, Dark Rus 
te ‘Ba l, Single Sole, 1-i on 
pe ad Heel. Pri e $8. o 


T. D. BARRY COMPANY 


BROCKTON, MASS., U. S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, 
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For Better 


Business-—— 


High Boots and Strap 
Effects of Colored Kid 


HOUGH the season is in its infancy, good sales are reported in colored footwear, especially in high boots 
and strap effects of light colored kid. It is logical to believe that this is indicative of the style trend for 
spring. The reason is obvious: When fashion decreed the short skirt, women began to look for stylish 
footwear. Colored high boots and strap effects were the outcome because of their smart appearance and adapta- 
bility toward costume harmony. Undoubtedly for this very reason, the French are determined to keep colored 
footwear in high fashion, and New York has wisely followed the lead. Several far-sighted manufacturers are 
making these popular high boots and:strap effects of dependable Vode Kid in the correct shades of blue, camel 
gray and light brown. We will gladly send their names on request, as well as a description of our co-operative 


selling plan. 
Standard Kid Manufacturing Co. 
Boston, Mass. 


Branches in New York, Philadelphia, Rochester, 
Cincinnati, Chicago, St. Louis and Montreal. 
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‘‘Readjust—Stimulate A Buying Activity”’’ 


? HOW CAN IT BE DONE ? 
‘“‘By Replenishing Your Stock’’ 















With Men’s Shoes of Real Style — Real Quality—Made of Top 
Grade Leathers and Materials — That may be placed on feet at 
prices the SHOE WEARING PUBLIC will today spend money on. 


$6.29 to $9.00 
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We are prepared to join hands with 
accounts who are capable of buying 
in volume on a case lot basis. 


Our plan of figuring and merchan- 
dising allows us only to present our 
proposition to the volume operator. 


Forget the period of unhealthy busi- 


MILFORD SHOE COMPANY 


Reorganized i i voli production with methods 
er = gre 7, blem of shoe merchandising 


which offer a new phase on 





MILFORD, MASS. 


ness this country has been through 
in the past 18 months and Readjust 
to a Safe and Sane Business Building 
Basis. 
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Our lines are being displayed for 
Spring and Summer by our Factory 
Representatives. Write for an in- 
terview. 











problem 
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Sample No. 1007—Cadet 
Last — Mahogany Kip 
Bal, Oak Bottom—4 Iron 
Oak Solid Innersoles — 
Fine Twill Lining. 
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‘THE growing tendency 
towards color har- 
mony between shoes and 
costume has made it nec- 
essary to produce over 
one hundred colors of F. 
B. & C. Kid. Through 
our new style service it is 
now possible for you to 
give a customer almost 
any shade requested. 


However, it isn’t advis- 
able to carry a complete 
line of sizes in each of one 
hundred different colors. 


A careful study of 
dress fabric colors 
which will be in 
vogue next Spring 
and the present 
trend of shoe or- 
ders show that the 


Amalgamated Leather Companies, Inc. 
Formerly F. Blumenthal Co. 


Color Trend for Spring 


We 





FINEST BLACKS AND COLORS 





best selling colors in 
shoes will be 


Pearl Grey 71 
Champagne 91 
Smoke 20 


Golden Brown 22 
Field Mouse 88 
-Midnight Blue 42 


Those colors are shown in 
the sample lines of the 
leading manufacturers of 
women’s fine shoes. 


shall be glad to 
supply clippings of 
these F. B. & C. 
shades to dealers 
so they will be 
in a position to 
order intelligent- 









General Offices: 22 North Fifth Street, Philadelphia, Pa. 
Factories, Wilmington, Del. 


NEW YORK BOSTON 
86 Gold St. 103 South St. 








ROCHESTER 
123 Mill St. 


ST. LOUIS 
911 Locust St. 
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The pronounced 
call for Suedes 
is confirmed by 
our sales of 


NUBUCK 


WE are proud of the confidence which the trade shows in NUBUCK— 


the original side leather suede. 


They realize it embodies a Quality and Service which is unsurpassed. 


=a ee ee 


esos a og 


NUBUCK is synonymous with Value—a leather upon which you can fully 
depend to make sales and to make good. 


If you have not seen our latest colors: 


26 Maltese Grey - 27 Henna 


28 Autumn Brown 


Send for Sample Cuttings 





Lawrence Leathers are Reliable Leathers 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston , Mass. 
NEW YORK - CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 
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The Royal 
Purple Calf 


calf skin—a decidedly rich, 
distinctive and attractive color. 


Built on a strikingly modish last of un- 
equalled fitting quality. Unmistakably 
a fine shoe — a quality shoe that will 
always attract quality trade. 


Do not fail to ask for Honorbilt No. 
722 Royal Purple. It is unquestion- 
ably the season’s leader. A typical 
example of Honorbilt quality, class 
and style which will appeal to your 
most exacting customers. 


CG? F. Mayer Boot & Shoe Co. 


Milwaukee, Wisconsin 
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CHERER’S “Flow- 

er City” Kid adds 
value to the shoe that’s 
made of it—a value your 


customer can see. 


There’s no surer way to 
make your shoes prove 
their worth than to 
clothe them in Scher- 
er’s “Flower City” Kid. 
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SCHERER COLORS 


Present Demand 


MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE Ne. 38 
HAVANA BROWN No. 10 
LIGHT BROWN No.8 
BEAUTY BROWN No.5 
CHAMPAGNE No: 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 









































29 SPRUCE ST.NY. 
FACTORY NEWARK , N.J. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED KID 
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HEN a customer comes into 
W your store to buy footwear at 
a reasonable price, footwear 
which is styled correctly and can 
stand any usage to which subjected, 
you will be building up confidence in 
your judgment if you show shoes 
taken from a carton bearing the 
Harrisburg trade mark shown on 
this page. 
a ae) 
Nos. 80-82-84 


No. 80—Med. Vamp, 10-8 heel. CandD. 2-8. 
Price $5.00 


-00 


These numbers are made in our Black Glazed Pony, 
a light weight, fine grain stock which works up into 
a most pleasing shoe. 


a. 


Selling one pair of shoes is simply an inci- 
dent. Your success depends entirely upon 
your customers being satisfied with every 
pair bought! And when you give them 
footwear which is Harrisburg made, rest 
assured they will not only keep coming to 
= you themselves, but will send all their 
friends to make your business a real success. 





REPRESENTING 
STYLE NUMBERS SH 


80 62 oe A card to us or a visit to our factory will 
bring you full particulars. 

















Che Rarrishurg Shoe Mig. Cs. 


sf Rarrishurg, Pa. 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SOBs 
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After years of experimentation 
we have perfected our 


ARCH PROTECTOR LINE 


Made on various lasts, and in a 
variety of styles 


Delivery, one to four weeks 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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“Decidedly [hompson”™ 


Shoes In Stock 


“Values 
Tell” 
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Famous 
Brogues 


S-622 


s- Code Word Night. Brown Cordovan 
F 610 Brogue Blucher Oxford. Perforated Wing 
Code Word Noise. Gallun’s No. 4 Nor- Tip and Foxing. Heavy Single Sole, 
wegian Grain Oxford. Perforated Wing Thompson Brogue Last. 

Tip and Foxing. ‘Heavy Single Sole, Price $9.50 

Thompson Brogue Last. 


Price $8.50 


S-620 
Code Word}Nearest. CGallun’s Norwegian S-604 
Grain Brogue Blucher. Perforated Wing Brown Cordovan Bal. Admiral Last. 
Tip and Heel Foxing. Heavy Single Sole, Thompson’s Famous Cordovan. Thomp- 
Thompson Brogue Last. son’s Brogue Last. 


Price $9.00 Price $9.50 


"PSOE SON BROS..SHOE (0 


MEN'S FINE SHOEMAKERS : 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 South Dearborn Street 


Address all communications to Brockton (Campello), Mass. 
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he Oulward Lyidence 
Of Quality Within. 


ONE of the safest buying as- 

surances of thorough quality 
in a shoe is the salesman’s state- 
ment—“ We use 


NAVONOD 
CALF” 


You may reasonably expect such a 
shoe to have linings, counters, soles, 
and all such accessories of the best 


procurable quulity. 


NAVONOD CALF in a shoe is the 
outward evidence of quality within. 


_—— —__________—___ 
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A Popular Sandal 


IVE button sandal in blue Vode kid vamp and 
fox and heel cover with Henna, Weilda calf top. 
This sandal is a beautiful feature and can be 
made in solid colors and many combinations. 
Carries a heavy sole, leather shank and Kimball 
& Sherman workmanship throughout. 


KIMBALL & SHERMAN (0) 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG,,10 HIGH ST, ROOM 701. 
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Problems For You! 


The PERMANENT ARCH makes perfect fitting 
easy—from HEEL to BALL instead of from toe to 


pi PRESERYpp 


SHOES for MEN 


Insure superior style, service and comfort because of their 
scientific Bridge Construction; — the double-anchored steel 
shank — a tread-base that can’t break down. 


A new standard of value. New selling appeals. 
A most welcome betterment in fine footwear. 


A shoe that really holds its shape. 


Send for Catalog and Prices 


No More “Hard Fitting”’ 


E. ie Wright & Co.,Inc., Rockland, Mass. 











In Stock! 

A full line of handsome ARCH 
PRESERVER styles, ready to 
ship AT ONCE. 


Oct. 30, 


foe5e5 
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Snappy Menihan Footwear in Stock 


Rightly Styled and Priced to 
Meet Your Quick Demands 





B 287—Havana Brown Kid Lace, Good- B 286—Glace Kid Lace, Goodyear Welt. B 290—Chocolate Brown Calf Lace, Good- 
yea Welt. AA, A, 5-8; B, 4-8; C and D, AA, A, B, 4-734; C «nd D, 3-734...$7.50 year Welt. AA, A, B, 4-714; C and D, 
3- $8.25 i, Ee ee PPB PE a oe 50 


25259606009 
Pep rrrirecr. 


; 
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B 126—Mahogany Brown Calf Oxford, S 688—Black Suede “Irene’’ Turn, 18-8 B 116—Chippendale Brown Calf Oxford, 
Walking Heel, Goodyear Welt. AA, 414-8; Suede Covered Wood Louis Heel. AA, Cuban ; A, 4} 


leel, Goodyear Welt. A 
A, 4-8; B, 314-8; Cand D, 3-8 414-8; A, 4-8; B, 314-8; C, 3-8: D, 314-8. 714: A, 4-734; B, 316-71: C, 3-7. .. $6.50 
$7.50 


ie 
a! 


Don’t Let Your Stocks Run Low. Keep Your 
Stock Up and Avoid Losing Sales and Profits 


= 
re: 





SEND YOUR ORDER TO 


The Menihan Company 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U.S. A. 


My, 2! 


Ne gorge oe5e 55: 
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TRADE MARK 


A Star Member of the 


eo hRROWSMIEFy, 


Family of Dependable and Scientifically Correct 





Arch Props 


is the 


e~ ” 
we aw, 


“Foot-Restur” 


This is the latest and one of the most popular forms of arch support brought out by ‘““The Man Behind 
the Arch Support Idea” and it has a number of important and novel features. One of these is its great 
ease of adjustment (partially illustrated above) which allows even the most inexperienced clerk to fit 
it to any individual foot or case requirements. 

The resiliency, wide heel base and extreme lightness of this arch support insures immediate relief and 
comfort for the wearer. It is particularly desirable for the ladies, although worn by thousands of men 
everywhere with perfect satisfaction. 











Made to the “Arrowsmith’’ Standard 


The “‘First-Aid Foot-Resturs,”’ like every other item in the whole 
great “Arrowsmith” line, are insistently made to conform to the 
rigidly set standards of orthopedic design and skilled workmanship 
which have earned for “‘Arrowsmith’’ the desirable and valuable 
reputation this name enjoys. 


Whether among the users of the general public or among the dealers 
who have handled the ‘“‘Arrowsmith”’ line for so many years, this 
reputation for scientific and mechanical superiority is well under- 
stood, and is one of the most valuable of our assets. We could not 
afford to sropeptine this reputation by admitting anything under the 
“Arrowsmith” name that was not fully up to the “Arrowsmith” 
standard in every way. 


Arrowsmith Manufacturing Company .\ 


vR\ pegs \\ 
Morristown, New Jersey, U. S. A. NRROWSMIGH SS 


CHICAGO - - - - = TORONTO 
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The “ 
nyder, 
Smell 


T’S worn by hundreds of Shoe Manufacturers, — wise buyers who 
know that leathers backed by the Snyder Trade Mark give constant 
SATISFACTION. 


That means satisfaction in every square inch of leather you buy from 
SNYDER, and therefore — Satisfaction, breeding repeat orders, in every pair 
of shoes you put on the market. 


Atlas Kid Ebony Cabs Athena Kid Vigory Kips 


(Semi-Chrome) (Semi-Chrome) (Full Chrome) (Semi-Chrome) bal 
Black and Colors Black and Colors A Real Side Leather 


LL tanned to uniform quality, in up-to-the-minute colors, from choicest raw stock 
in the best equipped tannery in the country, and sold at popular prices supple- 
mented by prompt deliveries. 


We know that our best asset is acustomer who wears the Snyder smile. 


The Snyder smile will ft YOUR face 


seis 


63 SOUTH ST. BOSTON. * 


AGENTS: 
T. E. BRANNIGAN & SONS, Rochester, N. Y. A. M. ROBLEE, St. Louis, Mo. 
MADISON KING, Chicago, Ill. 


CAPITAL AND SURPLUS OVER $1,000,000 
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-LEVOR BUCK 


This distinctively different ooze meets the 
present demand for greys, white, black and 
other colors. It 


Sells Your Shoes 





WHYr 


MAKE THIS COMPARISON 


Compare Levor Buck for cutting qualities, --- nap, finish, 
color and general workmanship, --- with deerskin buck and 
ooze calf (the competition). Compare these for durabil- 
ity and price. 


DISCRIMINATE and 


Levor Buck Wins 





(;. Levor & Co., Inc. 


TANNERS OF CABRETTAS 
New York Gloversville, N. Y. 
Boston St. Louis 

Milwaukee 
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Walk Crofh, 


saan SHOES IN-STOCK 


Perfection Pump. A perfect pump for 
all occasions. Sn rh Neat, New! 
No. 4—Black Satir Full Louis covered 
eel ... eee 


Newest Pump Last—very flexible 





=> SGD CrenIPO- aS EDIE odenpelaen irene ene treae Pa 


No. 8—Fine Russia Calf 5-Eyelet Oxford. 

Perforated straight tip, 14-8 Cuban heel. 

New last $4.50 

No. 3—Brown Kid 5-Eyelet Oxford. Per- No. 11—Fine Russia Calf 84-inch, % Fox 

forated vamp and tip, 14-8 Cuban hec!. Lace. Pinked vamp and tip with perfara- 

Mei teis $4.50 tions, blind eyelets, white ny ag 10-8 
military heel. Stylish street last. 
No. 12—Black Kid 8-inch, “ Foxed 
Lace. Pressed and perforated vamp and 
tip, blind eyelets. Same last as above. 


ANKLET TIE 
(The Shoe of the Minute) 
No. 15—Black Ooze Calf. Full Louis cov- 
ered heel $6.50 
a 16—Black Satin. Full Louis covered 
$6.00 


S200 SD 0 Ss ee) Swe 


These shoes are offered only 
in even dozens on a width in 
the following size runs: 
ANKLET TIE 
A—4-7, 414-7, 5-7 
B—3-7, 344-7, 4-7 
C—2%- <% 31% -61%, 4-7 
mn Aloe | am 14-6144 
D 24 7, 3% 7, 3% 67 2 No. 1—Black Kid 84-inch, % Fox Lace. 
ALL OTHERS Pe ye edge, Bi yr = 00 Rone Had ant tip, 
A—4%-8, 4-8. 414-714 ind eyelets, 14-8 Cuban hee ew last. 
No. 17—Same shoe, Black Castle Kid. ° aa 391g st 4° 8° 3 $5.00 
$6.75 723 4 $2 7 No. 2—Same as above in Brown Kid. $6.00 
No. 10—Same as above, except 9-inch Cc— 214-8, 34-1) 3-74 No. 9—Same as above in Fine Russia Caif, 
Camel Kid, Plain Toe $5.00 D—2\%- 8, 34-7, 3-7 with white fairstitch $6.00 


FACTORY BANCROF T WALKER COMPAN Y vostow orrice 


13 WORMWOOD ST. ooms 404-5 
RICE BUILDING 


BOSTON, MASS.” - MAKERS OF SMART SHOES FOR WOMEN 


We invite you to try a dozen. We pay express if unsatisfactory. 


No. SB —1074-inck Bro 
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it Saves You Money\’ 


No. 107—Coco Brown Bal, single oak sole, channel stitched welt, felt lined 
tongue, blind eyes, widths A. B. C. D., sizes 6 to 12. Price $6.35 


For At Once Shipment 


One Hundred and Sixty-six 


different styles and patterns in Men’s and Boys’ Work and 
Dress Shoes at the most popular prices. Send for Catalogue. 


Weyenberg Shoe Mfg. Co. 


MILWAUKEE 


Dunham Bros. Co., Brattleboro, Vt., are our New England Distributors. 
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,|WELTING IS THE HEART 
OF THE SHOE 


A weak welt impairs 
the wear of the shoe 


T is a mistaken economy to attempt to use inferior selections 
of welting merely because the First Cost is a fraction of a 
cent lower. 


BARBOUR GROOVED ENDLESS WELTING 


S a quality product in every sense of the word, and its con- 
sistent use puts service and reliability into your shoes at a 


Vital Point. 


BROCKTON, MASS. 
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IMMEDIATE SALES 


T.K.KELLY SALES SYSTEM 
MINNEADOLIS.MINNESO Te 
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An Interesting Study 
In Window Trimming 


HIS illustration of the windows of the Perkins-Timberlake store at Wichita 
Falls, Kansas, shows how the use of Curtis-Leger fixtures can make a window 
an active sales force. , 
The fixtures are our Colonial-Fluted Design. Notice how their simple dignity im- 
parts a rich and exclusive atmosphere to the shoes. 
The large table in the center around which the display is built has a top 15 x 30 
inches and is 24 inches high. The stands are made either for single shoes or pairs, and 
vary from the 12-inch stand seen on the left to the 24-inch stand seen on the table. 
The splash of plush in the center gives color and warmth to the whole picture. 
The flowers add life and brightness. 
The Bronze Sign in the corner is Style “C,”’ 4 x 201% inches. It never allows the 
passerby to forget at whose window they are looking. 
The special tailored Valance at the top imparts an air of finish, individuality and design. 
Names, monograms or initials can be furnished in many attractive designs. 
We will gladly send information on our complete line of display equipment 


upon request. 


Curtis-Leger Fixture Co. 


EST. 1869 


226 W. Jackson Blvd. Chicago, U.S. A. 
Z 
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Children’s ‘‘“ONYX’’ Sport Hose with Cuff tops 
PRICED TO RETAIL AT POPULAR FIGURES 


MG-25, etc.—A heavy weight Mercerized 4-thread, 
MG-5, etc.—A medium weight Mercerized Sport Hose, Khali Navy ond — in Black, White, Cordovan, 
‘ ’ 


7-1 rib, in Black, White and Cordovan. SM-35 A fine Silk-and-M ‘zed S H 

, ‘ -35, etc.—A fine Silk-and-Mercerized Sport Hose 
SM-11, etc.—A fine Silk-and-Mercerized Hose, ran- in 6-3 rib, random pleated in Cordovan-Green, Tan- 
dom pleated, in Black-Red, Black-Navy, Brown- Light Green, Cordovan-Gold, Cordovan-Red, Black- 
Green, Brown-Gold, Navy-Green, Navy-Gold and Navy, Navy-Green, Smoke-Green, Black-Green and 
Navy-Purple. Black-White. 


FOR IMMEDIATE DELIVERY 


Emery 6 Beers Company, inc. 


Department P 


BROADWAY AT 24th STREET | 
NEW YORK | 


- ee ee meme mame cam em neem em 


The numbers illustrated above are from left to right. 
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John Kelly Ine 


Rochester, V1 >: 


Now Yark City: Reom /O5 Graham 5 
Church end Duane Sts. Ptr John Halls 




















fA, a 
fl AN EOS SRN, eal 
4 ' i Shae 
mest CU LAE 
Cake: ame } 


lg 


—_a 























26 BOOT AND SHOE RECORDER Oct. 30, 1920 










So) 
fic] 
jis 


|e 


The Stepping Stones to 
Profitable Business 
with shoes made of 


RNOVILLA KID _—", 


ey fe ee 





| They look good. 
q They feel good. 
They sell good. 


Because 
They are good. 










q Shoes made of Novilla 
) Kid assure a most liberal 
q profit to manufacturer, 







retailer and wearer. 










Write us to-day for (38S Ay’ bs 
full particulars y, $ 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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—then the comfort and wear 


—the goodness of the shoe 
makes for constant future 


sales. 


M-C-McKays for women are 
a correct combination of 
style and worth. The first- 
time customer—who gener- 
ally buys because the shoe 
is pretty—soon appreciates 
the real value, and returns to 
your store for the next pair. 


M-C-McKays are sold at a 
moderate price.—You will 
find them remarkable busi- 
ness builders. 











MITCHELL-CAUNT CO. 


Factories: Lynn, Mass. 
Boston Office: 72 Lincoln St. 





Style Governs the 
First Purchase 


cool al 








JAITAA AVM MVM GOD AIMA amma ae” 























M-C McKAYS 
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T goes without saying that}any product 

which has received such an amount of 
free advertising as VICI] KID must have 
decided betterments behind it. 





Seay 


—~—F- 


We want you to know that we.never relax 

— 
our watchfulness over VICI KID quality 
nor our efforts to further improve it wher- 


ever we Can. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Pennsylvania 


Philadelphia 
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Yes, provided you get 
the work out quickly without the tre- 


mendous cost of hand work. 

By the use of Goodyear Welt Shoe Repairing 
Machinery you do satisfactory work, and that kind 
of work is the only kind that will bring you more 


business and big profits. 

It is easy to get Goodyear Shoe Repairing Machinery. 

Drop us a card to-day and we'll tell you how to 

make good dividends in your repairing departments. 
Write to have plan sent you 


— United Shoe Repairing Machine Company va 
Q) 4 ALBANY wait wiles MASS. iia [A 


30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York averhi Columbus, ynn 

1So. Market Street 124 Main Street 87 Main Street 130 Mill Street 11 7 Street 
arlboro 


Chicago Johnson City, N.Y. Auburn, Me. Rochester 
221 No 13th Street 216 Chartres Street 


h 
1423 Olive Street 301 American Casualty 258 Fourth Street 
St. Louis Bldg., Reading, Pa. Milwaukee Philadelphia New Orleans 
708 Broadway 93 Centre Street - 619 Mission Street 16 No. 2d Street 
Cincinnati Brockton San Francisco Harrisburg,Pa. 
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a «4t Once” 


The Custom 


M EDIUM round toe, slight spring and iti teil eniek Waited vat 
the liberal measurements that give ease ‘ : 
ad ane see above is sufficient 
110—Black Kid Bal warrant of the shoes we are 
offering you for prompt de- 
The Asheville is a combination model li 
Se a ee ivery. 
with low instep, and quite similar in i 
general appearance to the Custom. Having pleased the most crit- 
90—Black Kid Blucher 3 ical buyers, we know we can 
just as surely please you. 
May we have the opportunity? 


Completely illustrated Fall 
and Winter Style Book with 
prices and full ordering in- 
formation sent on request. 


Price of either 














French, iiteet and Uraee 


63 Melcher Street mA Boston, Mass. 
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A CONQUEROR 


Undismayed by competition and easi- 
ly supreme in its own class, is the 


LUNDIN Shoe 


Comfort, Durability, Style and Rea- 
sonable Price unite to make this fine 
Men’s Dress Welt an easy victor in 
new fields or old. 





*““The LUNDIN Shoe 
is right all through”’ 


LUND-MAULDIN Ca, 
MANUFACTURERS 


ST. LOUIS, U. S. A. 
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/Gip|N reality, we can make no general criticism 

9| of dealers’ policy in ordering shoes as they 

need them—except if they touch the dan- 
ger-point of lost sales. 


But, whether through the quality of 
Watson’s Welts for Women or the substan- 
tial character and business of the dealers 
who handle them—or both—the orders for 
our shoes are coming in regularly and in 
satisfactory volume. 





This is significant. It discloses a favorable 
inclination of the Trade. It gives further 
evidence of the strength of the appeal to 
fine trade which Watson Shoes make. It 
pleasingly reveals faith in the continuity of 
shoe-production facilities in Lynn. 
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There is a decided stir toward good times 
in the shoe business. 














————— CC 


Watson Shoe Comp pany 


Women's Fine Welts Exclusively 
soe INES MAS SACHU SETTS 
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IN STOCK! 


PRICES SLASHED 


Hosen demand still grows 
greater for 3 W's LENOX 
SHOES pulled over the pop- 
ular “Peggy Last.”’ Our In- 
Stock Department is well 
filled with all styles on this 
last. 


Hundreds of live merchants 
are aware of the fact that the 
“Peggy Last” is a triumph 
over all past seasons. Are 
YOU capitalizing on this 
steady demand? 


All prices given here are big 
reductions under original fig- 
ures. All numbers on this 
page are selling strong today. 


Get in on this good thing. 
Order now and you will re- 
ceive your shipment at the 
exact time you specify. 








Infant’s Turn, Tip, Regular Cut Button 


7556—All black kid. Wedge Heel. 3 to 8. 
7557—All black kid. No Heel. 1 to 5. 


Patent Colt Vamp, White Buck Top, Button 
7540—Wedge Heel. DandE. 4 to8. 


a} 





7564—All black kid. 7566—All brown kid. 
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Pony Cut, Lace, Wedge Heel, 4 to 8 






A Special—Two Big Selling Numbers 
Baby Patterns 


Dongola pat. tip. Button. 1 to 6. 
Pat. vamp and fox dull top button. | to 6. 











Pat. Leather Button, Dull Top, Plain | 
Toe—Peggy Last 
7504—3 to8. DandE. Wedge Heel. 
7505—1 to5. DandE. No Heel. 


Brown Vici, Button Top—Peggy Last 
7542—3 to8. DandE. Wedge Heel. 
7543—1 to5. DandE. No Heel. 




















TS41—No Heel. DandE. | tod. Black Vici, Pat. Tip, Button—Peggy Last 
7558—3 to 8. DandE. Wedge Heel. 
7559—1 to5. DandE. No Heel. | / 
_|| Weimer, Wright & Watkin Co. =\ 
= Manufacturers — 3 
35 S. SECOND ST. - . PHILADELPHIA 
New York Salesrooms: Bush Terminal Sales Building, 42nd and Broadway 4q 
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CREIGHTON’S 


ENGLISH BLUCHER 


STYLE 450 


Goodyear Welt 12-8 
Military Heel 





WIDTHS 
A, B, C and D 


PRICE 
$5.25 


READY TO SHIP 
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ed a 
ah N this present period Lynn’s shoe manv- se 
i facturers recognize that any tendenciesff the | 
We Vi toward a reasonably prompt resumption he ¢, 
#8 A | of normal business conditions convey an enor- I ; 
; 1 Me mous benefit. ° 
ae - , i 
eo" With the whole footwear world searching forff Qual 
fy =, ~ encouragement, it is right to appraise in-f the y 
ahi = coming orders at their full value. So, weff the © 
i ; consider the present steady influx of orders tof turn 
4 the Lynn plants particularly significant. You’ 
1h For one thing, it shows that when business onff °V" 
# H Women’s and Children’s shoes and Men’sf He k 
iG | slippers 1s being placed, Lynn’s prestige forll He k 
Hs highest quality in these lines comes to the He k 

; iy e 

front and wields its influence. 

PJ. HAE 





ALLEN, GOLLER, Le1cuTon Co. BaRTLETT-SoMErS (&% W, 
Burpett SHoE Co. Correr SHOE GiVarsc 
A. Fisner & Son Grecory & Reap 0 


















a i ga ane a nai a ie ica oe 


Oct. 30, 1920 BOOT AND SHOE RECORDER 





MRA. STYLISH, FLEXIBLE / 
a Boots AND Low Y//, 
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In a time of restricted or partly-réstricted 
buying by retailers you may be very sure that 
the goods they are willing to purchase must 
be good and salable. 

In Lynn’s shoe plants today there is real co- 
operation in the production of famous “‘Lynn 
Quality.” There is a genuine realization that 
the principal job today is to get the wheels of 
the Industry into motion and keep them 
turning. 

You'll find commercial optimism sticking out 
over almost every Lynn shoe man you meet. 


He knows his line is a quality line. 
He knows good business is at hand. 
He knows he can deliver the goods. 


J. HARNEY SHozCo. HENNESSEY, Max wei & HENNESSEY 
.W. Herrick SHor Co. T. J. Kiety & Company 
Nats.N SHor Company WituiaMs, CLarK & Co. 
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GIRLS, BOY 


THE SHOES ILLUSTRATED ARE MADE IN: THE HOWARD-HULME-DITTRICH FACTORY ‘BY 
THE “AMERICAN WELT PROCESS."" THE OUTPUT OF THIS FACTORY IS SUPERVISED AND 
CONTROLLED BY THE JUVENILE SHOE CORPORATION OF AMERICA. THIS FACT ALONE 
GUARANTEES TO EVERY RETAILER SHOES OF UNUSUAL MERIT; SHOES MADE UNDER THE 
MOST SCIENTIFIC AND ECONOMICAL CONDITIONS. WE BELIEVE THAT THESE SHOES ARE 
UNEQUALLED (QUALITY CONSIDERED) AT THE PRICE. 





THIS LINE OF FOOTWEAR IS STOCKED FOR QUICK SHIPMENT BY OUR ASSOCIATED SHOE 
DISTRIBUTORS IN THE SHOE CENTERS OF THE UNITED STATES. YOU CAN GET THESE 
SHOES QUICKLY: YOU CAN GET THEM AS OFTEN AS NEEDED, AND, MOST IMPORTANT, 
REGARDLESS OF THE COST OF THESE SHOES AT THE TIME THEY ARE MADE, THEY ARE 
ALWAYS SOLD TO RETAILERS AT THE REPLACEMENT VALUE AT THE TIME THE RETAILER 


BUYS THEM 
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HOWARD-HULME-DITTRICH PLANT, CARTHAGE, MO. 
CONTROLLED BY 
THE JUVENILE SHOE ‘CORPORATION 


SPECIFICATIONS OF HOWARD-HULME-DITTRICH LINE 


CONSTRUCTION— BOTTOM STOCK— 
AMERICAN WELT INSOLES—ONE PIECE SOLID LEATHER. 

UPPER LEATHER— OUTSOLES—SECOND SELECTION OF FLINTSTONE OAK BEND 
SLIGHTLY CORRECTED SIDE LEATHER. SOLES CUT IN JUVENILE SHOE CORPORATION’S SOLE 
MEDIUM GRADE PLUMP KID. LEATHER Ly v- GRAIN FINISH. 

LININGS AND FINDINGS— SOLES ARE NA 4 
FARNSWORTH, Hi ‘sv a IN’ BOX TOES AND COUNTERS— 

SNROUGHOUT, COMPANY'S. RED-LINE-IN™ LINING =" SELECT GRADE GRAIN SOLE LEATHER. 


FAST COLOR EYELETS. HEELS— 
A VERY GOOD GRADE OF SHOE LACES. SOLID LEATHER PIECED HEELS WITH FIRST QUALITY TOP 
ALL THREADS OF THE VERY HIGHEST QUALITY, .. LIFTS 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS 

















HOWARD-HULME-DITTRICH_LINE - 


BROWN AND BLACK KID AND 
BROWN AND BLACK SIDE 
PATTERN 840—-WHOLE QUARTER LACE 


BAL. 
PATTERN 820—WHOLE QUARTER BUT- 
Oe ie 


eHies SPRING HEEL 
5/8, HEEL 
5/8, SPRING HEEL 


ore AND BLACK KID AND 
ROWN AND BLACK SIDE 
mi... ms QUARTER LACE 
BAL. OXFO 
PATTERN $28 WHOLE QUARTER BLU- 
CHER es ouron D. 


12/2, 
BAe 

84/1134. SPRING HEEL.... 
ve HEEL 


BROWN AND BLACK KID AND 
BROWN AND BLACK SIDE 
PATTERN 916—CIRCULAR FOX IMITA- 

TION PERFORATED TIP LACE BAL. 
PATTERN 918—CIRCULAR fox IMITA- 

TION WING TIP LACE. BAI 

24/7,B TOD -+-$4.50 

12/2, C TOD 


BROWN AND BLACK KID AND 
BROWN AND BLACK SIDE 
PATTERN 957—WHOLE QUARTER IMITA- 
TION PERFORATED STRAIGHT TIP BAL. 

OXFORD. 
PATTERN 958—-WHOLE QUARTER PER- 
FORATED — TIP BAL. reser er ™ 


4 . B TO 
2/2,¢ TOD 


BROWN AND BLACK KID I ya 
BROWN AND BLACK SID 
PATTERN  —alieamtanal WHOLE ~~ 
LACE BA 
PATTERN. ‘660—BOYS' WHOLE QUARTER 
BLUCHER BAL 


E 
PATTERN 870—BOYS' LACE BAL. OX- 
FORD. 
PATTERN yy teed BLUCHER OXFORD. 
TO $3.50 


1/6, C 
3/1357, D TO E 


PATENT LEAT IER. BROWN AND 
BLACK KID AND_ BROWN AND 


PATTERN 828—INSTEP STRAP SLIPPER. 
— 826—MARY JANE STRAP SLIP- 


tae, oe. nsaddedacdaisnaviconvand $2.85 
84/114, HEEL a 
ge, SPRING HEEL 

5, 

5/8, SPRING HEEL 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS 
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What the auto dealer could tell 
you about shoe retailing 
























































More than 3,000,000 readers of The Ladies’ Home 
Journal, Vogue, Photoplay, and The Christian 
Science Monitor are reading Red Cross Shoe 
advertisements. Approximately 15,000,000 ad- 
vertisements are telling the story of Red Cross 
Shoes made, with the aid of motion pictures, 
to fit the foot in action. 
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Have you ever found an automobile dealer 
glling several different makes of cars in the 
same Class? 

Ridiculous! Right away a hundred and one 
impossibilities pop into your head, but— 
Would you have the same difficulty in 
naming one—a dozen shoe retailers who 
are trying to do just this thing in their 
business—trying to sell several factory lines 
in the same grade against each other. You 
yourself, maybe— 

But there’s a difference, you say. 

True, but isn’t the difference in the speed 
and sharpness of results—rather than in 
the results themselves? For instance, con- 
sider an automobile dealer selling three 
$2,000 cars of different make but of the 
same grade and utility. 


Trouble right away 


Think of his advertising problems. ‘Think 
of the difficulties his salesmen would get 
into. How much confidence would his 
trade have in him as a buyer? 

How much prestige would he retain (if all 
auto dealers followed the same method and 
none identified himself with one famous 
name ?) 

You can imagine the myriad other prob- 
lems our auto dealer would find himself up 
against. 

Now ask yourself: If I pursue the same 
course in my shoe business, don’t I suffer in 
just the same way in each instance? And 
what is the remedy? 





917 Dandridge Street 





He doesn’t know a welt from a McKay, 


He knows the value of concentration in any business 





The Krohn-Fechheimer Co. 
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Many have found it in concentration 


Scores of dealers have eliminated the prob- 
lems of scattered buying and have won no- 
table success with the concentration prin- 
ciple and the Red Cross Shoe. 

They have restricted themselves to one 
factory line in each grade. For their 
women’s high grade line they selected the 
Red Cross Shoe because years of consistent 
advertising have made it the best known 
and the “most salable shoe in America.” 
And because it has a style and price range 
so complete that it meets easily any reason- 
able demand in its grade. 

The unusual success of these merchants can 
be duplicated by you. Your chance has 
never been brighter. Because right now 
one of the greatest publicity campaigns 
ever conducted for a women’s shoe, com- 
prising 15,000,000 advertisements in lead- 
ing women’s publications, is telling 3,000,- 
000 readers the interesting story of the 
lasting style of Red Cross Shoes as ob- 
tained by a study of hundreds of motion 
picture photographs of the foot in action. 
The interest this campaign is creating is 
your opportunity. 

Think over the things the auto dealer could 
tell you—ask yourself whether you are 
pursuing the wisest buying course. Let us 
tell you more about the concentration 
principle that has brought notable success 
to scores of retail shoe merchants. 

A card will bring one of our representatives 
around to talk it over with you. Send it 
today—it will not obligate you in the least. 


> Cincinnati, Ohio 
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THE SCHEIFFELE 
SHOE MFG. CO. 


CHILDRENS & GROWING 
GIRLS SHOES 
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Quicker Turnover 


Every thinking merchant today is di- 
recting his efforts toward the goal of 
Quicker Turnover. He must have shoes 
that will move, yet they must be good, 
stylish, and dependable. 


Each name and trade mark on this 
page is the stamp of honest value in 
good shoemaking. The lines they rep- 
resent will give you a quick turnover; 
for they are made in Cincinnati—the 
home of art in shoes. 








HELMERS BETTMANN 
&co 


The Julian & Kokenge Co. 
The Krippendorf-Dittman Co. 
Val Duttenhofer Sons Co. 

The Holters Co 

The Helming-McKenzie Co. 
The P. Sullivan Co. 

The Manss Owens Co. 


The Scheiffele Shoe Mfg. Co. 
The Duttenhofer-Stevens Co 
The Sam B. Wolf Shoe Co. 
The Charles Meis Shoe Co. 
Helmers Bettmann & Co 
The Homan-Hughes Co. 
The Sachs Shoe Mfg. Co 
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Ghe J. Sullivan 
PRETTY SHOES 
WOMEN 
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ROOKWOOD POTTERY 

















Styles and Prices are Right 


We Know Because we Waited 
until we were Sure of it 


YE S / We are Guaranteeing our prices 
« for Spring Delivery up to the 
DATE OF SHIPMENT! 


BUT OUR PRICE ONLY! 


Write or Wire for Salesman 


THE JULIAN & KOKENGE 


CINCINNATI. 
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Ure 
Do You Know 


Oy 
the Ease-All Arch Support Shoe is advertised in the wom- 
en’s leading National Magazines? 
The large number of inquiries which are coming from 
all sections of the country proves there is a big demand for 
a shoe of this character. 


Order a few pairs from stock and derive the benefit 
from this advertising. 


These Two Styles IN STOCK 
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B0875E $9.75 B0875D $9.75 


Woman’s Black Glazed Kid Boot, Mutual (combina- Woman’s Black”GlazedJKid Boot, Alliance (combina- 
tion) last, eight-inch height, three-quarter fox, lace, tion) last, eight-inch height, three- -quarter fox, lace, 
welt, kid tip, with Ease-All special shank and counter, welt, kid tip, with Ease-All special shank and counter, 
1%- inch } ~wee heel. 1%- inch Cuban heel. 

AA 


Net 30 days 
Net 30 days 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


LOS ANGELES OFFICE NEW YORK OFFICE DENVER OFFICE 


319 S Los Angeles, Cal. Bush Terminal Sales pulling 218 Charles Building, De , Colo. 
G. Co ucATE SE, Representative —— West 42nd St., Room 1521 TIGER & M NUTT’ 9 


M 
. A. McCOMBER, Representative R aguensaneives 
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Novelty Styles of Excellent Taste 
FOR THE RETAILER 


KG 
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A Suggestion 


Gz > If you haven’t sold Ballet Slippers 


before, just experiment at our ex- 
pense by placing a few samples in 
your window. 





NSS) 





OS 











If you have, you’ll know that this 
THE BALLET is the height of the season for 
IN STOCK them and the right time to size up. 





chiens dai nied tee Let the dancing folks in town see 


Band C Price $2.40 that you carry “Miller-Maid” 


BLACK KID, BOX TOE ° 
B and D Price $3.40 slippers. 


Y 
g 


Price $3.75 
Sizes from 7 Child’s to 7 Women’s We stock them for you all the year 


round. 


KCaVeyY 


TRADE WV MARK 


I. MILLER & SONS 


(INCORPORATED) 
Flushing and Carlton Aves., Brooklyn, N. Y. 





Ce Oa Oa 


Factory and Service Dept. 
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The Cash Value of Your 
A Public Buys Where 





Good will never was so valuable 
in business as it 1s today. 


When a public feels that a mer- 
chant meets its demands with 
2oods, service and prices that 

are right, its trade is not long 
withheld nor easily won away. 


And the customer deals the 
more readily where he finds 
the retailer’s idea of the best 
buy under present conditions 
squares with his own opinion 
of values. 


Asaprofitable source of customer 
good will, no other type 


More than 80% of all shoes built with branded rubber heels 
are Goodyear Wing foot equipped 
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Customers’ Good Will 
Stock Suits Its Mood 





of stock represents the sales 
possibilities that service shoes 
possess today, and among 
shoes of this class many. far- 
sighted dealers give first rank 
to the neat, sensible and me- 
dium priced service line made 
with guaranteed NeOlin Soles, 
or Goodyear Wingfoot Heels, 
or, better yet, both of them. 


These products are instantly ac- 
cepted as providing the largest 
measure of that basic value 
which the public prizes most 
in shoes today—serviceabtilty. 


THe Goopyear Tire & RusBer Company 
Offices Throughout the World 
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increase 


F there was ever a time in the shoe busi- 
ness that proved a test for the salability 
of any shoe.it has been the last few months. 


Despite the untoward conditions, Educator Shoes have 
shown an increased sale in pairs covering July, August 
and September, averaging nearly 21%. The basis upon 
which Educators have been sold to retailers predicated 


exactly this result. 


Standardization of lasts and patterns, centralization of 
stock in distributing houses logically located, economic 
manufacturing and merchandising policies, productive 
national and newspaper advertising and consumer con- 
fidence, have placed Educator Shoes on a plane less af- 
fected than other by extraordinary business conditions. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, U. S. A. 

















